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NO. 4 IN THE “AMERICAN” SERIES OF UNITED STATES NAVAL VESSELS IN ACTION 


we 


From a painting in color by Milton Menasco* 


MAKIN ISLAND 


A Review by Fletcher Pratt, Noted Naval Authority 

In the moonless black night of August 17, 1942, American sub- On fighting fronts throughout the world and along all the sea lanes to our 

marines suddenly surfaced near Makin Island, Japanese base in the bases, famed American ‘‘Superior’’ Pure Manila Rope is doing vital war 

Gilberts. From them streamed a battalion of Marines known as work, That’s why you no longer find it in your supplier's stocks. But he 

Carl to Reid heated 6 rn ° re eg es T : piste does have good American substitutes, well-made, with more than half-a- 

-arison s Kaiders, headed for shore in rubber boats. iwenty min- century of rope-making experience. You can accept them with confidence. 
utes later a dogged bushwacking 

battle began. It lastedall through *FREE PICTURE SUITABLE FOR FRAMING—A full-color reproduction 

AM E ¥ | CAN the next day and ended only with of the above painting, with a chart and additional details about this en- 

every Jap on the island dead. gagement, may be had upon request. Write for your copy today. 


AMERICAN ROPE 


e¢ OAKUM «+ PACKING 


AMERICAN MANUFACTURING COMPANY, Noble and West Sts., Brooklyn 22, N.Y. Western Factory: ST. LOUIS CORDAGE MILLS, St. Louis 4, Mo. 


Sales Offices: Baltimore, Boston, Chicago. Houston, New Orleans, Philadelphia 








with your Barn 
Equipment problems 









War emergencies are demanding special 





service to dealers. Such service is not new to Star- 





Pad Exclusive Starline Barn 
Equipment Features 


line with its 60 years of outstanding cooperation 
with dealers. 


Buy more Originated Today every Starline Dealer’s Barn Equipment prob- 
WAR BONDS NOW Patented and lems are getting the exacting attention of the entire 
Perfected Starline organization. Through helpful cooperation 

FIRST by Starline and suggestions by Starline, these dealers are sup- 

plying Dairy Farmers with partial, if not complete, 





Barn Equipment vital to Victory. 


Look to Starline — and inquire frequently —to take a 
advantage of the latest in Barn Equipment avail- 


abilities, that necessarily vary from time to time. 








Keeping Up the Health Rate Keeps Down the Death Rate 


STARLINE, INC. Harvard, Ill. Albany, N.Y. | 
| 





LOOK TO STARLINE ..STARLINE CAN HELP YOU 
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* THE YALE & TOWNE MANUFACTURING CO., STAMFORD, CONN.,U.S.A. * 





FOR A HEALTHY YOUNG AMERICA 


New promotion to sell sports and recreation equipment linked 
with national campaign to combat juvenile delinquency 


“Keep young America, future 
America, healthy and fit during 
this war” is a mighty good theme 
to introduce into your store pro- 
motions this summer. Practical 
— because of the many sports 
and recreational products rela- 
tively unaffected by priority 
rulings. Timely — because of the 
considerable attention being 
given to wartime juvenile delin- 
quency in the press and forums 
of the nation. 


Community Projects 

In communities surrounded by 
large war industries particu- 
larly, civic groups are stressing 
the need for recreation centers, 
or for more supervised recreation 
in the schools, to “get the kids 
off the streets” while their war- 
working parents are unable or 
unwilling to control them. Deal- 
ers who stand ready to cooperate 
may find a number of opportuni- 
ties for increased sales. 


What to Sell 


Buildings or schools are re- 
modeled or repaired for com- 
munity centers. Hardware repair 
products are needed where Boys’ 
Clubs, Scout groups and similar 
organizations will need sports 


equipment. The following list | 


may include certain products 
which had not yet occurred to 
you, and which are now gener- 
ally available, although the 


supply may vary in_ specific | 


cases: 

Archery equipment 

Badminton equipment 

Baseball goods 

Beekeepers’ supplies 

Boxing equipment 

Camping equipment 

Dog supplies 

Furniture, lawn & porch 

Hunting clothing 

Model kits for plane & boat 
models 

Picnic sets, tables & benches 

Play-yard equipment (inc. sand 
box) 

Saddles & riding accessories 

Softball equipment 

Sportswear 

Summer furniture (inc. swings) 

Sun glasses 

Tennis equipment 

Tents 

Toys for outdoor use (inc. sand 
toys) 
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+ Here is an idea for a window display which may suggest a special promotion for your store. Your 


customers may not realize how many products you can supply them for sports and recreation. 





Building Wartime Sales 
WithoutSelling“‘Substitutes”’ 


Dealers are becoming a bit 
cautious about filling their stores 
with so-called “substitute’’ prod- 
ucts. Experience is proving the 
advantages of concentrating on 
products which ean be sold as 
sound investments and supply 
the real needs of wartime cus- 
tomers. For’ instance, home- 
| owners and housewives, caught 
| by the shortage of help, are good 
customers for a wide variety of 
repair items — including, re- 
cently, endless V-belt for motors, 
washing machines and refrigera- 
tors. Other such items: house- 
| hold cleaners, glues, porcelain 
| glaze, crack fillers, mending tape, 
| sandpaper, synthetic sponges, 
| weather stripping. 

One dealer, the Besser Hard- 
ware Company, Little Rock, Ar- 
kansas, as reported in SOUTH- 
ERN HARDWARE, has a list 
that is worth repeating: straw 
| clothes baskets, dishes, glass 
ovenware, light bulbs, smoking 
pipes, brooms, mops and brushes, 
twine, canvas soil soaker for 
Victory gardens, gardeners’ 
aprons, work and garden gloves, 
flypaper, khaki traveling bags, 
kerosene lamps and _ lanterns, 











men’s billfolds (they sell rapidly) 


and a large line of wooden goods 
including butter presses and 
paddles, rolling pins, clothes pins, 
ete. 

“T am not expecting to lose a 
dollar on anything in the store,”’ 
says this dealer, “‘and I hope not 
one of my customers will be dis- 
appointed or disgusted with 
something he has bought here.” 


Establishing the Store As 
Headquarters for Groups 
of Related Products 


Your seasonal promotions 
need not come to a complete stop 





when the season is over. Some 


dealers are discovering that their 
stores can become known as 
“Victory Garden Headquarters’’ 
simply by putting a little effort 
behind gardening equipment 
during theentire year. The cumu- 
lative effect of continuous smal. 
displays, or verbal suggestions, 
or Victory garden literature, 
put certain stores out in front 
this Spring. Similarly, with 
maintenance and repair, fuei 
conservation, rentals, household 
and farm products —even a 
small amount of consistent dis- 
play of related items pays 
dividends. 








Parents who read this Yale ad- 
vertisement in the June 17 
SATURDAY EVENING 
POST, dramatizing the success 
of good recreational facilities in 
combating juvenile delinquency, 
will get a good idea of the kind 
of sports and recreational equip- 
ment you can supply. 
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and YARD PLANNING 


Calls for 
STANLEY 
HARDWARE | 


These confining war days have won 





~centen te 

















new respect for cool, screened porches | 
and attractive, practical yards fenced in 
for privacy. This trend won’t be neg- 
lected when new home or home addi- 
tion plans are carried out. Greater 
attention will be given to “making 
things livable.” And you may be sure 





that well-known, long-serving Stanley 


: 
Hardware will fit into this picture. { 
Stanley items for doors and screens, 
and in-the-yard uses will be a leading 
springtime offering by dealers as soon 


as volume manufacture is permitted. | 





Capitalize on porch popularity and i 
Stanley quality in your post-war sales 
plans. The Stanley Works, New Britain, 
Connecticut. 


a 


Typical Stanley Hardware I 
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reens, When you tell your customer that a NUCUT File does the work of two files, 

ading be sure also to point out why. Let him know that the reason is the NUCUT 

- soon teeth, — their structure, arrangement and the filing job they do. 

ited. A NUCUT has both coarse teeth and fine teeth. Both work at the same 

y and stroke. The coarse teeth cut clean, deep, true. The fine teeth level the 
sales : surface smooth. The result is characteristic NUCUT two-file filing with- 

dentin. : out skidding or scraping. 


Whether your customer is cutting, shaping or finishing stainless 
steel, iron, aluminum, brass, copper, slate, wood, fiber or plastics, 
a NUCUT will give him more work faster, easier with less effort. See 
your jobber for the lengths, shapes and cuts that will meet all 
your customers’ needs best. 
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CAMERA SHOWS NUCUT'S 
“WAVY TEETH” DESIGN 


From this reproduction of an un- 
retouched micro-photograph, you 
can see the patented (No. 20270- 
39) “Wavy Rows” in which NU- 
CUT’S teeth are positioned. It is 
this feature that enables a NU- 
CUT both to cut and finish at the 
same time. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manulacturers 
Good Tools Since 1836 


Newark, N. J. Newcomerstown, Ohio 
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When DEPENDABILITY 
hangs by a thread 


We are not thinking of tolerances when 
\\ we thread a Buffalo bolt or nut. We are 
thinking that an American boy’s life may depend 


on its accuracy and strength. 


i ae ee 


COMPANY 


NORTH TONAWANDA, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 


Nut moker—designed and built by 
the Buffalo Bolt Company 
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When Peace Comes 
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comes and plentiful 
Cyclone Hardware Cloth. 
Cloth, Burne! Baskets . 
Lawn Fence again are availab " 
The famous Cyclone “Red Tag 
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the home folks 


















... Call Your Jobber 


SK your jobber about 
Cyclone Hardware Cloth 
and Screen Cloth released for 
use on the home front. After war 
needs are met, limited quan- 
tities of these “Red Tag” Hard- 
ware Products are allotted for 
vital needs at home. 

Although there isn’t enough 
U-S-S Cyclone “Red Tag” 
Hardware Cloth and Screen 
Cloth to meet ali home front 


demands, there’s always a 
chance that your jobber may 
be able to supply your most 
urgent requirements. So, we 
suggest you check with your 
jobber regularly. Keep him in- 
formed of your needs. You can 
be sure that he will distribute 
his limited shipment of “Red 
Tag” products wisely, and that 
he'll be glad to tell you just 
what the situation is. 





CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 


Waukegan, Illinois - 


Branches in Principal Cities 


United States Steel Export Company, New York 
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and tell it with 
MEYERCORD DECALS 


Millions of non-lend-lease items exported throughout the world, 
a basis for incalculable wartime and postwar goodwill—now can be 
uniformly identified as ‘“‘made in the U.S.A!’ — with this new, 
official red, white and blue Export Seal designed and recommended 
by the Office of War Information. 

Investigate Meyercord Decals for the reproduction of Export 
Seals or combination Seals and regular trademarks or nameplates. 
They provide highly legible product identification that last for the 
life of the product. They save time, cost, weight and metal, and re- 
quire no screws or rivets for application. They are durable, washable, 
and can be produced in any size, colors or design . . . for application 
on rough, smooth or crinkled surfaces of any known commercial 
material. Billions are used all over the world. 

Tell the world ‘‘It’s from the U.S.A.”...and use Meyercord Decals 
for low-cost reproduction of a multi-language program of product 
identification. Let us suggest combinations of the Seal with your 
own trademark. No obligation. Address Dept. 11-5. 


5323 WEST LAKE STREET ° 





25, 1944 


imported from the 


ee UNITED STATES 


ve MEYERCORD CO. 


WORLD’S LEADING DECALCOMANIA MANUFACTURER 














O. W. I's. new Export 
Seal may be used in any 
shape or size—in any 
language—alone or com- 
bined with yourcompany 
trademark or name- 
plate. O. W.I. does not 
sell this Export Seal. 
Purchase may be made 
from a source of the ex- 
porter’s own choice. 




















ACME PRODUCTS CO. 


CHICAGO, ILL., U.S.A. 





The nameplate illustrated demonstrates one 
of many ways in which the O. W. I. Export 
Seal may be combined with your own trade- 
mark economically with Meyercord decals. 


This advertisement is published in cooperation with the 
Office of War Information. Full information regarding 
O.W.1.’s Export Seal Program may be oblained by 
wriling to: Special Promotion Division, Office of War 
Information, 250 W. 57th St., New York (19), N. ¥. 





CHICAGO (44) ILLINOIS 
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THEY’LE STILL INSIST ON “THERMOS” 


*® Today, “Thermos” serves on the production and new users will make a vast market for 

front. War has brought a greatly increased de- | vacuum-insulated ware. Thermos will be ready 

mand for Thermos brand vacuum bottles from —with products and models for every need. 

workers everywhere. The “Thermos” market is with you .. . in 
When Victory comes, these old-time users war today, in peace tomorrow. 


THE AMERICAN THERMOS BOTTLE COMPAVY - NORWICH, CONNECTICUT 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 


sme THEAMDS 








TRADE-MARK REG. VU. S. PAT. OFF. 


BRAND VACUUM WARE 
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PEARL-WICK CORP. LONG ISLAND CITY 2, N. Y. 
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* STAR RANGES HAVE BEEN LEADERS SINCE 1895 *® 


“For I5 of our 69 years in Syracuse 
we've handled DVS Star ranges.” 


The present modern establishment of Kief- 
fer Bros., Inc., had its beginning in Syracuse 
in 1875—nearly seventy years ago! From a 
strictly hardware-and-stove business in the 
early days, it has developed into one of the 
city’s most popular and moSst successful 





home furnishings stores. 


Recently, on the occasion of the renewal 
of his White Star gas range direct-dealer 
agreement, Mr. Robert H. Kieffer, presi- 
dent of the store, expressed his pleasure at 
having sold many thousands of the ranges 
since they were first introduced. 


“Your modern, streamlined models, with 
their exclusive features,” says Mr. Kieffer, 
“appeal to women everywhere. The praise 
of each enthusiastic owner has always 
brought a number of new customers. We 
hope you will soon be shipping White Star 
ranges again!” 


BACK THE ATTACK— Mr. Robert H. Kieffer, 
BUY BIGGER BONDS ’ a , oe and General Manager, 
5 jeffer Bros., Inc., 


Syracuse, N. Y. 


























Vi 
A BORG-WARNER INDUSTRY (now Available) 


*& DETROIT VAPOR STOVE DIVISION, BORG-WARNER CORPORATION, DETROIT 26, MICHIGAN * . 
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\\ IRON CHROME 
On fashioned 2. COOKWARE! 
* 
It’s a fact! The more you look into Olh Fashioned, 
the more you can see the sales and profit-making pos- 
sibilities of this line of Cast Iron Chrome Cookware. 
That’s why so many dealers right now are including 
Old Fashioned in their post-war sales plans. 

Consider these facts: Ol Fashianen appeals to 
housewives instantly because of its sparkling beauty. 
They like its full size. And they are quick to appreciate 
the fact that it is easy to clean. Housewives know that 
cast iron cooks better, retains heat longer and distributes 
heat evenly. And @li #ashianed’s durability and 
long life are evident at first glance. 

Before Pearl Harbor those features meant quick sales, 
rapid turnover and ever-increasing profits wherever 
Ola Fashioned was displayed. They will do it again, 
once production is resumed. 

We have a selling proposition and a program for post- 


war promotion tMat will interest you. Why not let us tell 
you more about it? Write TODAY. 


@ 2, 
SyIXFONE 
CAST IRON CHROME COOKWARE 


“Che Brightest Spot in the Kitchen ii 
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3450 DENTON AVE HOUSEWARES DIVISION) petroit 11, MICH 
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A bang-up housewares department — 
built around the complete line of 
TAVERN HOME PRODUCTS! 








N THESE DAYS of rationing and 

shortages, it’s the store with the 
plus service that pulls in those extra 
sales! That’s why it’s smart to boost 
business with a complete housewares 
department, built around Tavern Home 
Products. 

These famous Socony-Vacuum home 
aids are well known to your customers. 


keeping, Woman’s Home Companion. 
And they’re priced to move fast. 

Stock the whole line in a handsome 
Tavern Shop, and group related mer- 
chandise around it! You can choose 
from several of these Shops—each a 
complcte display unit, with sure-fire 
sales appeal. Order today from your 
nearest Socony-Vacuum office or Affili- 


RETIREE 6 SRC 


ARES 


They’re advertised in Life Magazine, ated Companies, or address Vasa Pa 
Ladies’ Home Journal, Good House- 26 Broadway, NewYork City. Canaries y 
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_. TAVERN HOME PRODUCTS | | 
oe tae y 
; Tavern Liquid Wax - Tavern Paste Wax - Tavern Non-Rub Wax “ee 
Tavern Window Cleaner - Tavern Candles - Tavern Paint Cleaner - Tavern Rug Cleaner * 
aoe Tavern Furniture Closs - Tavern Luztre Cloth - Tave-n Parowax or Paraseal Wax 
me Tavern Electric Motor Oil - Tavern Leather Preserver 
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looking glass cooking ware 


has a future 


Customers like to buy Range-tec and 
Glasbake. Clerks like to sell these lines. 
Buyers like to stock them. 

And they all have a lot to choose from. 
There are 59 items, many made in various 
sizes, in the Range-tec and Glasbake 


lines. Each item is so attractive, so 





Here's your wish: 


A dish 
You can clean with a swish 


After fish. 


useful, and so moderately priced that it 
sells rapidly. 

War coadisions affect shipments. We're 
doing our best to keep you and Uncle Sam 
supplied with Glasbake and Range-tec. 
The McKee Glass Company, Jeannette, 


Pennsylvania ... Established 1853. 


GLASBAKE.  RANGE-TEG 


OVEN WARE wotm 


TOP-OF-STOVE WARE tg tm 


THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
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The 
GREENLEE 
Line 
Auger Bits 
Expansive Bits 
Socket Butt Chisels 
Socket Firmer Chisels 
Car Bits | 
Razor Blade Draw 


vomemteay 1s Y © fee ae 
Spiral Screw Drivers 
y Bit Extensions 





Bell Hangers’ Drills 
Turning Tools 


And many more. 


Millions of Messages...to your customers: 


Today millions of messages featuring the GREENLEE 
name are reaching your regular and prospective tool 


customers. 


Today more than 1,500,000 people—professional 
workers and home craftsmen—are getting news of 
GREENLEE registered tools through the widely cir- 
culated Pepular Science. Popular Mechanics and The 
Carpenter magazines. 

Today thousands of electricians, public utility and 
industrial maintenance men regularly read reports on 
the performance records of GREENLEE high quality 
tools each month in 17 leading business papers cover- 
ing the electrical, marine, industrial supply, utility 
and radio fields. 

Today we suggest to you: “Get Ready with Greenlee!” 
Powerful advertising . .. new product research. ..new 
sales helps...new package designs, display ideas on 
GREENLEE Tools . 


.. are “in the works” right now. 


16 


And for one important reason — more profitable sales 
of the famous GREENLEE line through you and 
thousands of other independent hardware dealers. 


The complete story of how GREENLEE is 


building now to assure your future is con- 






tained in this fascinating new booklet “Tool 
Profits”. Get your free copy now by drop- 
ping a posteard to Greenlee Tool Co., 


1805 Herbert Ave., Rockford, II. 
Get Ready wit Gpecerchee/ 





REGISTERED TOOLS 


GREENLEE 


FOR THE CRAFTSMAN 
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A timely message 
from one of America’s 
Hardware Leaders... 
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EFFICIENT DISTRIBUTION 


a 
in the days ahead” sr 1222 122% 
y National Retail Hardware Association 


“Vy HAVE FAITH in the future of the inde- 
pendent hardware retailer, because I 
believe the time-tested manufacturer-jobber- 
retailer system which has met the needs of 
the past will be adjusted to the necessities 
of the’ future. 

“One such necessity will be distribution 
which is even more economical. I know that 
the hardware trio — manufacturer, jobber 
and dealer — is geared for efficient distribu- 
tion in the days ahead, Our plans and oper- 
ations must be geared to that objective, and 
it cannot be attained simply by continuing 
former policies and practices. 

“The retailer who insists on broken-pack- 
age buying dissipates the economies intended 


by intelligent packaging. The wholesaler 
doesn’t lower distribution costs by accumulat- 
ing small orders and asking the manufacturer 
to ship direct to the wholesaler’s customers. 
He simply shifts distribution costs. 

“Each tooth in the gear, each gear in the 
assembly, must carry its part of the load, 
take its share of the stress, and mesh with 
the others to make an efficient machine for 
lower cost distribution.” 


DIAG crore 


Q 





Master Padlocks * 


LAMINATED «+ WROUGHT STEEL + DOUBLE CASE 








| 
MASTER LOCK COMPANY, Milwaukee 10, Wis., Worlds Leading Padlock Manufacturers 
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COAL HEATER 
1940 The WARM MORNING Coal Heater 


came forth with the first major improve- 
ment in coal heaters in 53 years...a heater 
with amazing, patented, Interior Construc- 
tion Principles. Immediately, sales were 
tremendous. 
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WARM MORNING sales volume more 

| y 4 [ than doubled that of the previous year. Per- 
sons in every state in the Union bought 
WARM MORNINGS! 


5 
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WARM MORNING Heaters...many 

1942 thousands of them ...on the strength of 1944 MODEL 
their outstanding heating merits...went No. 420 
into war service in the U.S. Army camps 
throughout the Nation. And commercial 
sales "way above 1941! 


WARM MORNING sales...despite a flood 

1943 of stoves of similar appearance and similar 
names ...soared to amazing new heights... far 
outselling any other heater! 





: | all...continues to make sales history... because 


customers want the genuine WARM MORN- 


1944 WARM MORNING continues to lead them 
4 ING, and they ask for it by name! 








4 
y 
GET IN YOUR STOVE RATION CERTIFICATES 


Now is the time to show your customers 
why it will pay them to buy a WARM 
MORNING Heater... why it will do the 
best heating job for them...and urge them 
to bring in their Stove Ration Certificates 
at once. Then turn the Ration Certificates 
over to your Wholesale Distributor while 
WARM MORNING stocks are available! 1944 MODEL 


No. 520 
LOCKE STOVE COMPANY These Heaters covered by 


114 West 11th St. Kansas City 6, Mo. Pat. No. 2255527 aad 
127471. Name Reg. in 
U. S. and Can. Pat. Off. 


. 
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“WE'RE PACKIN' 
THE KNIVES 
You: RE poss 


* Keen and bright and sturdy like the boys who carry 

them, they’re marching out of our factory by thousands: 

BAYONETS TRENCH KNIVES 

SHEATH KNIVES GALLEY KNIVES 
ESSENTIAL POCKET KNIVES 

Just as soon as Uncle Sam’s requirements are reduced, 


you'll find us to be a reliable source of better knives — 


better because of the experience we’ve gained in provid- 





ing our armed forces with the tools they need to fight 
their way to Victory. 


SORRY— NO ORDERS NOW 


UTICA CUTLERY COMPANY, UTICA 4, N.Y. 
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UNIT SALES 
IN LACE PAPER 
To 9 TIMES HIGHER 















‘Prom Cotton 
Bale te Pade 


the only company that looms the pad it sells | 








and cach pad ¢s 
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For greater resiliency 
... faster heat and 


Comorrow s Opportunity 


WITH 


HANDY PACK DEPARTMENT 


nee Milapaco HANDY PACK, a colorful “bargain a 
package of beauty” in famous Milapaco lace paper, has — 
been called — and proven — one of the most important ~ 
merchandising ideas in paper. It has everything — high ~ 
value, sure appeal in price and beauty, dramatic eye-stop- i 
ping display, self-selling advantages that boost unit sales 
up to 9 times the usual dime-a-package. 

Today the production of Milapaco HANDY PACK is par- 


tially restricted. More will be available later. Remember 3 
it, and take advantage of its sales-producing power then. 


moisture absorbency 


... better ironed work! 


a 



















A. 
This colorful display, ’ pa 

the center of your 
WAFFLE-KNITTED “Handy Pack Depart- oe 

IRONING BOARD PADS' ment” consists of packs 
and COVERS containing 100 each of wa 

a single design and size 
of Milapaco lace paper pr 
- place mats and large 
doilies, and 150 each mi 
Z Its unique construction, plus quality-control from of the 5”, 6”, and 8” cal 

a * start to finish, make TEX-KNIT the outstanding ang a. — 
4 brand! With military needs getting first call on — 25¢ to 89¢ each. le 

s our padding, we are only able to supply a por- Buy More War Bonds 
ms tion of our customers’ needs. However, to new ym a ‘ane = : m: 
: : Milapaco Handy Pac 
“ accounts we suggest putting in a reservation for Bepertment tater. to 
‘ your share in the future. 
bu 
co 
MILWAUKEE LACE PAPER CO. 1 
T ti | AY | ° I | 1306 E. MEINECKE AVE. Estoblished in 1898 | MILWAUKEE 12, WIS. wie 
‘eaeits l . oa 
meceenweeneones Mil MMilapaco Femmaeeee 

Mills: Chicago, Ili. and Athens, Ala | OF CHARACTER ’ Ma 
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For Your Progress in Peacetime 


LANNING for peacetime leader- 

ship is a tangible project at the 
A.J. Lindemann & Hoverson Com- 
pany’s Plant. This complete line 
of gas and electric ranges, electric 
water heaters, oil stoves and other 
products is being streamlined with 
many new, outstanding and practi- 


cal conveniences for housewives. 


Just now, the vast plant of Linde- 
mann & Hoverson is still devoted 
to the production of precision- 
built vital war goods and will so 
continue as long as there is need. 
The absolute precision, so imper- 
ative in war work, will be appar- 


ent in postwar L & H products. 





The time has not yet come to draw 













om reeepeaece 


Qork Wad Res Vact 


aside the curtain for a preview of 
\ WELP THE VICTORY DRIVE 


all the L & H postwar plans and 
products. But now is the logical 
time to suggest that the complete- 
ness of the L & H line, plus 





nearly 70 years of successful 


L&H PRODUCTION Is NOW DEVOTED 
TO MAKING THESE WAR GOODS: 
Pins for tank tracks; anti-aircraft shells; cases 
for electrical control apparatus; containers for 
bomb parachutes; cartridge belt webbing; 
assembly of air compressors on U. S. army 


experience in manufacture, 
design and merchandising are 
worthy of your consideration. Keep 





Lindemann & Hoverson products in 





trucks; steel cases for truck tools and parts. 





mind in your postwar planning. 


4 
Sr rrr i 


A. J. LINDEMANN & HOVERSON CO. 


Since 1875 
MILWAUKEE 7, WISCONSIN 


Manufacturers of ELECTRIC RANGES + ELECTRIC WATER HEATERS © GAS RANGES © OIL STOVES © PORTABLE OVENS © OIL HEATERS + WICKS 


MAY 25, 1944 
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it helps 


McKinney dealers 
meet postwar competition 


McKinney’s new war work (the making of part, 
for numerous war items from aircraft to hand 
grenades and landing mats to tanks) is adding 
much to McKinney’s production skill—is mak- 
ing McKinney more broadly known than ever 
before. 

Add that to McKinney’s 75 odd years of ex- 
perience in meeting changing trends and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 

Keep McKinney in mind for wartime building 
... then talk McKinney and display McKinney 
for building after the war. 
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GRIFFIN 
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HINGES 


Buy Bonds 


GRIFFIN 


Manufacturing Company 





ERIE. PENNSYLVANIA 


AGENTS 


NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 


SAN FRANCISCO: 703 


Market St. 
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Here you are miles from nowhere in any direc- 
tion. Just a sitting duck with no place to go but 
the way the sea decides to take you. Above, a 
blazing, searing sky; below you, water that only 





helps the sun to boil you beautifully, lobster 
fashion. That, and many times worse, is what 
it’s like to be down at sea. 


Several years ago ... long before 
Pearl Harbor...Crescent was asked 
by the Army Air Forces to supply a 
sufficiently versatile tool with which 
to equip their rubber life rafts. After 
many tests, this tool turned out to be 
a special, light-weight Crescent Slip- 
joint plier with a Cadmium finish 
designed to withstand the ravages 


of anything from humid jungle to 


Arctic cold or salt spray corrosion. In those early 
days, a plier was the only tool in the kit. Since 
then, other tools have been added. Today, this 


precious little Crescent Plier is used on the life 


rafts of our armed forces. 





~ 


Oh 


he 
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This is the Crescent “Tool Kit” 
for Life Rafts. Five inches long; 
extremely light weight; the 
point of one handle serves as a 
screw driver; has wire-cutting 
jaws and is cadmium plated to 
protect it against salt spray. 





Point is, that here and in many other 
instances where we have been pro- 
ducing the finest possible tools of 
war, we have unconsciously been 
doing some post-war planning in the 
bargain. Because of this little slip- 
joint plier for life rafts, our future 
tools are going to be better... more 
efficient and longer lasting. 

When the skies of battle clear, and 


we are released of our duty to the nation, we 
will be offering the finest tools to ever carry the 
Crescent name. To most of us, War Bonds are the 


only means available to speed that day. Crescent 


Tool Company, Jamestown, N. Y. 
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FROM THIS MODERN KILN 





...comes America’s Finest Duration Suality 
M anu fa Cc t ure d Ab ras ive Until R/M Woven Glass and woven asbestos wicking 


can be had again, R/M Tri-Ply Wicking will do ... . 


ee a i Ped o xX? and do very well. Here’s why: 


1. Hard outer ply resists wear and tear. 














You can’t buy better abrasive products than 
those made of Berox (aluminum oxide). 
They are the product of high quality mate- 


2. Middle layer of crimped asbestos felt 
sends fuel racing-to-the-rim for quick 


rials and expert and exacting workmanship. lighting. 

Berox is available in scythestones, bench 3. Inner layer of soft asbestos paper keeps 
stones, grinding wheels, jointer stones, wood fuel-supply uniform. 

handle files, rubbing bricks and many other k ; 
forms... in fine, medium and coarse grit. 4. Rippled construction permits wick to be 


rolled without buckling or breaking; assures 
proper alignment and seating of wick in 
burner-channel. 


5. Tri-Ply construction effects complete fuel- 
vaporization, reduces carbonizing. 


«/M Tri-Ply Wicking comes %”, 1”, 1%”, and 1%” 
wide——SIX FEET TO THE BOX, 12 boxes to the carton. 

Also in cartons of 100 feet. 
Sell duration-quality R/MTri- 
Ply Wicking. Ask your jobber. 

















Typical fast-selling item in the Berox line. 
Combination of two grits— coarse and fine. 
Choice of 7 popular sizes. 










Awarded to R/M 
North Charleston Plant 






INDUSTRIAL SALES Di 


BEREA ABRASIVES KR RAYBESTOS-MANHATTAN, INC. 


Division of The Cleveland Quarries Co. « Cleveland, O. MANHEIM, PA NORTH CHARLESTON, S.C 
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FLATLUX 


The oil paint that greatly simplifies interior painting 


.-- A Sensational Seller 





Its Distribution is regulated 
...Your profits are protected 


BPS FLATLUX, the amazing new one-coat 
wall paint—made from Oil—is the outstand- 
ing smash hit of the paint industry. It’s a 
sensational seller. It’s different—not a water 
paint. It’s not a fad—the surface can be 
repainted any time. It’s inexpensive. 
To protect your profits, we give you the 
exclusive BPS franchise in your community. 
For all the facts on how you can secure this BPS Products and Partnership Policies 


valuable franchise, the only one allotted in earn and hold the loyalty of successful Paint 


your neighborhood, write The Patterson- Dealers all over the country. 


Sargent Co., today! 


MAY 25, 1944 








WORD FROM UNION 


when New-line Leaders 
can be released... 


New Sales- PULL is assured right now for 


the UNION Sporting Goods and tools you’ve | 


found so profitable in the past. We’ve been 


planning for you while producing for War,, 


—new plans by old hands who know what 


sells; evolved from the merchandising ex- | 


perience of 80 years. 


All the items in which UNION excels will | = 


sell faster than ever by their new-feature 


appeal p/us accumulated demand for UNION | 


ROLLER AND ICE SKATES, FISHING 


TACKLE, *CHISELS AND SCREW. 
DRIVERS, *HACK SAW _ FRAMES, 
GUN IMPLEMENTS. 








WPB order No. L-157 pro- 

hibits polishing on hammer 
heads except on the “face” and 
“pein”. Fairmount Tool is glad 
to comply with this order but 
users of Fairmount forged light 
hammers can rest assured that 
the same high quality of mate- 
rials and workmanship are being 
used that have made Fairmount 
tools famous through TWO wars. 
Fairmount hammers may look 
different from now on but their 
quality has not been impaired 
in any way. 








(*Available on priorities.) = _HAND TOOLS © SPECIAL TOOLS - FORGINGS —— 


Zac FAIRMOUNT 


J Fz TOOL & FORGING CO. 


10611 QUINCY AVE., CLEVELAND, 0. 
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deliver the goods 


At many points where supplies must be unloaded, 
harbor and dock facilities simply don’t exist, and the 
work of unloading is handled by Navy barges, built 
up of pontoons. 

Even before a cargo ship's anchor splashes into 
the sea, these pontoon barges are ready. Quickly 
loaded with much-needed supplies, they scurry back 
and forth between ship and shore, propelled by out- 
board motors. 

Tie-rods used in assembling pontoons into barges 
are furnished by Bethlehem’s Lebanon, Pa., plant. 
These tie-rods are made of standard carbon steel in 
1 in. or 2 in. diameters, and in lengths of 7 ft. Coated 
with Navy paint for protection against salt-water 








Navy pontoon barges 


corrosion, they are generally used in pairs . . . help 
keep pontoons on an even keel. 

This is one example of a war-time emergency need 
for fastenings that Bethlehem was called upon to 
meet. Bolts and nuts, rivets, spikes, heat-treated alloy 
studs, tie-rods and many other standard and special 
fastenings are pouring from our fastenings plants 
for ships and fighting equipment and essential uses 
on the home front. 

While war needs today are taking the great bulk 
of our fastenings production, we hope the day is not 
distant when Bethlehem bolts and nuts, identified by 
the familiar red label, will again be in plentiful sup- 
ply on the shelves of America’s hardware dealers. 








lOO ATE 
BETHLEHEM MAKES EVERY TYPE OF FASTENING 





Bethlehem Steel Export Corporation, New York 
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BETHLEHEM STEEL COMPANY, Bethlehem, Pa. 
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An inexpensive, dependable replacement for woven wicks, for 
use in all wickless oil stoves, range burners and space heaters. e 


















Victory Asbestos Wicks sell quickly and repeat, because they l) 
draw up oil quicker—reach full flame in a fraction of the time usu- 
ally required. Tests show it takes only 10 seconds to light a Victory 
Wick (some take 65 seconds)! 

Here's a tried and proved product that you can sell with confi- 
dence and profit. Backed by over 20 years of specialized experi- a 
ence and long-standing consumer approval. 


ORDER A SUPPLY TODAY 
FLASH! Limited production of GLASWIK will be resumed in the 


near future. 


FLAMEMASTER woven asbestos wick is available in moderate 


quantities. 











LIGHTS QUICKLY! BURNS WITHOUT SOOT! ATLAS ASBESTOS COMPANY 
USES LESS OIL! PRODUCES HOT FLAME! ee en ee | oes 
°e e e COSTS LESS «© © -« 





NORTH PENNE VFLiVvVaANESA 
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SINK STOPPER STOPPER 








Fits all size sink sas 
i h or 
strainers. Retail: ete 


¢ 
at 15¢. 10! Fit S 4 N KS, 5 ee 
































> ° BASINS & BATHS ODERN! pjio HANDLE 
AIR-SEAL Tested: 
. : ted 
suction stop replace , 2 ble plast 
pers are made White, Bl hand yt: he enough to 




























of high grade, 
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ALL METAL gpylPPED WiThi ned 





highly polished BATH STOPPER IM on SP 

; . will N STOPPER a ': Show 2. 
plastic . o WS BAS! y ” Fits 1k" to 2 Elimin Valves, fa 'Y Size Ste 
be found to Be Fits 1” to1-3/8 drain. Retails y d = 


the most satis- drains. Retails 
factory stop- 


t 10c. 
pers on the - 


market today! [ray Vee e ane 


at 10¢. 

















ALSO AVAILABLE— 
A complete line of Force Cups, Tank Balls, Bibb Washers, Bath Sprays, and many other plumbing specialties. 


= Dee 





AVAILABLE AVAILABLE 
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TO INCREASE 
YOUR SALES 
in future years 
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Tanks Dreams of 


Between the crash and th 


Yank tank 
wing his memo 
fairways of his 










What a contrast! Yet 4 
significance - - 
crystal clear t 





is won. Here’s the 















ing experience t 
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When a Yank of the 
Fan. . « 


under of battles, & 


crew member ma 
ry back home 
favorite golf course. 


_ a significance 
o all golfers in new an 


: iatel 
Golf Clubs immedia 
BRISTOL explanation:— 


ickly, after the war’s ou 
 ecamedrte hat had mad 


famous was 


Consider carefully the message in 
the accompanying advertisement: 
“When a Yank of the Tanks Dreams 
of Fun...” 


It forecasts bigger sales for you of 
the famous Bristol Golf Clubs im- 
mediately following victory. 


Right now it is keeping the name 
and reputation of these quality-lead- 
ing golf clubs alive with your cus- 
tomers. 


Each month, these customers read 


and remember advertisements like 
this as these messages appear in 






fabrication of batt 
are radio antennae 


Today, from this tank @ 
BRISTOL is acquiring in 


abilities for the Pos RISTOL Golf Clubs 


w standards 
scores and add to your 


better golf clubs . - 
that will set brand ne 
to help lower your 
golfing fun after victory. 


y upon occasion 
to the fun-filled 


contrast that has 
that will be made 
d improved 
y the war 


prisTtot, 
tbreak, the pioneer- 
e BRISTOL steel 
turned into the 


# PEACETIME 
FISHING RODS, LINES, 


le materials among which 
for our fighting tanks. 


is tank antennae manufacture, 






Bristol 


leading sporting publications. 

2 ee 
Each advertisement says to your cus- 
tomers that, fine as have been Bristol 
Golf Clubs in the past, in the future 
they will represent even higher stand- 
ards of excellence. 


So watch for these advertisements 
Read them carefully. Remember 
they are your advertisements . . . de- 
signed and run to protect your future 
with BRISTOL. 


The Horton Manufacturing 
Company 


Bristol, Connecticut 





turn new skills, new 
roduction of even 


of perfection 





PRODUCTS * 
REELS, GOLF CLUBS 





SICKLE CONES 


Clean, sharp cutting, true 
running, perfectly leveled. 
Made from high quality 
abrasive mineral, electri- 
cally fused. All sizes. 


GENERAL 


POWER AND HAND SICKLE GRINDERS 
KEEP YOUR FARM TOOLS NEW 


Increased harvests are as important as guns and airplanes this 
year. Our country needs foods . . . more and more of them 
to keep in fighting trim. “General power and hand Sickle 
Grinders will help produce more by keeping hard-to-replace farm 
tools in fighting trim. Buy from your regular jobber. 


POWER SICKLE ve. . 
GRINDER 
a hoary general utility HAND SICKLE GRINDERS 
tinder for all farm work. Sturdily built for long usage. Accurately ma- 
harpens six sections at a chined gears and pinions. Electrically fused 
time. V or Fiat belt drive. D sickle cones. 


GENERAL HARDWARE COMPANY 


3618 W. PIERCE STREET MILWAUKEE, WISCONSIN 


HEY — CAREFUL ! 





ey cs 


DIAMOND 


DON’T BOUNCE THESE a TOOLS 





DIAMOND WRENCHES di ) p . Are On Every 


OUT ! 


Fighting Front 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Avenue 
DULUTH 7, MINN. 
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National Manufacturing Co. 
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HILE materials and man- 

power are coordinated for 
a successful conclusion of this 
world-wide conflict, we must be 
content for the present to post- 
pone non-essential building. 


That great day of peace will 
arrive, we hope, in the very near 
future, and then plans of today 


can find early fulfillment. 


= Nationa 


BUILDERS’ 
HARDWARE 


will be ready to serve you then 
as in former years with every 
product of the extensive line. 


Future production possibilities 
require careful planning to ade- 
quately meet the tremendous 
need for ‘after war” homes, and 
rest assured that the full resources 
of our organization are concen- 
trating on this postwar era and 
our ability to serve our loyal 
dealers and their customers. 


Your trade too is hopefully plan- 
ning for these future homes and 
buildings, and many will want 
the same dependable National 
Hardware that has served them 
so faithfully in the past. 


A restricted number of products 
are still available in limited quan- 
tities on priority ratings. 


STERLING 
ILLINOIS 









IMPORTANT TO SELLER ~4 BUYER 


The features embodied in 
“Ames” shovels are import- 
ant to the Seller of these 
pioneer shovels, because 
they are the “selling points”. 
They are of equal importance 
to the Buyer, because they 
give to these famous shovels, 
greater strength, longer 
wear and a finer appearance. 
Also important to remember 

. . every feature originated 
and developed by “Ames”! 






































SHOCK 
BAND 


Steel re-enforcement 
which substantially 
increases handle 
strength. 
(Solid Shank and 
Socket Shank 
Types) 









ELECTRIC 
WELDING 


Unbreakable weld— 
completely fuses 
straps to blade. 

(Plain Back Type) 



































ARMOR-D 
HANDLE 


Steel armor encases 
wooden fork. Adds 
strength, increases 
wear and eliminates 
slivers. 


DIE PRESSED 
LABELS 


Die pressed into wood 
in colors. Can't 
come off or become 
mutilated. 




















C » 
RIVETLESS (ne RAM 
SOCKET C 1774 » TAPER ROLL 


Smooth socket— Blade Taper Rolled— 


a AMES BALDWIN WYOMING CO. Pisurength and. 
Tne tolled Tapes) PARKERSBURG, W. VA. NORTH EASTON, MASS. (Fiber Koled 


Shovels . . Spades . . Scoops... Forks . . Hoes . . Rakes 



























joiner & cabinet maker— 









Carpenter, 





Electrician, plumber, woodworking fan 
ALL PREFER 
























Yes, Russell Jennings users include craftsmen 
in every woodworking activity—and nothing 
would please us more than to give this vast 
civilian army its old-time volume . . . but right 
now civilian needs must defer to fighting 
needs. So, if we are behind with your regular 
stock orders, please understand it is caused by 


conditions beyond any one’s control. 4 


THE RUSSELL JENNINGS MFG. CO. 
CHESTER, CONN., U. S. A. = 
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RichardsWileox 


opens the door 
to complete 


satisfaction! 
Sewice since 1880 | 





— as for over 6 decades, Richards-Wilcox 
Service means superb engineering, backed by an 
unexcelled line of door hardware. R-W is the finest 
combination of its kind in the world—and is always 
promptly available to completely and satisfactorily 
solve every door problem, no matter how small or 
large! 

Among architects, builders and contractors the 
R-W tradition for dependability and progress has 
grown throughout 64 years, and will continue to 
grow, because R-W fully realizes success is ever re- 




































































liant on ability to meet problems with sound, prac- 
tical, experienced knowledge, following through 
with R-W products to fulfill the most challenging 
specifications—completely, enduringly and economi- 
cally. : 

The answer to every door hardware question is at 
your nearest Richards-Wilcox branch. Each office 
listed below is competently staffed and will be pleased 
to consult you, entirely without obligation. Write 
or call today, let the R-W combination go to work 
for you. 


Richards-Wilcox Mfg.Co. __,, 





SAVE 
“A MANGER FOR ARBY OOCOCGER THAT Stree $° 
WASTE AURORA, ILLINOIS, U.S.A. MORE WAR 
PAPER Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C. BONDS 
Indianapolis St. Louis New Orleans Des Moines Minneapolis Kansas City 
Los Angeles San Francisco Omaha Seattle Detroit Atlanta Pittsburgh 
Milwaukee Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 
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FLOORS AND 
FLOOR COVERINGS 







BALL BEARING 


CASTERS 


THESE casters PROTECT floors and floor cover- 
ings—no scratches on floor, rugs or carpets. 
‘“‘Aeme’’ Casters are ball bearing casters and move 






THESE CASTERS smoothly and easily in any direction and—they sell 
HAVE A BALL THAT as easily as they move. Let “‘Acme’’ step up your 
ROLLS ON BALLS caster sales and profits. Every customer is a logi- 






cal prospect for ‘‘Acme’’ Ball Bearing Casters. 


The manufacture ef “‘Acme’’ Casters will be discontinued fer the duraties. 
We can only supply ‘“‘Acme’’ Casters te customers with high srierity ratings. 







THE SCHATZ MANUFACTURING CO. 
U. S. A. 


REPRESENTATIVES LOCATED AT 


Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 
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GET READY NOW FOR THE FUTURE 


for tte HARDWARE TRADE 


POWER LAWN MOWERS ec HAND LAWN MOWERS 
BATTERY CHARGERS e POWER PLANTS ¢ CENTRIFUGAL PUMPS 
Look for new PINCOR products just ness. All PINCOR products are 
as soon as war conditions permit their result of careful research by Pia 
manufacture. They will mean increased engineers and reflect high standg 
sales and profits in your postwar busi- design and craftsmanship. 


Your inquiry will receive our prompt attention 





. DICKENS AVE. WT CHICAGO 39, ILL 


Ukoduets 
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Nationally 
Advertised 
Sales Sensation! 



















Self Polishing Simoniz Gives Your 
Floors The Same Lasting Beauty 
So Famous For Automobiles 
to use Self Pol 
» often. Why? It 
elf Polishing Sim 
e wear because 
nad more resistent 
Yet, Self Polishing Simoniz is 
easy to apply. Just pour on Self 
3 f Spread and 








Simoniz Your Car 
Geves tov Mise Pleasure Per Rationed™ Mile 
After Victory” Vatve' 





Alse Sewes Con's 













Tet SROMZ COMPART CHICAGO Ot 


Self Polishing Simoniz 
Already Outselling 
Established Brands 





















Housewives are out to buy Self Polish- 
ing Simoniz. They have seen it adver- 
tised. All know the trade mark 
“Simoniz.’’ To them it means ‘Lasting 
Beauty."’ As most women are looking 
for a “longer wearing’ beauty treat- 
ment for their floors, Self Polishing 
Simoniz sells itself. Get a stock today : Sot : 

from your jobber! Put Self Polishing G I V E S A M E DNEER TTT. BEAD! 59¢ 
Simoniz on your shelves. Then watch QUART 
how fast it disappears. In no time 


your small investment is converted L A § TIN G BE A NH TY = 98¢ 


into big profits. ‘. GAL. 1.59 


TME SIMONIZ COMPANY THAT MADE SIMONIZ $0 FAMOUS FOR CARS 1 GAL. 2.89 


CHICAGO 16, ILLINOIS 
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High Wurability 

High reflectivity . 

High hiding power ‘s x 
Resistance to moisture FL Hee 

















Name One, if you can, 
that’s 407 important 


e “What's the best paint for such-and-such?” 
e “How can I overcome this-and-that?” 

Like the corner druggist, the paint dealer is 
expected by his trade to know what to prescribe 
for every purpose. 

So it’s a good idea every once in a while to 
stand back and take a fresh look at the paint 
you sell and the advantages it offers . . . all 
of them. 

Aluminum paint, for instance. It’s more than 

a trouble-shooting paint... a paint 


[ALCOA] =” Stop bleeding and a paint that 


Resistance to fumes v4 


Resistance to heat | i. 


Attractive appearances 


will “stay put” on hot surfaces. It has al 
least seven distinct advantages which no other 
one paint offers in equal measure. Because of 
that combination of advantages, it is often 
the best paint you can recommend for many 
different jobs. 

Although WPB regulations still restrict your 
sales of aluminum paint, many uses for it are 
now approved. For a copy of the official order 
M.-1-g or for interpretations of it, consult your 
local WPB office. ALUMINUM COMPANY OF 
America, 1984 Gulf Bldg., Pittsburgh 19, Pa. 


ALUMINUM PAINT 


ALCOA ALBRON PIGMENTS ARE MADE UNDER PATENTS OF METALS DISINTEGRATING CO., INC. 
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A PROVEN 


ANY BUYERS have already discov 
M ered an important new profit item 
in Dust-Stop* Air Filters. 

These filters fit into the blower cabi 
nets of residential forced-warm-air fur 
naces, They strain the dust and dist from 
the air... help keep a clean house clean. 
When dirty, they must be replaced. 

House-cleaning time is also a logical 
time to get furnaces all set for next fall. 
That’s why Dust-Stops are a “natural” 
for this spring house-cleaning season. 

Dust-Stops Are Nationa!ly 

Advertised 
Dust-Stops, the leading domestic air fil- 


ter in the country, are 
advertised all through 
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ITEM WITH 
A HUSKY PROFIT 





the heating season in Life, Saturday 
. / ¥ 

Evening Post, Better Homes and Gardens, 

House Beautiful, and American Home. 


A Complete Selling 
Plan for You 


To help you get your full share of the 
Dust-Stop filter business, we send you 
FREE, good-looking counter and w:n- 
dow display material . . . colorful folders 
imprinted with your name and address 
. . . newspaper ad mats .. . radio an- 
nouncement scripts . . . and provide iree 
Dust-Stop heading for your classified 
telephone directory. 


An increasing number of stores are 
finding that it pays big dividends to fea- 





ture and push Dust-Stops. You can, too. 
For full information address: Dust-Stop 
Division, Owens-Corning Fiberglas Cor- 
poration, Toledo 1, Ohiv. Fiberglas Can- 
ada, Ltd., Oshawa, Ontario. 





FIBERGLAS* 


OUST Or 


#T.M. Reg. U.S. Pat. Off. 


AIR FILTERS 


{= HERE OWNER OF FORCED-WARM-AIR FURNACE PUTS FILTERS. 


HE NEEDS TWO OR MORE AT LEAST ONCE A YEAR. 


Wil 
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A New Willard Battery 


With 15 Lives 


FOR ELECTRIC FENCES « IGNITION « BELL 
RINGING « ALARMS « STANDBY SERVICE 


and for general utility use requiring low current drains 
over long periods. 




















THE WILLARD CR-2-3 fits 
approximately the same 
space as a 6-volt dry battery. 






WILLARD Change - Kelauning* ELECTRIC FENCE BATTERY 


This Charge-Retaining* battery will stand for a year or 
more, even in warm weather, without running down. Its 
steady voltage, even when almost discharged, keeps fence 
lines “hot,” even in dry, sandy soil. It is easily recharged, 


either from farm lighting circuits or at the neighborhood 
filling station. Service on one charge is approximately 
equal to the entire life of a dry battery. And it can be fully CR-2-3 

recharged at least 15 times. It is ‘““The battery with 15 lives.” MERCHANDISING HELPS 


*Registered Trade Mark 





Willard CR-2-3 merchan- 

dising helps include free 

e- easel counter displays, 

BATTERIES advertising folders, ea 

cial display tags, catalog 

inserts, mats for local 
advertising. 


Willards at war: for Tanks e Combat Cars e Jeeps « Walkie-Talkies Army-Navy “E,"’ awarded to Mim: 


e Ships —for Cars, Trucks, Tractors and Buses at home the Willard Storage Buttery 














Company, Cleveland factory, 
for high achievement in the 


-have the power to carry oOs8 7 production of war materiel. 


WILLARD STORAGE BATTERY CO. - CLEVELAND - LOS ANGELES - DALLAS - TORONTO 
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Point for point, the Deming “MARVELETTE” 
assures your Customers more lasting values than 
any other shallow well water system in its price 


and capacity class. 


EASY 


Valves Cas 


AINTENANCE 


disturbing ly cuctessible 





THE COMPLETE LINE 














PUMPS AND WATER SYSTEMS 


PRECISION BUILT 


Wearing surface of crosshead 
ground to exact diameter revit 
ing precision fit in varapene 
guide. Counterbalanced crank- 
shaft operates on long bearings. 














The Deming Company + Salem, Ohio 


HARDWARE AGE 
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“Macklin high quality abrasive 
SHayscn ufo — soa products for every grinding and 
— sharpening purpose.” 


wmtA MAChHLIN 
Ask for the services of a Macklin Field Engineer 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U.S.A. 


in all principal cities 
Milwaukee - Philadelphia 


Pittsburgh - 


Distributors 
Sales Offices: Chicago - New York - Detroit - Cleveland - Cincinnati 
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Qu ck Sellers : GOOD PROFITS 


QUALITY THAT MAKE AND HOLD CUSTOMERS 








LINOLEUM | COLD 
PASTE WATER 
MIX 
Ready for use Katte to OM or 


for laving and | ney ptaster 





\GERGRIP 
—V watching. Also 
used on drain Sere. 8 
® beard ; shrink — 
ae nt ae peel or 
crack, 
Packed: 
Packed: 
Pints—Quarts —Gallons 12% ‘ 
5-lb. car- 


The Old Reliable tons. Alao 2—5—IU-lb. Kags. 





CONSUMERS Brushes 
CRACK Need the § e. 8 
FILLER Bet of Bigcyrnbary ny 


oR WOOD PUTTY Care 
Mixes smooth. DAISY 


fries hard and 
ave put — will | will do that job. 
not chip. crack. 





Go} 
% (005 CLEANER 








: shrink or peel. aie Retail: ite 
Fills holes, cracks or breaks Z. cartons ........ 
in woud. «tone. ete. 12-oz. package ..... 25e 


5-02. and I-Ib. cartons. 'Packed 1 eroe to the ence. 





CONSUMERS GLUE COMPANY 
SINCE 1906 


ST. LOUIS [18] MISSOURI 











ae | c 
Out for War- 


Back As Soon As Possible 





oc 
% : 











@ The materials for these popular 
items have been at war for many 
months now. But as soon as possible 
after Victory, they will be back 
fighting for you—with improved 
designs and new features—helping 
you win peace-time sales and profits. 


\ <...4 SPEED PEACE = 
. Buy Another Bond Today! 
7 


UNION STEEL 


PRODUCTS COMPANY 


124 NN. Berrien St. + Albion, Michigan 


Clothes Dryers 
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Right now you could sell a vastly greater volume of 
CORY Brewers, if we could get the needed quality 
materials to make them. 


You will get your share of those we do make and 
your good will and profits will be protected by the 
CORY quality standard and price policy. 

CORY Brewers are outstanding for beauty, exclusive 
deluxe fittings and ease of brewing finest coffee, 
UNTOUCHED BY METAL. 














No. 4141 Z Handmade Bead Bracelets 


In Beautiful Colors 





On orders for not less than four doz., with any in- 
scription, not taking up more than two lines, nor more 
than 10 letters to a line. 


$15.00 per doz. 


From two to four weeks is required to make them up. 


GENUINE COWHIDE 
ios: siecle CASES 


2% x 4 inches 
# 4114Z in light colored finish 
+ 4216Z in dark colored finish 


Packed | doz. of a number in box, 


$4.00 per doz. 
In gross lots $3.75 per doz. 





PGS: 


Gross may be assorted among both numbers. 


We —— 2 an immense assortment of fast selling GIFT GOODS 
ranging in price from $1.80 to $90 per . Complete set Z of 
illustrated pot wed list will be mailed to any hardware dealer on 
avplicat'on. 


115-119 Z 
South Market St. 
Chicago 6, Ill. 


LEO KAUL cnet? 
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TER REFILL 


Now, more than ever be-_ - 

fore, you should be selling the 

clean oil insurance and motor protection WIX 
insures. These new day sock-type cartridges in- 
stalled in oil filters now, pay off in continued 
operation tomorrow. In terms of maximum oil 
life and really clean motors, they cost less and 
DO MORE—LONGER! 


With this GNE COMPLETE LINE, many hardware 
dealers have found that an enormous and highly 
profitable market exists for them. Because, there's a 
WIX model to fit EVERY oil filter replacement need 
they meet . . . on tractors, trucks, stationary engines 
and all manner of filter protected motorized equip- 
ment. Ask for the whole profit-making story for hard- 
ware dealers NOW! 


WIX ACCESSORIES CORPORATION © GASTONIA « N°:C: 


Warehouses: NEW YORK - CHICAGO - KANSAS CITY, MO. - MINNEAPOLIS - DALLAS - LOS ANGELES - SAN FRANCISCO 
Canadian Factory: WIX ACCESSORIES CORP., LTD., 161 Bay St., Toronto, Ontario 
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In Peace-Time...in War-Time 


This Mark Plainly Says 
on me 


Right now, people will buy almost 
anything — and think themselves 
lucky to get it in these days of scarcity. 

But sooner than many of us expect, that situation 
will change. Manufacturers whose entire output is 
now going to war needs will again be producing con- 
sumer goods. They will be making and advertising 
and delivering the things folks have wanted for years. 
Your customers will again be seeking the known prod- 
uct, the dependable product, the trade-marked prod- 
uct that has never let them down on quality. 


To thousands of merchants and millions of their 
customers, the Schlueter DeLuxe trade-mark is the as- 
suring identification of real worth. The minute a man 
or woman sees it on a Mop Wringer Pail, a Dairy 
Pail, a Wash Boiler, a Frying Pan—on any piece of 
tinware or galvanized ware —all questions of quality 
are immediately answered. For that mark means— 
RELY ON ME. It means that here is an article you can 
buy and use with confidence. It ends all doubts about 
quality and value. 

Think of these things when you think of your own 
post-war business. Because your business, like ours, 
depends upon the confidence your customers place in 
the trade-marks they see on the merchandise you 
have for sale. And De Luxe means... RELY ON ME. 


CHLUETER MFG. CO. 


ST. LOUIS, MO. 





What will Post-War Drapery 


Fixtures be made of? 
IMITATIONS OR NEW CREATIONS? 


“Tried-to-and-Couldn’t” Materials 


We tried so hard to make brass 
look like gold . . . cast-iron like 
antique hand-wrought iron . . 
glass like precious stones. No- 
body was fooled. And it was 
nobody’s fault. Materials, beau- 
tiful in their own right, just 
weren’t too plentiful before 
Pearl Harbor. 


Wartime “Honest-Alternative’ Materials 


y 





Right now, most Judd Drapery 
Fixtures are frankly of wood and 
glass. Good looking, too, in a 
substantial sort of way. They’re 
doing a good job, selling well, 
pleasing customers, making 
them think of you—and Judd 
when they think of post-war dec- 
oration. It’s a wartime transition 
with a sound foundation. 


Post-War’s New Creations 


Leading up to what? You'll be pleased! 


Because our post-war drapery 


fixtures 


will use many of the new war-born ma- 
terials. New metals. New plastics. Imitat- 
ing nothing. Beautiful in their own right. 


Beautiful clear through! 


The ideas? They’re coming from the 
country’s foremost artists, our own de-* 
signers, and many of our good custom- 
ers. Won’t you add yours to the great 
idea fund that will make our post-war 
line the most beautiful in Judd history? 
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You're selling us... 


ooh 




















xe Right now our ranges, stoves and 
heaters are going into parts for bombers to win this 
war. So we haven’t anything to sell you. But we know you have some- 
thing to sell us/ This is your time at bat, your chance to sell us on the 
ideas, designs, features you want in the kerosene burning ranges, stoves 
and heaters you are going to sell when peace comes. We are all 
ears to hear what you have to sell us! Brickbats, bouquets, 


and ideas . .. we will welcome them all. So send them in! 





_Buy Victory — Buy War Bonds 


UNITED STOVE CO., Ypsilanti, Michigan 











Ranges — Stoves— Heaters 
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| SOMETHING FOR YoU 





























Dealers who are seeking a connection with an alert, 
progressive manufacturer of low-cost quality ma- 
chine tools will find an exceedingly attractive propo- 
sition here at DURO. 








Our business is, and always has been, that of design- 
ing and producing outstanding tools. The Duro line, 
machine for machine, embodies many advantages in 
design and construction that are found in no similar 
line. The Duro policy toward dealers has been uni- 
form and fair. Duro postwar plans in both engineer- 
ing and advertising envision aggressive expansion 
and development. 








Without the slightest obligation, you can get the full 
details of the Duro proposition by writing us today. 
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The “Victory” 
Garden Spray 
Nozzle 











Fine, dense, flat spray, 
ideal for giving the Vic- 
tory Garden the right 






unusual de- 
rable. no mov- 
is to wear. Plas- 
d, heavy ceramic 
Delivers high, 
le, misty spray. 













dozens of ot 


Millions of Victory Gar 
Need These Nozzles and Sprinkle 





The “Glam 


Colorful, full-size, hi 
lustrous plastic, ama 
ingly a.tractive. Adjust- 
able for spray, straight 
stream, or shut-o'f. Fx- 
clusive leak-proof con- 
struction. 


Order Your Stock Today 
our Wholesaler 


















The “Ful-Flow” 


Simple, low-priced, 
non-adjustable nozzle 
of durable plastic. 





4 . 
“long-grip” coupling 
All the famous Sher- 
man features, now 
in “long-grin” Toup- 
lings and Menders 

of Plastic. 








Fin orders, to 
ra heavy demands 
oped. By running day 
ese goods. So now we can 
ENT, providing your order is received The “Petite” 









give you PRO 
at once. 





A dainty, three-quar- 
ter size, all plastic 


le, fully adjust- «plastic counlt 
i. B. SHERMAN MANUFACTURING CO. Ay pry +g shohets ute 


Battle Creek, Michigan —— stream, or surprisingly dur. 


Sherman e\AS Wy C 
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PHILLIPS 
RECESSED 
HEAD 
SELF 
CENTERING 


WwOoOopD 
SCREWS 


Supply the increasing demand for these mod- 
ern screws which we are licensed to manufac- 
ture. The tapered recess in the screw head 
fits the tapered point in the driver and the 
screw clings firmly to the driver. The driver 
cannot slip from the recess. All standard 
sizes. Send for Catalog of Screws for Metal 
or Wood, also our varied line of Hardware. 


Government restrictions prevent us filling orders on 
certain lines. “Our Country first’”—you understand! 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 
Est. SOUTHINGTON, CONN. £*t; 


1867 








Ours is only a “bit” part 


in war production 


... And when the curtain goes down 
after a victorious finale, we will be 


entitled only to a very modest bow. 


But we want our men overseas... 
and our peace-time customers . . . to 
know that we are playing our small 


role to the best of our ability. 


ARCADE MFG. CO. 
1201 SHAWNEE ST. 
FREEPORT, ILL. 


























——Champion— 


MORTISE DOOR 
BOLT 





Ne. 3710 
Backset 1%” 


Packed with screws, one dozen 
in a box, 24 dozen in a case. 


Due to the limited number of locking 
devices available at the present time this 
mortise bolt is an excellent item to use 
where additional security is desired. 

No. 3710 bolt is fabricated of steel and is fur- 


nished in US18A finish. It is similar to Govern- 
ment type 1053A. 

















MASTER METAL PRODUCTS, INC. 
321 CHICAGO ST., BUFFALO 4, N. Y. 
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“We have no toaster, Mrs. 
F = Jones, but | can tell you 
s where you can get your 

y old one repaired.” © 
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... Helpful Service 
ex “There's a War On’ 


Sound merchandisers need not be reminded of the 
value of helpful service, especially in these days of 
shortages. 

You create goodwill by trying to help everyone 
who comes into the store whether you have the article 
or not. 

We build our fences by answering all inquiries 
promptly, by shipping as many tools as we are per- 
mitted, by explaining frankly why we cannot do cer- 
tain things under wartime restrictions. 

Just as you have had difficulty in pleasing all of 
your customers, so have we, but at least both of us 
have been sincere in our efforts. As a result of this 
friendly, neighborly service in wartime, the hardware 
store has strengthened its position. Have confidence 
in your Warren Tool jobber, he is trying just as sin- 


cerely as you are. 








Gangway 


G.1..S COME FIRST! 


...and that’s why you haven’t been able to get all the WOOD 
Shovels you want... We’ve been going at top speed, supplying 








the Armed Forces with vast quantities of regular style ey, 


—plus hundreds of thousands of the new 1943 Entrenching 








supply only a bare minimum for home front use—in spite of 
our sympathetic realization of the needs of our 
trade... After the war, all our brands w. 


be available in quantities as before 





—in quality even finer than beforé;:. 


due to improved pro- 





cesses developed i 
our production 


Victory. 


Shovels described below ... This is why we have been able to | 
































WAR BONDS 
and Back the Attack! 
FIGHT INFLATION 


ond Safeguard the 
Home Front! 


SAVE SCRAP METAL 


and Keep War Pro- 
duction Rolling! 


Used as shovel or ax Used as hoe or pick Folded for carrying 


= A NATIONAL 

ORGANIZATION 

SPECIALIZING . 
PEXCLUSIVELY 

IN SHOVELS 

SPADES 

AND SCOOPS 
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,-_ are two ways 
to look at these CAMPBELL HAMMER-LOCK COTTER PINS — 
both favorable. 

First, take the Hammer-Lock feature: Insert the 
pin, hit it on the head with a hammer—and it’s 
locked, positively and permanently without need 
for spreading the prongs. That means high speed 
on a production line. 

“But,” your customer may say, “I just want regular 
Cotter Pins — don’t need that Hammer-Lock feature.” 

In addition to and apart from the Hammer-Lock 
feature, you have in CAMPBELLS a cotter that is true to 
size, fits snug and doesn’t vibrate in the hole. The 
centered tip inserts easily as a nail; the hook-nosed 
prong is easy to spread. Campsetts are clean—free 
from burrs or loose grit. 

So, in CAmpBELLS, you have the kind of cotters your 
customers want, whether they buy for the Haminer- 


Lock feature or for over-all performance advantages. 
* e e 


We also make acco (regular type) COTTER PINs. 
Both acco and CAMPBELL CoTTERS are made from wire 
drawn to accurate size. They come in Monel, Stain- 
less Steel, Brass and Bronze; also Carbon Steel in 
the following finishes:—SRP electro galvanized, 
cadmium or coppered. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT * CONNECTICUT 





ESSENTIAL PRODUCTS.. .TRU-LAY Aircraft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 
TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malieable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys. 
HAZARD Wire Rope, MANLEY Auto Service Equipment, MARYLAND Bolts and Nuts, OWEN Springs, PAGE Fence, Shaped Wire, 
Welding Wire, READING-PRATT & CADY Valves, READING Stee! Castings, WRIGHT Hoists, Cranes ... In Business for Your Safety 








CAMPBELL 


Hammer-Lock 
PINS 
1000 
1/92" R17" 





Campane 
Bow micAbecs 
Corren puts 

1000 
1a2Xxs seks 


Campari 
Remmrr dons 





CAMPBELL 


CAMPBELL 
pt gees Ham mer-Look 
3/32 X 1/2 190 
1/8 X 2% 


a word about Manila Rope 


Many are successfully substituting weld- 
less chains for small and medium size 
Manila rope. The American Chain Chart 
lists the correct chain to replace rope of 
given sizes. If you do not have a copy of 
this chart, mail a postcard for your copy. 
It’s free of charge. 
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Don’t Accept Returned Goods Unless 
You Are Sure You Can Dispose of Them:— 


Practically every wholesal- 
er and a great many larger 
retailers have enjoyed out- 
standing industrial supply 
business because of the huge 
and widespread war needs 
production in every industrial 
community. Many of these 
war contracts now are being 
abruptly terminated. More of 
them will be terminated and a 
new, war-born, returned goods 
problem is already looming on 
the horizon. 

Manufacturers receiving 
such cancellations will be in- 
clined to return unused parts, 
tools and equipment to the dis- 
tributors from whom they pur- 
chased the goods. As much of 
this material is of special fin- 
ish, size, material, etc., it may 
not be readily salable else- 
where. Very definitely, the 
average original factory where 
the goods were made to speci- 
fication will not and should not 
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accept a return from the dis- 
tributor, who, if he has ac- 
cepted a return from his in- 
dustrial customer, may find 
himself “holding the bag” un- 
necessarily. The producer get- 
ting a termination can expect 
an adjustment from govern- 


* 


ment agencies covering unused 
parts, etc., providing he first 
makes an earnest effort to re- 
turn them to his source of sup- 
ply. That earnest effort will 
be made, but distributors 
should take a firm step, and 
not be weak-kneed about ac- 
cepting such returns unless 
they are positive the returned 
goods can be disposed of at no 
great loss. 


* 


“National Association of Army 


and Navy Stores” :— 


Every hardware merchant. 
in business when the first 
World War ended in 1918, re- 
members the “Army and Navy 
Stores.” These sprang up all 
over the country and handled, 
what appeared to be, a great 
variety and a huge volume of 


‘surplus goods, many of them 


hardware store items, offered 
for sale at cut prices. 

Some hardware dealers, at 
the present time, are being in- 


vited to join the “National 
Association of Army and Navy 
Stores” for a minimum fee of 
$25. Any inference that such 
affiliation will give a hardware 
dealer any preference in ob- 
taining surplus goods is con- 
trary to our best information. 

We also understand that 
Senator Robert Taft (Ohio) is 
suggesting an amendment to 
the bill providing for the dis- 
position of surplus property 
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which will prevent all firms 
from the use of the terms 


“Army” and “Navy.” Joe T. 
Meek, executive secretary, IIli- 
nois Federation of Retail As- 
sociations, says: 

“Let’s hope Senator Taft 


makes it retroactive. We’re 
writing to Senator Taft 
commending him for his ac- 
tion and we think it would 
be a fine thing for you to 
do, as well. Address Sen. 
Robt. Taft, Senate Office 


~ * * 


Co-ops Now Employ 16,481 Full Time:— 


The first survey of em- 
ployees of consumer coopera- 
tives in the United States, just 
completed by The Coopera- 
tive League of the USA, re- 
veals that 16,481 people are 
now employed in full time 
positions in associations af- 
filiated with the League and 
National Cooperatives. 

Of this total number, 11,- 
095 are employed by local re- 
tail cooperatives. Regional co- 
operative associations employ 
4,285 and an additional 1,101 
are employees of factories, 
mills and refineries owned by 
consumer cooperatives. 

An analysis of these figures 
shows that 67 per cent of co-op 
employees are engaged in re- 
tail distribution of goods and 
services. ‘Twenty-six per cent 
are in wholesale or regional 
activities and 7 per cent are 
employed _ in 
plants manufacturing goods 
for distribution through co- 
operatives. These figures, of 
course, not include em- 
ployees of non-cooperative fac- 
tories producing goods for dis- 
tribution through cooperatives. 

Another interesting bit of 
news on the progress of the 
Co-op movement in this coun- 
try is the report on the Co- 
operatives’ set-up in 10 war 
relocation centers were retail 
sales to evacuees amounted to 
$7,657,136.78 last year. Out 
of 92,451 residents in these 
war relocation centers, 40,720 
are members of the Coopera- 
tives who collectively now hire 
three full time buyers with 
headquarters in New York 


co-op owned 


do 
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City to facilitate purchases of 
goods not as readily available 
at western points convenient 
to the 10 centers. Although 
such projects must have Fed- 
eral Government sanction, it is 
definitely stated that no fed- 
eral funds were used for this 
purpose and that the Co-ops 
have paid the government 
rental on buildings used. The 
money for these 10 projects is 
said to have been obtained en- 
tirely from the participating 
evacuees. The 10 war reloca- 
tion centers and their individ- 


* 


* 


Bldg., Washington, D. C.” 

We agree with Joe Meek 
and urge our readers to write ~ 
Mr. Taft and also to write 
their own representatives in 
Congress urging support of the 
Taft amendment. 


ual Co-op sales volume are as 
given below: 


Relocation 
Center 
Topaz, Utah... 
Minidoka, Ida.. 656,646.55 
Poston, Ariz... 1,046,761.44 
Tule Lake, Cal. 1,441,796.97 
Jerome, Ark... 492,225.64 


Granada, Amache, 


Business 


$540,074.93 


442,483.38 
Heart Mountain, 
Wyo. 
Rohwer, Ark. . 
Gila River, 
PTs i vne 


Manzanar, Cal. 


940,817.15 
329,317.00 


954,662.00 
812,351.72 
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“Rudy” Wild Reported Safe— 


Is Prisoner of War in Germany :— 


Technical Sergeant Rudolph 
S. Wild, former associate edi- 
tor of HarpwarE AGE, is hap- 
pily reported safe and unhurt 

-and a prisoner of war some- 
where in Germany. This good 
news came through the Inter- 
national Red Cross two weeks 
ago. Just before going to 
press “Rudy’s” parents re- 
ceived an official German 
prison camp air-mail postal 
written in “Rudy’s” own hand- 
writing. It stated simply that 
he was “safe, unhurt, going to 
be all right and don’t worry 
about me.” 

Set. Wild, a member of a 
U. S. Army Air Force Flying 


Fortress crew. had been ofh- ° 


cially “missing in action” 
since Feb. 27, 1944, as re- 
ported on page 38 of our 
March 30, 1944, issue. 


R. S. WILD 


Rudy’s many friends in the 
hardware industry will join 
the Harpware AGE staff in 
welcoming this very good 
news. 
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I'm ready to prove | 


this statement... 
unmistakably! 











A; a Lockwood representative, I’ve had 
many an opportunity to see merchants become 
successful because they learned that ‘“‘Build- 
ers’ Hardware is the foundation of a good hard- 
ware business.” 


Yet, some hardware dealers, through lack of 
familiarity with Builders’ Hardware merchan- 
dising, have failed to see its potentialities, or 
how to go about building such a department. 


Then came the Lockwood Builders’ Hardware 
Franchise Plan, based on Lockwood’s many 
years of experience — our achievements and 
our mistakes — in helping merchants to profit 
with Builders’ Hardware. This plan combines a 
distinctive line, with exclusive representation, 
stock scientifically balanced for quick turn- 
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HARDWARE MFG. CO. 


Division of Independent Lock Co. 


FITCHBURG. MASSACHUSETTS 
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over, tested stock and display methods, and a 
simple, effective record system. 


The Lockwood Franchise Plan has been tried 
and found remarkably successful . . . has been 
improved, tested and improved again. It is 
ready for you and other alert dealers — and I 
have its complete story for you in a factual, 
carefully documented portfolio that will open 
your eyes —to opportunity for growth and 
profits. 


Just send the coupon, and I will call. 


7 


LOCKWOOD HARDWARE MFG. CO. 

Fitchburg, Mass. 

Please arrange to have your representative call with 
your Lockwood Franchise Portfolio as advertised 
in Hardware Age. This request will place me under 
no obligation, of course. 


Name . 
Firm .. 


Address 
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DAVID A. COULTER 


' HEN considering 


programs of “post-war action” 
for hardware merchants, I attempt 
to look at the situation as it must 
appear to Bob Jones, back in the 
town where | was a boy. Bob has 
one brother who is running an 
electrical appliance store. His 
other brother, having 
deeply involved in the tire bus- 
iness, was obligated to convert his 
showroom into the local link of a 
national tire company’s open- 
shelf hardware chain. Bob also 
has strong competition—as for 
the past 10 years from private 
brands offered by chain stores. 

I can see Bob, with his store- 
room cleaned of slow stock and 
with money in the bank, consider- 
ing his course of action for after 
the war. Shall he swing completely 


become 


into price competition? Shall he 


continue to specialize, and feature 
nationally recognized quality 
brands? Shall he reverse that 
policy and add a wide variety of 
new lines? 

Lessons can be learned from 
competition. Certain methods con- 


‘They shall beat their swords into plowshares 
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iributing to the success of chain 
stores, of electrical and automo- 
tive retailers are not those about 
which hardware men complain. 
Rather, they are methods worthy 
of emulation by all retail bus- 
inesses—including hardware. 
These metheds are: 


Lessons From Competition 


1—Concentration of the best 
brains and abilities on sales work. 
(This is made possible, among 
specialty retailers, by ruthlessly re- 
stricting the number of types of 
merchandise sold. Accordingly, 
executives and salesmen have be- 
come experts.) 

2—Establishment of systematic 
routines for purchasing, stock- 
filling, accounting. (Consequently, 
many business functions, often 
claiming the best hours of a mer- 
chant’s day, have here become an 
automatic clerical procedure.) 

Assuming that these best fea- 
tures of competition are adopted 
by the hardware merchant— that 
he concentrate on a limited num- 
ber of lines, those best suited to 


Post-War | A 


By DAVID A. COULTER 


Sales Manager, Tool Division, 
New Britain Machine Co., 
New Britain, Conn. 


EDITOR’S NOTE: Mr. Coulter is the man the 
Committee for Economic Development turned 
to for the name of their activities. The term 
“post-war planning” was unsatisfactory. It 
suggested a planned economy. governmen- 
tal regimentation. 
talk, not accomplishments. To replace that 
term, Mr. Coulter came back with the name 
“post-war action.” This recommendation was 
typical of the straight thinking he here gives 
us in this article warning hardware mer- 
chants back from the road leading to disas- 
trous competition. 


Also, it suggested mere 


his particular community, that he 
spend his best hours as a sales ex- 
pert in those lines, that buying and 
stock-filling be made an automatic 
routine . . . we are still faced by 
problems. Perhaps the most im- 
portant is this: Shall the hardware 
store compete on a price basis, 
or shall it feature established, 
quality brands? 

Fortunately, we have informa- 
tion about what the public wants. 
The Harvard Business School re- 
cently finished a study, published 
under the title “The Economic 
Effects of Advertising” which fo- 
cuses considerable light on this 
subject. After quoting many re.- 
ports, and displaying numerous 
charts, that volume offers these 
conclusions: 


Reputation Value 


“In those industries in 
which product differentiation 
has been feasible . . . buying 
motives other than price have 
been effective.” 

“Each well-known brand has 
what may be termed a reputa- 
tion value . . . permits it to ob- 
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tain a price somewhat above . . . 
comparable . . . merchandise.” 

“The consumer . . . to a large 
degree has come to rely on 
brands to identify . . . probable 
worth of merchandise.” 

Those hardware merchants who 
are featuring tools know how the 
majority of real mechanics insist 
on quality and brand. But we 
often do not realize how this buy- 
ing habit predominates all mer- 
chandise purchases. The Millis 
Survey, quoted by Frederick, re- 
vealed that 80 per cent of per- 
sons interviewed preferred, not a 
price advantage, but a value ad- 
vantage. 

Since value advantage is recog- 
nized by brand name, manufac- 
turers establish reputations for 
their brands, and compete with 
each other, by the use of advertis- 
ing. In the department store and 
specialty fields, retailers watch 
the advertising of manufacturers, 
often insist on receiving advance 
notice, that they may time their 
store displays, window displays, 
direct mailings, sales drives and 
local ads to coincide with adver- 
tising calling public attention to 
a brand. 

As B. E. Bostwick said in a 
previous article of this series, the 


Hardware Age 
Post-War Forum 
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“Pure price competition, cutting value with private brands, 
leads to ‘chiseling’ all along the line, lower wages, labor 


troubles, unemployment, reduced buying power. 


Value 


competition, with pre-selling of known brands by national 
advertising, permits reduced distribution costs, increased 
use of mass production to lower manufacturing, costs, main- 
tenance of wages and of buying power, an assured place 
for the retail merchant in the free enterprise system.” 


manufacturers of automobiles 
know that four-fifths of their cars 
are pre-sold by advertising alone. 

This is also true of many hard- 
ware items. Nationally advertised 
hardware products have estab- 
lished a demand among buyers 
without effort on the part of the 
retailer. It is sad that when buy- 
ers ask at the store for these 
products, and are offered but re- 
fuse a lower priced substitute, no 
sale is made at all. 

In the case of the smaller hard- 
ware manufacturers, who do not 
advertise nationally, but who of- 
fer quality brands and attempt to 
cooperate with the dealer in local 
advertising, the dealer who does 
not cooperate loses an opportunity 
of selling on a non-price, brand- 
recognition basis. 


Advisable to Concentrate 


This again points to the advisa- 
bility for the hardware merchant 
to concentrate—both in the use of 
his time for selling and in the 
number of lines he carries. 

These recommendations, how- 
ever, raise our old question in an- 
other guise: How can sales vol- 
ume be maintained if a store 
limits itself to high-priced items? 

Remember, as we _ previously 
discovered, 20 per cent of the pub- 
lic looks for cut price; 80 per cent 
looks for value, as identified by 
brand name. Which offers the 
greater sales possibilities: the 
small, 20 per cent market, where 
private brands are used by com- 
petitors to cut another nickel; or 


the large, 80 per cent market, 
where competition has left the 
ruinous price arena and turned to 
branded product qualities, to value 
advantages ? 


Greater Dollar Volume 


In fact, the sale of branded, 
quality merchandise not only 
gives us the larger market, but it 
brings a greater dollar volume. 
Let’s think this over. A dealer 
makes $100,000 sales in a year at 
$1 each. His cost of doing busi- 
ness is 25 cents a sale, or $25,000. 
By concentrating on quality items, 
these $100,000 sales could total 
$200,000. The cost of doing busi- 
ness is still 25 cents per sale, be- 
cause it costs no more to store, 
wrap, deliver and bill a $2 knife 
than it does a $1 knife. 

Immediately this reasoning sug- 
gests twice the profit. So let us 
stop and avoid a pitfall. While 
most customers will prefer the $2 
knife to the $1 substitute, prefer- 
ring is not buying. Most people, 
buying on value, cannot see that 
large a value differential. 

This situation has been faced, 
and solved, in the specialty field. 
The answer is double-barreled: 

1—As unit price increases, the 
dealer’s discount, without sacri- 
ficing profit, can be decreased. 

2—As volume of production in- 
creases, the manufacturer’s list 
can be reduced. 

For instance, if the $1 and the 
$2 knives each carried a 33 1/3 
per cent discount, and the cost of 
sales is 25 cents for each, the net 


and their spears into pruning hooks.”..... i. 4; Michah, Iv, 3 
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Knives and Enameledware Catch the Eye 





This interesting display was featured recently by Omer De Serres, Lte., 
Montreal, Canada. Enameledware is shown to advantage in the foreground 
and at the sides and is the balance of a large purchase which the firm sold 
at a 20 per cent discount. Two cast aluminum kettles are shown on top of 
pedestals. The display of knives is unusual in that no two are alike and 
that no knives of which there were only a limited number in stock were 
shown. All the knives are genuine. The cook is 6 ft. high. The giant knife 
in his hand and the other on the first step of the platform occasioned con- 
siderable comment. Columbus were built of wood and beaverboard. Follow- 
ing the showing, the entire contents of the window was transferred to the 
company’s branch store. 








profits would theoretically be 
8 1/3 cents and 41 2/3 cents re- 
spectively. Yet the public, buying 
value, will not purchase at the 
higher price in volume. 

Increase the net unit profit from 
8 1/3 cents to 10 cents, but apply 
it to the higher-priced knife, and 
we have a retail price of $1.69. 
Immediately the public sees a more 
attractive value, and 
greater volume. 

This increased volume enables 
the manufacturer to employ mass 
production techniques and to re- 
duce the list price. We have seen 
this happen to such nationally ad- 
vertised and branded articles as 
radio, electric refrigeration and 
automobiles. For instance, a 
chart in “The Economic Effects of 
Advertising” showed that in 1940 
Packard produced a larger car, 
with more horsepower for $1,500, 
than that firm offered in 1920 for 
$3,200. 

When mass production is ap- 
plied: to the $2 knife, a manufac- 
turer’s reduction in list price of 
15 per cent will enable the dealer 
—at the net profit mentioned 
above—to sell for $1.48, and a 25 
per cent reduction for $1.35. This 
attractive value will in turn stim- 
ulate, as it did for automobiles, a 
much greater volume of sales than 


buys in 
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either the $1 or the $2 price was 
able to attract. 


Here is the type of thinking we 


find among such men as C. Scott 
Fletcher, Field Director of the 
Committee for Economic Develop- 
ment,” which is working to pro- 
vide after the war high levels of 
productive employment for 57,- 
600,000 persons. That will re- 
quire a 46 per cent increase in the 
yearly sale of merchandise and 
services (from $97,000,000,000 to 
$142,000,000.000 } . 
cost of distribution. 

Pure price competition, cutting 
value with private brands, leads to 
“chiseling” all along the line, 
lower wages, labor troubles, unem- 
ployment, reduced buying power. 
Value competition, with pre-sell- 
ing of known brands by national 
advertising, permits reduced dis- 
tribution costs, increased use of 
mass production to lower manu- 
facturing costs, maintenance of 
wages. maintenance of buying 
power, and an assured place for 
the retail merchant in the free en- 
terprise system. 


and a reduced 





* If your town does not have a local 
C.E.D. chairman, address C.E.D., 285 
Madison Ave., New York City, for the 
name of the nearest chairman where 
you can get copies of these booklets. 








Picnics a Source of Profits 


HE Kornelly Hardware, N. 

Third St., Milwaukee, Wis., 
carries a table of picnic accessories 
which appeals to summer picnickers, 
and consists of lunch baskets, water 
jugs, cloth folding bags which can 
also be used as shopping bags, and 
the like. This department proved 


very popular last year, because 
people could not go very far from 
home on short vacations and thus 
took their outings at parks in the 
neighborhood. Due to unusually 
long hours in war plants, they were 
anxious to get out into the open for 
a picnic whenever possible. 





This display brought warm weather business to Kornelly’s. 
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Repair Shop a War-Time Bonanza 
For the Mahowald Hardware Co. 


At the left Mr. Reed is repairing an outboard motor. 


; 
OWNSPEOPLE and 


farmers can have almost any me- 
chanical article they own serviced 
at the three-man repair shop of 
the Mahowald Hardware Co. in 
Mankato, Minn. For many years, 
this shop has been a splendid 
profit maker for the company, ac- 
cording to Bert Mahowald, but 
during wartime it has really proved 
itself additionally in enabling peo- 
ple in that area to keep their ap- 
pliances and other mechanical con- 
trivances in working order so as 
to contribute to victory on the 
home front. This store has for 
many years featured the repairing 
of radios. The man in charge of 
radio repairing is Charles Reed, a 
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First World War veteran, who has 
been with the firm since 1918 and 
who is an expert at coaxing balky 
radio sets to function properly. 
Mr. Reed repairs about 25 ra- 
dios per month, or a total of over 
300 per year, and he can handle 
almost any kind of radio trouble. 
The company’s stock of tubes and 
parts have held up fairly well dur- 
ing wartime, with the pinch being 
felt in only a few of the tube 
types. There has been consider- 
able substituting of tubes and 
parts and wiring combinations by 
Mr. Reed in order to turn out re- 
paired sets to customers, who have 
greatly appreciated such wizardy 
in getting their sets back so that 
they will play properly. Average 
radio repairs will range all the 
way from $1.50 to $17 and this 





At the right he is checking up on a radio repair. 


makes the total revenue from this 
business a worthwhile figure. 

In addition, Mr. Reed and two 
part time assistants also take care 
of gun repairs. From 300 to 350 
guns of all kinds are serviced and 
repaired in this shop every year. 
Mankato is the center of a great 
hunting area and practically every 
man of voting age has a rifle or 
shotgun of some sort and uses it 
regularly when he can get the am- 
munition. Farmers especially use 
guns regularly to rid their prem- 
ises of rodents and thus want their 
guns in good condition. Gun re- 
pairs will range from $1 to $10. 

Outboard motors are repaired 
at this well equipped service shop. 
About 40 of these motors are ser- 
viced annually, with Mr. Reed be- 
ing able to do major as well as 


Annual repair output includes 300 
radios, 40 outboard motors, 500 lawn 
mowers, 300 bicycles and 350 guns 
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Some of Mahowald’s repaired firearms awaiting their owners. 


minor repairs on them. Owners of 
motors usually give this service 
shop plenty of time on such re- 
pairs during the winter and early 
spring months so that the work 
can Be done when the service staff 
has the time. 

Bicycle repairs also account for 
considerable repair volume at this 
busy service shop. Mr. Reed says 
that the shop handles about 300 
bicycle repairs per year, ranging 
in price from perhaps 50 cents 
and up, with numerous jobs aver- 
aging over $5. 

During the spring and summer 
season, the firm sharpens and re- 
conditions from 350 to 500 lawn 
mowers. This business has grown 
considerably in the past few years. 

“We also restring tennis rackets 
and can repair tires so far as 
minor repairs are concerned,” says 
Mr. Reed. “In fact, we have to be 
able to do almost every sort of a 
repair job here.” 

The store’s repair department 
was formerly located on the first 
floor, but there was too much out- 
side interference with the working 
schedule there, so the shop was 
moved upstairs. In the new loca- 
tion, much more work is turned 
out, because the repair men are 
not interrupted in their jobs to 
perform other duties. 

“We have been able to give peo- 
ple fairly swift service during war- 
time, especially where we have 
had the parts for appliances,” says 
Mr. Reed. “We don’t like to tie up 
a radio, small appliance or gun 
any longer than is needed. We try 
to find out when the customer 
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wants the job done and then we 
work on this schedule. We don’t 
want to disappoint anyone, but 
sometimes, due to present condi- 
tions, we get held up by shortage 


of certain parts or tubes. For the 
most part, however, we are able to 
take care of our customers reason- 
ably fast.” 

This service shop also repairs 
washing machines and vacuum 
cleaners. There is no radio pick- 
up and delivery service, but the 
store does call for washing ma- 
chines when the customer has no 
way of getting them to the shop. 
The management feels that as a 
war measure many customers can 
very easily bring their radios, etc. 
to the store for repair in their own 
cars and call for the appliances 
when they have been repaired. 

The two men who help Mr. Reed 
have other duties in and about this 
big hardware store. However, they 
are available for service shop work 
when any rush develops. One of 
them also uses a small truck to call 
for and deliver washing machines 
that come in for repairs. 





Furnace Repair Ad an Aid to Spring Sales 





engineer can help you. 


If you have been uncomfortable 
in your home because of curtailed 


oil supply we believe our heating 


Indications are that there will be less fuel next fall 


The outlook at present is that there will be less oil and coal next fall 
ond winter than there was this past winter, so to get the most out of your 
fuel is not only a matter of patriotism but also one of personal ‘economy. 


Now is the time to have your furnace checked 


If the circulation of your furnace is sluggish, if you are having 
difficulty in heating certain rooms, or if you do not receive the proper 
comfort in relation to the amount of fuel you use, our engineers will be 
glad to inspect your furnace and to make recommendations for the 
improvement of the system. 


Our engineering service is available parficularly in the spring, when 
mote attention can be given to all the details and when there is more time 


for securing parts if needed. 





WOLFF. KUBLY & HIRSIG 


WMadisows Inost Interesting Stoves 











Spring is the time when an ad on repairing furnaces will come to the 
attention of the householder who has been bothered with a heating 
problem or a faulty furnace. The Wolff, Kubly & Hirsig Co.. Madison. 
Wis., published an ad on furnace operation, designed to reach home 
owners before they discontinued firing furnaces for the season. The 
eriginal ad measured three columns wide and 7 in. high. 
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Edwin A. Hall inspects a 
display of canning equip- 
ment which he arranged. 





“Start Your Canning Displays Early,’ 
Says the Easterling Hardware Co. 


Boor: jars and other 


canning equipment will sell all 
year around if given good dis- 
play, according to the experience 
of Easterling Hardware Co., An- 
niston, Ala. This firm sells this 
line by the carload and began dis- 
playing it in 1943 in January. 
Some of the best business came 
early in February and March. 

The best display, according to 
this firm’s experience, is one that 
shows the jars and accessories 
themselves rather than the paste- 
board cartons in which they are 
shipped. For that reason it is 
deemed best to take some of the 
jars out of the cartons in building 
a display, or else cut away one 
side of the carton so the glass 
may be seen. Another good idea 
is to show some jars of canned 
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Anniston, Ala., firm concentrates 
on line and starts promoting it 
as early in the year as January 


goods, especially colorful fruits 
and vegetables such as peaches, 
tomatoes, beans and cucumbers. 
This helps to give a “mouth 
water” appeal to the display. 


“People have gone in for Vic- 
tory Gardens the year around, 
hence their jar purchases are 
spread out over a much longer 
period than formerly,” says Edwin 
A. Hall, assistant to J. C. Easter- 
ling, proprietor of the store. “They 
have something to can in the 
spring as well as in the fall. For 
that reason, we keep a sort of per- 
manent display of canning equip- 
ment, changing it occasionally. 
This includes not only cans, tops 
and rubbers, but also pressure 


cookers, jelly glasses, pectin, and 
other canning requisites. 

“People who always did their 
home canning are doing more 
than ever now under the impact of 
war. Also city folks and others 
who never canned in their lives 

(Continued on page 85) 
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This glassware display 
fairly beckons to the 
customer. A wide range 
of merchandise is dis- 
played in this fixture 
and the customer is in 
no need of a salesman. 






























A wide variety of 
cleaners and pol- 
ishes are featured 
and the method of 
display is sure to 
attract attention. 





Ls problem of how 


to do a large volume of business, 
even though the armed forces have 
sharply depleted the sales force 
and the management, has _ been 
solved by the Fort Smith Vehicle 
& Hardware Co., Fort Smith, Ark., 
with displays that help the cus- 
tomer to sell himself and even to 
wait on himself. 


These displays that do the sell- 
ing without the aid of salesperson 
at hand have been so successful 
that the owner, John Rice, who is 
now in the armed forces, has 
planned to retain the idea per- 
manently. 


The housewares department, 
which has been greatly enlarged 
in the past 12 months, fascinates 
women shoppers with many dra- 


This arc-shaped sign, of a type 
used throughout the store, calls 
attention to the many kinds of 
glassware shown on this table. 
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matic settings and signs that pre- 
sent ideas. There are several hand- 
some glassware displays. One of 
the most effective is a table upon 
which is set a double tier of glass 
shelves, framed at the top with the 
following signs: “Sparkling Glass- 
ware, Secret of Table Beauty.” 
and “Water sets, Tumblers, Pyrex 
for All Occasions.” 

The glass shelves are filled with 
goblets, tumblers, compotes, des- 
sert glassware, coasters, and other 
pieces. On the table under the 
shelves is the Pyrex ware, odd 
water sets, flower bowls, butter 
dishes, cookie jars, lemon rimers, 
and mixing bowls. 

A second display is highlighted 
with the arc-shaped sign used re- 
peatedly in the store. The sign 
reads, “Dainty Glassware for 
Every Purpose.” Small mirrors 
in several sizes, intermingled with 


the glassware, point up the dis- 
play. 

Elevated displays set on tables 
framed with signs also help ell 
cleaners and paints. One of the 
cleaner displays is classed as the 
fastest moving merchandise in the 
store. The tiered shelves are filled 
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with furniture polish, wallpaper 
cleaners, floor wax, aluminum 
cleaners, brass cleaners, window 
cleaners, patching plaster, metal 
polish, silver polish, automobile 
polish, dust clothes, sponges, dust 
pans, floor mops, kneeling pads, 
pot cleaners, and many other 
cleaners. The sign reads: “Beauti- 
ful . . . and They Do the Work.” 

A woman looking at this dis- 
play can find the cleaner she wants 
herself, without asking a_ sales- 
person to help her. If all the 
salesmen and saleswomen are busy, 
the customer enjoys browsing 
around among the housewares so 


skillfully shown, and often sells 
herself several items. 

The enamelware is placed in 
the brightest part of the store and 
arranged on a large floor island 
with plenty of room all around for 
customer to see every item on dis- 
play. 

Housewares of all kinds are so 
profitable that a second series of 
displays is shown in the dairy and 
seed department. Floor islands 
are used effectively here. An 
attractive doll house is shown on 
one end of the display. 

Next to this is a display of 


(Continued on page 89) 


The Fort Smith Vehicle & Hardware 


Co. finds that attractive presentations 


help the customer to sell herself and, 


in many instances, to wait on herself 


Ip| Relieve the Manpower Shortage 












The sign says “Everything for Electrical 
Needs” and an inspection of the display 
bears out the assertion. Everything is 
where the customer can see it and make 
a decision without aid from a salesman. 






A second display of housewares is featured 
adiacent to the dairy and seed department. 
Laundry and cleaning aids are shown along 
the sidewall behind the housewares section. 
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Outline General Policies for Disposal 
Of Surplus Consumer Goods 


Director Olrich of Surplus Commodity Disposal Division 
states effort will be made to get material in hands of 
distributive trade; present sales will be made through 
regular channels; markets will be tested; attempt will 
be made to bar speculators and only goods having com- 
merical value will be sold. All present sales will be 


made under WPB and OPA rules. 


Amount of materials 


now available is between $35,000,000 and $45,000,000. 


t.. L. OL- 


RICH, director of the new Surplus 
Consumer Commodity Disposal 
Division of the Treasury Depart- 
ment, at his first press conference 
on May 9 said that only $35,000,- 
000 or $40,000,000 worth of sur- 
plus materials were available at 
present, but that this was no indi- 
cation of the real problem of dis- 
posal that will arise when the war 
is over. 

Explaining that he had only 
been on the job a week Mr. Olrich 
outlined general policies that his 
organization will attempt to carry 
out in disposing of surplus con- 
sumer goods, under the general 
supervision of Will Clayton’s Sur- 
plus War Property Administra- 
tion. Some of these policies are: 

1—Sales will be made to any 
reputable business man, but an 
effort will be made to get the ma- 
terial into the hands of the dis- 
tributive trade. 

2—For the present all sales will 
be made through regular channels 
of trade and to tax-supported insti- 
tutions. 

3—Industry advisory commit- 
tees will be set up for the various 
classes of goods. 

4—A local sales manager will be 
appointed in each of the Treasury 
Procurement regional offices to 
handle sales on a local basis. 

5—Markets will be tested before 
sales are made to prevent unwar- 
ranted dumping of surplus goods. 

6—For the present all sales will 
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Washington Bureau 
of Hardware Age 


be made under WPB and OPA 
regulations. 

7—An attempt will be made to 
stop purchases by speculators, but 
Mr. Olrich said that it would be 
impossible to enforce the policy 
100 per cent. 

8—Only goods that have a com- 
mercial value will be sold, others 
will be scrapped. 

Several weeks earlier Deputy 
Surplus Property Director Wood- 
lock told the Retail Trade Industry 
Advisory Committee that surplus 
goods will be sold under three 
methods of sale, negotiation, auc- 
tion, and sealed bidding, depend- 


ing on the nature of the commod- 
ity involved. 

Although members of the com- 
mittee favored the use of regular 
trade channels they also felt that 
whenever feasible the manufac- 
turer should have an opportunity 
to buy merchandise of his own 
make. 

The committee also favored an 
attempt to set up a program of dis- 
tributing goods in lots sufficiently 
small so that the average small 
wholesaler may be able to buy 
them but not small enough to suit 
the buying practices of the small 
retailer. 





Garden Goods Window Attracts Passersby 


Passersby who were in the market for garden supplies were attracted by 

this interesting window of the Hill-Beham Lumber Co., 5601 N. Elston Ave.., 

Chicago. In addition to featuring plenty of merchandise for gardens, the 
display interested many prospective purchasers of latticework. 
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HERE IS ASAMPLE of the new, action-packed series 
of Remington advertisements appearing in boys’ 
magazines. These advertisements are doing two 
things for you. They’re holding your present boys’ 
market for Remington arms and ammunition. They 
are also cultivating a new market among ’teen-age 


boys who—because of the restrictions on arms and 
ammunition during the last two years—have never 
had a chance to own or shoot a gun. So remember: 
when arms and ammunition are available again— 
be ready with Remington! Remington Arms Com- 
pany, Inc., Bridgeport, Conn. 














The sign caught the eye. 
The display did 
the rest. 


Table Display Brings Over 100 Jobs 
To Lawn Mower Repair Department 


) table dis- 


play, designed to promote business 
in the lawn mower and garden tool 
service and repair department of 
the Wymore Hardware, Kansas 
City, Mo., was responsible for a 
notable increase in the depart- 
ment’s volume. In addition to at- 
taining its primary objective, this 
display was largely responsible for 
increased sales in grass seed, fer- 
tilizer and commercial grass and 
plant foods. 





Wymore Hardware attained these 
results in two weeks. Seed and 
fertilizer sales also increased 


This table display was installed 
in the store’s Victory Garden seed 
department in late April in 1943. 
Over the display was a large sign 
which read “Lawn Mowers Sharp- 
ened By Machine.” Available 
parts, both new and used, were 
shown in the display. The used 
parts from the repair department 
were all treated with a coat of pro- 
tective paint. Various types of 
packaged plant and grass foods 
and fertilizer were also shown on 
the table. 

According to I. W. Wymore, 
this display promotion accounted 
for over 100 repair and rebuild- 
ing jobs during the first two weeks 
in which it was featured. A 


similar sign was used in a Vic- 
tory Garden window display, but 
without the other yard accessory 
offerings shown on the inside 
table. A small want ad in the 
local paper under the classification 
of “Lawns,” told of the repair ser- 
vice and the machine sharpening. 

For 1944, the same display, sub- 
ject to repair parts and new equip- 
ment available, was set up April 
15th, and will be allowed to re- 
main through the month of June. 
Cards will be mailed out to all 
names on the customer’s list who 
had lawn mower repair work or 
sharpening done in 1942 or 1943. 
These cards will announce the ser- 

(Continued on page 88) 
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TRUE TEMPER PRODUCTS 


Known Values 





“WE a man build a better mouse trap, though he hide himself in the 
wilderness, the world will make a beaten path to his door.” 
—Excerpt from Emerson 


*& RODS AND Baits 








We don’t believe it, for experience has taught us that quality of dis- 
tribution is as important as quality of production. 








Experience has also taught us that the most economical way to secure 
complete distribution is to first make the better product; second, price 
it at a figure that will make it a good value and then tell consumers 
everywhere, through consumer advertising, how and why this better 
product will better serve them. 


*® STEEL GOODS 


*®& SCYTHES, WEED AND GRASS TOOLS 


We once heard a manufacturer’s representative say to a buyer, “If 
you put plenty of push back of this line, you can sell it.” What he said 
was true, for it took plenty of push, and expense too, to sell it. The extra 
margin which was the consideration that made the sale, was expended, 
and more too, in sales effort. To compete with profit, sales expense must 
be reduced instead of increased. 





*® SHOVELS 


Since TRUE TEMPER Products are made of steel, or a combination of 
steel and wood, not even an expert can judge their true value by appearance. 





Lacking the ability for honest comparison of value, the consumer 
relies upon his only avenue of safety—“'Known Brands”. Once he finds 
a brand that gives him full value and utility, it becomes to him a “known 
value” and rates a preference in all his buying. 





When enough consumers prefer a “knqwn brand”, it becomes a 
national favorite. To illustrate, more fishermen know, prefer, buy and 
use TRUE TEMPER Fishing Rods than the next four brands combined, 
and winning tournament golfers, the world around, use golf clubs fitted 
with TRUE TEMPER Step-Down Golf Shafts —‘“The Shaft of Champions!” 


i) 
4 
< 
w 
I 
o 
0 
é 
z 
3 
ra 
Qa 
ry 
z 
< 
W 
r) 
oO 
Ww 
I 
7 


* HATCHETS 


The winning of that consumer preference, a success story which 
approaches a fairy tale, is evidence that our manufacturing and dis- 
tributing plans and policies are founded on solid rock. 


* HAMMERS 


We propose to expand our consumer advertising. To millions of users 
TRUE TEMPER is already a known value. Millions more will be told 
the value of all TRUE TEMPER Products in the pages of their favorite 
magazine or farm journal. 





TRUE TEMPER THE KNOWN VALUE EIGHT STAR LINE 


They will be directed to their home town hardware store to see and buy. 


TRUE TEMPER % (9 Kn Line 
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WO hundred years 


ago-—on May 7, 1744 to be ex- 
act—the forerunner of the pres- 
ent Steinman Hardware Co., Lan- 
caster, Pa., hardware dealers and 
wholesalers, was known to be in 
operation. The Steinman Hard- 
ware Co. thus has the honor and 
the distinction of definitely being 
the oldest retail hardware concern 
in the United States. Officers of 
the company have reason to be- 
lieve that the business started at 
an even earlier date but cannot 
locate any records predating May 
7. 1744. Had it not been for the 
exigencies of the present global 
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> The Oldest Hardware Store in| t 


The Steinman Hardware Co., Lancaster, 
Pa.. was established in 1744. 
possibly at an even earlier 


conflict the company would have 
made elaborate and appropriate 
observance of its known 200 years 
of service. Because of the war, 
advertisements in a local news- 
paper have been published to mark 
the event. Records of the company 
show that its wholesale operations 
were started more than 95 years 
ago on January 1, 1849, the year 





This design appears over the door 
of the present store of the firm. 


date. 


The oldest record 
in the possession of 
the firm is dated 

May 7, 1744. 


Arrow indicates present home of 
The Steinman Hardware Co., lo- 
cated on the site of the original 
store of John Miller, the forerunner 
of the present day business. The 
company owns all of the buildings 
shown from the Kirk-Johnson & Co. 
building to the Shenk store with the 


1 


exception of “Joe's”. 


of the famous California gold 
rush, an enviable record in itself. 

What is now the City of Lan- 
caster was founded in 1718, made 
a borough in 1742 and _ incor- 
porated as a city in 1818. Lan- 
caster County, of which the city 
is the county seat, became a 
county in 1729, having previously 
been a part of Chester County. 
Thus the history of The Steinman 
Hardware Co. is very much the 
history of both the county and the 
city. Famed for generations for 
its fine and fertile farms and well 
kept homes, the city is also a 
growing industrial center. For 
many years industrial concerns 
making hardware store lines have 
been located in the city. After 
the present war there probably 
will be more of such plants, since 
the war has caused the erection 
of new plants supplying hardware 
store lines by firms which never 
previously had operated in that 
city. They are now on war work. 

In the more than 200 years of 
operation of what is now The 
Steinman Hardware Co., the 
original site of the present main 
building has been 


retail store 
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known to have been occupied by 
but three different buildings. The 
present structure, built in 1886. 
has, of course, been altered and 
modernized both inside and out 
from time to time in the past 58 
years. Dates of the construction 
of the other buildings on that site 
are unknown. 


At what is now known as 26-28 
West King St., Lancaster, Pa.. 
John Miller operated a blacksmith 
shop and general store as early as 
May 7, 1744. Day Book “A” of 
John Miller, which is in possession 
of the company, shows that on 
May 7, 1744, an account of George 
Keyse, shoemaker, called for the 
purchase of one new bell at a cost 
of one shilling and sixpence, 0-1-6. 
Another early account record in 
possession of the company and 
dated June 5, 1744, calls for 
sharpening a shear and a coulter 
at a cost of one shilling, 0-1-0, the 
customer being Simon Riegel. 


Ten years later the French and 
Indian War began causing much 
trouble in and around Lancaster. 
During the war, John Miller car- 





The original building of the present store is second from the right. 


ried on much trade with officers 
and enlisted men in the Colonial 
Army forces in that section un- 





Here's the second building to be located on the site. This picture was taken 
prior to 1886 and shows, left to right: William H. Reilly, a founder of Reilly 
Bros. & Raub; Abner Eshelman, later manager of the stove and housefurnish- 
ings department; next man unidentified; Mifflin E. Rohrer, manager of the 
carriage department, and Harry L. Raub, later a partner in Reilly Bros. & 
Raub. Much of the merchandise shown would be welcomed today. 
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der the command of General 
Forbes and Col. Bouquet. At that 
time, and for many years to come, 
the company bought and sold for 
cash, gn account or on a barter 
basis a wide variety of merchan- 
dise and services quite foreign to 
hardware distribution today, in- 
cluding such commodities as rum, 
wine, beer, cordials, bread, wheat 
and live hogs, etc. 

As early as 1752,*George Ross, 
Lancaster attorney and a signer of 
the Declaration of Independence, 
was a customer of the store. Some 
of his purchases at that time are 
shown in an illustration in these 
pages. Also illustrated is a receipt 
given to Frederick Steinman for 
camp kettles and a quantity of 
sheet iron furnished, Aug. 1, 1778, 
to the Revolutionary Forces at 
Valley Forge commanded by 
George Washington. The receipt 
was signed by J. Brown for George 
Ross. George Ross was a native 
of Delaware, and was admitted to 
the bar in Lancaster County in 
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Officers of The Steinman Hardware Co. look at two of the old ledgers of 


the company. the large one dated from 1744 to 1770 and the smaller one 


from 1811 to 1815. Left to right: 


Samuel B. Smith, secretary and sales 


manager; A. Z. Moore, president; Scott W. Baker, vice-president and treasurer. 


1750, settling there in 1751. He 
was a member of the Colonial As- 
sembly of Pennsylvania from 1768 
to 1774, when he was elected to 
Congress. He remained a member 
of that body until 1777. In 1779 
he was appointed Judge of the 
Admiralty and passed away later 
that same year. 

John Miller, who had long been 
interested in real estate, turned his 
business over to John Christopher 
Heyne in 1764. Whether the busi- 
ness was leased or sold outright 
at that time is not known. Among 
John Miller’s operations was the 
laying out of the town of Millers- 
burg, about four miles west of 
Lancaster. Later the town’s name 
was changed to Millerstown and 
subsequently to Millersville. The 
same year Mr., Heyne was married 
to the widow of Christian Fred- 
erick Steinman and thus became 
the stepfather of John Frederick 
Steinman, then 12 years of age 
and later the first member of the 
Steinman family to be affiliated 
with what is now The Steinman 


Hardware Co. Christian Fred- 
erick Steinman and his wife, 
Moravian missionaries, had come 
te this country in 1749. 

In his first year of operating 
the store Mr. Heyne added a line 
of tin and copperware. By 1774 
Mr. Heyne had taken his stepson 
John Frederick Steinman into the 
business as a partner, this being 
two years prior to the Declaration 
of Independence. 


Lancaster and the Revolution 


Lancaster played an important 
role in the Revolutionary War be- 
ing for part of that conflict a pris- 
on center for British soldiers and 
officers captured by the Revolu- 
tionary forces. And for nine 
months in 1777 Lancaster was the 
meeting place of the Supreme 
Executive Council of the colonies. 
In September, 1777, the Congress 
of the United States held a one- 
day session in Lancaster because 
it had to flee from Philadel- 
phia with the approach of Lord 
Howe’s_ British forces. Lord 























Proof that the business was operating as early as May 7. 1744, is 
shown here covering the sale of one bell to George Keyse, shoemaker. 
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Howe’s attack on Philadelphia 
caused many colonists to seek 
refuge in Lancaster, among them 
being Thomas Paine, famed writer 
of those days who is credited with 
having done much to arouse the 
desire for freedom. 

John Christopher Heyne passed 
away in 1780, at which time the 
business was more of a tinsmith 
shop than a hardware store. John 
Frederick Steinman then conduct- 
ed the business in the name of the 
Estate of John Christopher Heyne, 
becoming its sole owner in 1785. 
John Frederick Steinman as pro- 
prietor added many new lines mak- 
ing the business a general hardware 
store. Mr. Steinman, who was an 
influential man in the community. 
was elected a Burgess of Lancaste1 
in 1800 and a year later became 
Chief Burgess. In 1810 he helped 
organize the Farmers National 
Bank of Lancaster being elected its 
first director. 

On May 25, 1812, John Fred- 
erick Steinman, Jr., son of the first 
of the Steinmans to be affiliated 
with the business, was one of three 
men, members of the Committee 
of the Lancaster Phalanx, a mili- 
tary organization—officers and 65 
men—to offer the services of that 
unit to the Governor of Pennsy]l- 
vania in defense of the country. 
With his company young Stein- 
man marched to the defense of 
Elkton, Md., remaining there for 
one week. As the services of the 
Phalanx were not needed, the com- 
pany was honorably discharged 
and its members returned to Lan- 
caster. Young Steinman, who had 
become a partner of his father in 
the business in 1810 under the 
firm name of John F. Steinman 
& Son, returned to the business 
at that time. 


An Interesting Letter 


Interesting is the language of 
that letter to the Governor of 
Pennsylvania, which stated: 

“During the long space of 
time wherein other nations, 
under the scourge of ambitious 
and profligate princes, have been 
the victims of destructive wars, 

our favored Country, by a 

judicious policy, has been sus- 

tained in the almost undisturbed 
enjoyment of happy peace. But 
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in this war 
farming is fighting! 


For farm chores 
BOSS Big Ape 3874 


Food is vital to Victory, and Boss Gloves proudly serve 
on the toiling hands of America’s farmers. Added to mili- 
tary and war plant needs, this means less work gloves for 
ordinary uses. You will get your full fair share though, 
because allotments are going to all Boss distributors 
as regularly as wartime manpower limitations will permit. 


The Boss Manufacturing Company, Kewanee, Illinois. 


WORK GLOVES ARE WAR GLOVES! 





You can help Food Fight for Freedom 
Produce, Conserve, Shore and Play Square 
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solved on a voluntary tender of 
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world at length threatens to in- “We, the undersigned, having wa 
+ yy | = A * volve our peaceful regions in been appointed a commuttee for pr 
the general vortex; and the hos- the purpose, hereby, in the name \ 
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for More Tool ereignty by nations arrogantly with pleasure tender their ser- to] 
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events too recent to have been from this Commonwealth, and ic 
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“UTICA : 
DROP FORGE & TOOL This page from the records is dated 1752 and shows transactions with F 

€ ORATION George Ross, attorney and signer of the Declaration of Independence, 

CA,N.Y. who later purchased equipment for the Continental Army from the store. te 





a Below on the page were transactions with James Welsh in 1760 and 1761. 
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John Frederick Steinman, Jr., 
who continued active in the hard- 
ware business until 1849, was first 
president of the Conestoga Steam 
X Cotton Mill Co., organized by 
the citizens of Lancaster, and was 
lor many years active in the city 
councils and member of the First 
Select Council of the city. He was 
one of the chief organizers of the 
school system of the city and a 
director of the school board for 
a number of years as well as its 
first president. He also took an 
active part in building the first 
reservoir for the city. He passed 
away in 1886. 

George Michael Steinman. son 
of John Frederick Steinman, Jr., 
became a clerk in the store in 1833 
and three years later became a 
partner in the firm which then 
became known as John Frederick 
Steinman & Son. With the retire- 
ment of his father from the hard- 
ware business, George Michael 
Steinman expanded operations, as 
of January 1, 1849, to conducting 
a wholesale division. That same 
day two new clerks were employed, 
Charles F. Rengier and Isaac Dil- 
ler. Eleven years later, in 1860, 
Messrs. Rengier and Diller became 
partners of Mr. Steinman. The 
firm of Steinman, Rengier & Diller 
took into partnership George 
Steinman, son of George M. Stein- 
man, in 1869, at which time Capt. 
George M. Franklin, son-in-law of 
George M. Steinman also became 
a partner. That year Messrs. Diller 
and Rengier retired from the 
business, Mr. Diller purchasing 
a harware business on East King 
St., which was later sold to Herr 
& Co., Lancaster, wholesale hard- 
ware distributors. From 1872 to 
1900 the firm name was George 
M. Steinman & Co. 

George Michael Steinman was 
a member of the Common Council 
of the City of Lancaster for 11 
years and president of that board 
for eight years. He was a direc- 
tor of the school board for 11 
years and its president from 1846 
to 1854. He took an active part 
in building the second reservoir 
for the city as well as the Central 
Market House. He assisted in 
raising troops for the Federal 
Forces during the Civil War. 

The company name was changed 
to The Steinman Hardware Co. 


MAY 25, 1944 





SELL freedom 


A 
A 










? 


FROM PIPE JOINT LEAKS 


When you sell these two heat-proof, corrosion- proof 
graphite products, you make available to your customers 
Dixon’s graphite 117-year ‘“‘Know-how”. You supply 
engineers and maintenance men with ‘“‘what it takes” to 
make permanent leak-proof connections which can always 
be taken apart without damage to pipe threads or gaskets. 


DIXON’S PIPE JOINT GRAPHITE COMPOUND 


For pipe lines carrying steam, water, air, gas, acid and 
brine. Acts as a lubricant and leak proof seal for threads 
on pipe joints and on gaskets, bolts, nuts, turnbuckles, 
etc. Joints thus made up never rust fast, and may be. 


taken apart without difficulty, even years later. 


DIXON’S GRAPHITE SEAL 


For pipe lines carrying hot or cold oils, gasoline, benzine, 
naphtha, kerosene, etc. A graphite paste unequalled for 
sealing screw thread, flange and gasket joints. e Makes 
them leakless while assuring quick easy assembly and 


dis-assembly at all times without damage to fittings. 
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JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 3, N. J. 
Canada: Canadian Asbestos Company + Montreal + Toronto « Vancouver «+ Winnipeg 
Pipe Joint Compound « Graphite Seal * Graphited Oils » Cup and Pressure Gun Grease « Slip-stik 
Gear Lubricants « Waterproof Graphited Grease » Auto-Marine Grease ¢ Industrial Oven Lubricant 
Graph-Air Guns Lathe Center Graphite Lubricant» Welding Rods» Belt Dressing (Contains no Graphite) 























Projecting Wings 
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Blade from Turn 


ng in Handle 


Formed in Blade Gives 
Added Strength to Super 
Grip Hondle 





SCREW DRIVER 


A new design in husky Screw Drivers that can 
really “take it” ... the blade, shank and shoul- 
der are forged from ONE piece of Tool Steel. 
When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920... 
one of a complete line of beautifully 
designed FORSBERG Hand 
Drills. All popular sizes up to 
%” chuck capacity. 
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WHALE BRAND COPING SAWS 


No. 24... Am extra deep, finely finished frame. 
Stock %” x 3/16”, depth 6'4” Hardwood handle. 
Complete with No. 20H specially hardened and 
tempered Whale Blade. 
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© MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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This receipt for camp kettles and sheet iron furnished to the Revolutionary 
Army is in the name of George Ross and is signed by James Brown. It 
was dated Aug. 1. 1778. 


in 1900, at which time the busi- 
ness was incorporated. The of- 
ficers of the corporation at that 
time were: Walter M. Franklin, 
Esq., president; Henry S. Frank- 
lin, vice-president and Harry E. 
Hershey, secretary and treasurer. 
George Steinman was a member 
of the board of directors. The 
business carried on in this manner 
until 1914, when it was sold to 
the late S. Z. Moore, who became 
president of the company, retain- 
ing that office until his passing in 
1928, when his brother A. Z. 
Moore, present president of the 
firm, was elected to that office. 

In 1921 the business of Kirk, 
Johnson Co., a music concern own- 
ing its own building with piano 
studios, etc., was acquired by the 
interests controlling the Steinman 
business. A. Z. Moore, who was 
with Kirk, Johnson Co. at that 
time, then joined the Steinman 
company becoming a member of 
the board of diréctors four years 
later. The Kirk, Johnson Co. 
busimess had been established in 
1884 and in 1924 established the 
first radio broadcasting station in 
Lancaster, WKJC, which it con- 
tinued to operate until 1936. Sta- 
tion WKJC is now located in Eas- 
ton, Pa. A. Z. Moore, in addition 
to his hardware activities, is now 
working with other Lancaster citi- 
zens in the formulation of post- 
war plans for the city. 

Scott W. Baker, vice-president 
and treasurer of The Steinman 
Hardware Co., joined the company 
in 1914 having previously been 
manager of the Follmer-Clogg 
Umbrella Mfg. Co., Columbia, Pa. 

Samuel B. Smith, secretary and 
sales manager of the company 
joined it as a lad of 16 in 1891 


to serve as a cashier. Later he be- 
came manager of the stove depart- 
ment and subsequently treasurer 
of the concern. Mr. Smith became 
secretary and sales manager of the 
company when A. Z. Moore be- 
came president of the concern. 
He is secretary of the Pennsyl- 
vania Wholesale Hardware & Sup- 
ply Association and a member of 
the Harpware Ace Fifty Year 
Club. Under his direction, travel- 
ing salesmen of the company cover 
nine counties in Pennsylvania and 
two in Maryland. 


Records Saved 


That the records of the earlier 
operations of the company are as 
complete as they are is due to the 
youthful enthusiasm of Samuel B. 
Smith, who soon after joining the 
company was assigned the task of 
cleaning out an old vault in the 
basement of the store which was 
crammed full of records. Capt. 
George M. Franklin, then one of 
the partners, ordered him to de- 
stroy the contents of the vault. 
Young Sam examined the rec- 
ords and took two of the ledgers 
and some other records to his 
home to show his mother. She 
agreed with him that they were 
valuable and should not be de- 
stroyed, for they included among 
other entries those of the transac- 
tion of May 7, 1744, between John 
Miller and George Keyse. Mrs. 
Smith urged her son to return 
them to the store and to talk with 
Capt. Franklin about them. This 
incident caused the young lad to 
receive a good dressing down 
for his pains. However, the 
two ledgers showing transactions 
from 1744 to 1770 and from 1811 


to 1815 were thus preserved. Some 
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other valuable earlier day records 
such as that showing the sale of 


merchandise to the Continental | 


Army in 1778 were likewise pre- | 


served for the company. 


A Training Place 


With this brief sketch of the | 


beginnings and progress of The 
Steinman Hardware Co. of Lan- 


caster, Pa., HARDWARE AGE salutes | 


the oldest hardware store in the 


United States. In its 20 decades | 


of service to the community, the 
store has also been the training 
place for many men who later be- 
came prominent in the hardware 
wholesaling and retail fields in 
Lancaster and elsewhere. Among 
these were John Newton Stauffer, 
who was with the store from July 
10, 1865, until some time in 1874, 
and who later was of the firm of 
Stauffer-Eshleman & Co., Ltd., New 
Orleans, La., wholesale hardware 
distributors. The late Harry L. 
Raub and the late William H. 
Reilly, who together with Richard 
Reilly founded Reilly Bros. & 
Raub, Lancaster, Pa., wholesale 
and retail hardware concern, were 
once employees of the Steinman 
company. Mr. Raub had beer with 
Steinman’s from December 9, 
1877, until August 1, 1888, and 
Mr. Reilly from January 1, 1882, 
until August 1, 1888. 

While the early records of the 
Steinman store contain many more 
unusual entries, as to barter trans- 
actions and the sale of lines quite 
foreign to today’s hardware store. 
a summary of some of them pro- 
vides most interesting reading. 
In 1760 Thomas Doyle, the hatter. 
paid his bill by giving the store- 
keeper “A White Hatt, and a Rib- 
bon for His Wife.” One, Conrad 
Young, is recorded as_ having 
broken a wineglass at the store 
and to have paid for it by trading 
his horsewhip to make good for 
the destruction. 

Another 1760 transaction showed 
that one customer worked out his 
account in the following fashion 
—“one day mowing and one day 
reaping—five shillings. By reap- 
ing of oats one day—two shillings 
and sixpence. By two day’s work 

(Continued on page 85) 


MAY 25, 1944 









vox HELLCAT PT BOATS 


7] 


‘ 4 
CAP AND se¥ SCREWS 










This superfast, deadly 78 ft. Higgins motor 
torpedo boat is the toughest little fighter on 
the 7 seas. 


Listen to what Higgins Industries writes us. 
“Your Firm has supplied threaded fasteners 
that went into the construction of Higgins 
Motor Torpedo Boats, Higgins Eureka Land- 
ing Boats and tank lighters that have’ been 
responsible for great heroic achievements on 
all the battle fronts. You may use this state- 
ment in your advertising.” 

What more can we add to demonstrate the 
supreme toughness and dependable holding 
power of TRIPLEX Threaded Fasteners? Turn 
your attention to TRIPLEX today. 


TRIPLEX SCREW COMPANY 


5317 GRANT AVENUE + CLEVELAND 5, OHIO 


\ | ». 





THREADED 
FASTENERS 


BOLTS, NUTS AND RIVETS 
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Chinaware Averages Four Turnovers 
A Year—Gitts Reach Higher Mark 


G 
IF TS. glassware 


and china have become major 
profit earning departments at the 
[reutel Hardware Co., White- 
water, Wis., according to Clar- 
ence Treutel, owner. Most of the 
front part of this store has been 
given over to a showing of such 
items, with the result that it has 
built a fine business on these lines, 
which attract women from near 
and far. 

Mr. Treutel says that his china 
stock gets about four turnovers 


per year whtile some of the plaque 
and gift stock has more than that. 
There are always several women 
in the store looking over the wide 
assortment of stock to purchase 
gifts for the home or for some 
special occasion. Word has 
spread through this area among 
shoppers that “you can always 
find the gift you want at Treutel’s. 
If anyone has it during wartime, 
they will have it.” Naturally such 
publicity is decidedly worth while. 

The firm has a fine selection of 
plaques which have gone over 
very well with the customers. 


The Treutel Hardware Co. finds 
that these items do their bit 
for the store during wartime 


These sell from $1.98 to $4.75 and 
please city and farm women alike. 
Because the average shopper has 
plenty of money in her purse at 
the moment, she does not shy at 
any purchase under $5.00 to make 
her home more beautiful and 
comfortable. 

“We are very pleased with the 
way plaques have sold,” says Mr. 
Treutel. “So far we have been able 
to get a good selection of them 
and they are a welcome line these 
days.” 

This store also has a stock of 
mirrors, ranging in price from 





Pottery and glass 


baskets and a wide 
assortment of gift 
items are shown to 
advantage on this 
two-tiered display 
which greets the 
customers as they 
enter the store. 
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Typical of the practical help offered 
retailers for postwar planning is 
Hotpoint’s Bulletin “How to Choose 





that Will Help You Sell 


Poe me Meee bee 
Gow These Whe Pam Mow we Ge B 


2 eke 


How to Choose a Good Location 
' for a Postwar Appliance Store 


That’s the Subject of Hotpoint’s Bulletin No. 2 


in “Planned Electrical Merchandising” Series 


tested suggestions that will help any 


merchant improve his business volume. 


Arming for Peace 





a Good Location for an Appliance 
Store.” There are 23 rules explained 
in detail in this bulletin. Be sure to 


get it, and others in the series. 














i The retailer who is best prepared 


with sound knowledge about store 











ie location, the secrets of display, mak- 








If you’re not on the mailing list 
already, better send in your name right away. You'll 
receive the first bulletin and others at 30-day intervals. 
They are mailed immediately, without charge, to any 
retailer who wants them—not only Hotpoint dealers 
or prospective dealers, but amy retail merchant who is 
sufficiently interested to write requesting them. Use 


the coupon below. 


One Purpose — to Help Dealer 


These bulletins are about your business. Your store, 
your customers right in your community — not about 


Hotpoint products. They are loaded with practical, field- 


FOR OUTSTANDING ACHIEVEMENT IN WAR PRODUCTION 


ELECTRIC 
° 


KITCHENS 


+ WASHERS AND IRONERS 
CLOTHES DRYERS + AUTOMATIC DISHWASHERS + ELECTRASINK + STEEL CABINETS 


REFRIGERATORS + RANGES + WATER HEATERS 
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ing customers buy, etc., will be for- 


tified in the postwar period like a sniper in a pillbox. 


Subjects to Be Covered 

The titles of the first six bulletins give a good idea of 
their subject matter. 1. ‘'Plaw Now for the Appliance 
Store that Will Help You Sell.” 2. ‘How to Choose a Good 
Location for an Appliance Store.” 3."Planning Your 
Type of Store.” 4."Stocking an Electrical Appliance Store.”’ 
5. ‘Floor Arrangements Which Help You Sell.” 6. ‘'Ad- 
vertising to Bring Them into the Store.” 


This is too important to put off. Mail coupon today. 


Edison General Electric Appliance Co., Inc. 
5624 West Taylor Street, Chicago 44, Illinois 








Edison General Electric Appliance Co., Inc. 
5624 West Taylor Street, Chicago 44, Illinois 


Name Title_ acacia 
Owner, Manager, etc. 
Firm Name 

Address ad 


Street 
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Here is another section of the gift department. Figurines, pictures, 
plaques, lamps, bookends and small flag sets intrigue the customers. 


$3.75 to $10.95 and finds that 
there is a satisfactory volume on 
these during most months of the 
year. The mirrors are displayed 
with the plaque stock. 

In the gift section, the average 
shopper can find a wide assort- 
ment of items. There are stand- 
ard items such as colored pottery, 
including flower vases. The vases 
come in both pottery and glass. 
There are also items such as small 
boudoir lamps, small bedroom pic- 
tures, salt and pepper shakers, 
figurines, bookends, small flag 
sets, stationery and similar items. 


The woman who is shopping for a 
gift for someone’s birthday, a baby 


Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 114 


shower or anniversary can surely 
find something she likes at 
Treutel’s. 


Glassware and china are also 
featured and sold in considerable 
quantity. Mr. Treutel finds that a 
service for 12 people, selling at 
about $20 to $25, finds many 
buyers. The tendency here is for 
people to gradually replace older 
sets of china with newer and bet- 
ter ones than they have had for 
many years. 


Customers Cautioned 


On some of the stock there are 
signs posted which read “Fragile. 
Please be careful. A clerk will 
gladly wait on you.” Such signs 
help to reduce breakage, states 
Mr. Treutel. He has his displays 
well loaded with merchandise and 
must caution eager customers 
against too much handling of the 
items. 

Not so many months ago, the 
firm bought the gift stock of a 
local jeweler who went out of 
business. This gave the store ad- 
ditional items to sell, some of 
which included figurines, office 
lamps, phonograph records and 
other items, 

Mr. Treutel believes that gift 
and china departments will con- 
tinue to be money makers after 
the war. This will be especially 
true in areas where there will be 
considerable building of new 
homes and the establishing of new 
households. He intends to develop 
his present lines and also add ap- 
pliances or other money-making 
lines that may be available. 


This Window Appealed to the Sports Enthusiast 


Non-critical sport- 
ing goods are 
featured in this 
window display 
installed by Omer 
DeSerres, Ltd., 
Montreal, Quebec, 
Canada. Golf, ten- 
nis, fishing, base- 
ball, boating and 
other outdoor 
equipment are 
displayed. Back- 
grounds are con- 
structed of bea- 
verboard and 
cardboard and 
are light in color. 
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Tune in 








GET ABOARD WITH ADMIRAL 


During the last eight years of peacetime production 
the radio industry expanded at an average rate of 
14% per year. During this same period, Admiral’s 
average annual increase in output was 94%... 
more than 6 times as fast as the entire industry! 

There are no magicians at Admiral—they haven’t 
“done it with mirrors”—but with hard work and 
the application of common-sense methods in en- 


gineering, production and merchandising. 


CRS, 2.30 PM EW, Sundoyt 


for Ramirol World Mews 
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Peacetime Makers of Admiral Radio + America’s Smart Set 
Seen 3800 CORTLAND STREET + CHICAGO 47, ILLINOIS 


Not content to rest upon past kaurels, Admiral is 
going after more records in the post-war years. 
Plans include a new and better Admiral radio plus 
a line of major household appliances—refrigerators 
... home freezer lockers . . . electric ranges—that 
open new avenues of profits for distributors and 
dealers. Admiral will have the designs, the quality 
and the price. So, the tip of the year to live dis- 


tributors and dealers is, get aboard with 







World's Largest Manufacturer of Radio-Phonographs With Automatic Record Changers 























Unwrapped Parcels 


APER is one of items des- 
Presa needed in pursuing 

the war to a successful con- 
clusion. For time past 
there has been a concerted drive 
throughout the nation to save all 
types of waste paper and card- 
board. It is estimated that 667.- 
000 tons of waste paper are needed 
each month in order that the 
armed forces of the United States 
be properly supplied with their 
essential supplies of food, clothing 
and ordnance. 


some 


Not only is it necessary to col- 
lect and save waste paper but it 
is encumbent upon every individ- 
ual to save all types of paper 
which do not fall into the category 
of waste. One of these is wrap- 
ping paper. People have been 
urged to carry home unwrapped 
parcels whenever it is humanly 
possible to do so and stores have 
been urged to suggest that their 
customers follow this practice. 

All of this imposes a duty upon 
hardware salesmen to see to it that 
wrapping paper is conserved and 
that customers be urged to dis- 
pense with wrappings upon par- 
cels whenever and wherever pos- 


sible. 


Asking a customer to carry an 
unwrapped item of merchandise 
through the streets may not be a 
pleasant thing to do but it should 
be done—and it can be done diplo- 
matically. Every bit of new paper 
or waste paper conserved means 
that much more for our fighting 
forces. Food must be packaged, 
clothing must be packaged, am- 
munition and weapons must have 
some protection in shipping and 
blood plasma must be adequately 
safeguarded. It is far better that 
a customer carry her packages 
home unwrapped than that a shell 
should corrode, stick in the muzzle 
of a gun and bring death and de- 
struction to its crew. 

Try to impress the fact upon 
customers that they are directly 


80 


aiding the war effort by carrying 
unwrapped packages. Do it cour- 
teously and quietly and it’s a 
pretty sure thing that they will 
see the light and agree with you. 
And don’t forget to emphasize the 
fact that your firm is not trying 
to economize for itself but for the 
government and in the interests 
of the men overseas. 


Keep Repair Records 


Hardware stores throughout the 
country are concentrating on re- 
pair work. Many appliances and 
items of farm equipment are being 
kept in condition until such time 
as their owners will be able to re- 
place them with new articles. 
These customers will be the first 
to purchase new equipment when 
new merchandise is available. 


Salesmen should keep in touch 
with these customers and should 
know the exact condition of their 
equipment which has been re- 


paired. It’s a good idea to keep 
a record of these people and keep 
it up to date for they are all poten- 
tial buyers when the war is over. 
Such a record would make a first 
class. post-war prospect list. 


Clean Stores 


Doors will be open from now 
on and there will be more dust 
about the store than there was dur- 
ing the cold months. Be sure that 
the store is clean and that the 
merchandise is kept dusted at all 
times. Stores are carrying more 
chinaware and glassware than they 
did in pre-war days and _ these 
items should be kept immaculate 
if you don’t want to have your 
sales suffer. 





Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 


are. 


Each question correctly answered is worth 20 points. 


A grade of 100 is excellent; 80 is good: 60 is fair; 40 is poor, 
and 20 very poor. The correct answers to these questions will 


he found on page 89. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


|--Shrinkage in margin, due to merchandise losses and dam- 
ages, averages 4 per cent of sales a year in dealer Jones’ store. 
What average margin would he have to attain in marking mer- 
chandise to secure a net margin for the business of 28 per cent? 

2—An ideal distribution of the current assets of a financial 
statement in a hardware business is 10 per cent in cash, 40 per 
cent in receivables (accounts and notes), and 50 per cent in 
merchandise inventory. Determine the dollar investment in each 
of the above items in a business whose current assets are 


$30,000. 
3 





A dealer placed a $300 order for waterproofing mate- 


rials. The shipment weighed 3000 lb. and freight amounted to 
$15. Figure what percentage freight is of the cost of goods. 

4—Generally speaking, men are influenced in their buying 
by the following. Use numerals, 1, 2, 3, etc., to indicate the 
order of their importance! Quality, exclusiveness, service, price, 
style, sentiment, reputation, flattery, testimonials. 

5—A dealer sold a customer $7.40 worth of lamp bulbs. He 
collected a Federal tax of 7144 per cent. How much was the 


lax? 


(Answers on page 89) 
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25% to 50% Profit on a Bug! 


The bugs are bringing more profit 
today! Here’s the situation: 

People are moving around .. . like 
crazy. Apartment houses are filled to 
the rafters, rooming houses are bulging. 


And always when that happens, the 
little bugs stick their two cents’ worth 
in to see what’s going on. Naturally, 
this grates on the frayed nerves of 


homeowners and janitors—and they go 
gunning for the critters! 


Where Peterman’s Discovery 
Comes In. 
A bedbug’s worst enemy is Peterman’s 
Discovery! 
The bedbugs know this. So do your 


customers. 
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This is the first year we hope to have 
enough of the big-profit gallon size 
available. You make 35¢ profit on one, 
a clean net of 25%. And that, mister, 
ain’t broccoli. 

But even so, besure you get your 
order in EARLY. 

For speediest possible delivery, make 
a point of ordering Peterman’s direct 
from your jobber. 











Roach and Ant Foods 
for the other Jobs! 


Be ready for jobs of all sizes—all down 
the line—jobs for the small homeowner 
in your neighborhood as well as the 
bigger ‘““Discovery-size”’ jobs. Stock up 
with enough Peterman’s Roach Food 
and Ant Food. They make short work 
of these and other insect pests. 

And remember, these popular Peter- 
man Insecticides bring you up to 50% 


profit! 








IMPORTANT! Peterman’s is one pest. 
exterminatcr that’s extensively adver- 
tised. eye-catching window posters, 
counter cards, and pennants in color 
are FREE for the asking, too—so, tie 
in with our effective’ advertising —and 
you'll get mighty handsome profits 
from the bug nuisance. 


PETERMAN’S 


Insecticide Products 





Order now direct from your job- 
ber —these are his prices: 
DISCOVERY gallon-size $1.40 
2-oz. size $2.00 doz. 
4-oz. size $2.80 doz. 
8-oz. size $4.80 doz. 


ROACH and 
ANT FOODS) 
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This window display 
shows more than 20 
different patterns 
and grades of wall- 
paper regularly car- 
ried in stock. 


Sells 29,000 Rolls of Wallpaper 
In a City of 30,000 Population 


Rai is a 


year ‘round seller in the H. O. 
Crawbaugh hardware store in Mar- 
ion, Ohio, although the two best 
seasons are in the early spring and 
in the fall. Mr. Crawbaugh states 
that about 98 per cent of the store’s 
volume of approximately 25,000 
rolls of wallpaper is purchased by 
women most of whom have been 
“educated to measure their rooms 
before buying.” A year ‘round 





ON AVAILABLE GOODS 
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store display of wallpaper, free 
ceiling paper for each room for 
which paper is purchased, a good 
assortment and a wide range of 
patterns are all factors which help 
the store do this excellent volume 
in a city of 30,000 population. A 
combination paint and wallpaper 
window display helps people in 
Marion remember the store as a 
wallpaper outlet worth visiting. 
From 300 to 350 patterns are of- 
fered. 


Wide Price Range 


The line was first taken on 
about 10 years ago by the Craw- 
baugh store and, while some grades 
are carried at as low a price as 


10 cents per single roll, stocks in- 
clude numbers running as high as 
75 cents per single roll. Most ac- 
tive patterns are those running 
from 20 to 30 cents a roll. How- 
ever, the several pattern books of 
patterns the store does not regu- 
larly stock include some which 
are priced as high as $2.00 and 
$3.00 a roll. 

Relatively few of the store’s cus- 
tomers do their own wallpapering 
yet make their own purchases, 
sometimes inquiring as to the 
names of reliable decorators to do 
the work itself. Mr. Crawbaugh 
says, “Most of our customers have 
made up their minds as to what 
type of paper they want even be- 
fore they come in to buy and we 


H. O. Crawbaugh of Marion, Ohio, offers 
customers from 300 to 350 patterns 
in a convenient permanent department 
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Clarion’s 6-Point 
Post-War Program 


for Distributors and DY-Yel (-¥ 


| To direct CLARION sales through 
. Appliance Distributors, 
lelate] Bye] (-¥3 coverage. 


independent 
assuring complete na- 


To apply to civilian production the engineering 

* and designing skill gained alcoltle sol mm fold a ofa 
the armed forces—plus our years of experience 
in building fine radios. 


To produce a complete and carefully planned line 


* of table models, portables, farm AE aelal ie) (Tiel ate} 
radio phonographs that will enable the distributor 


folate Mee (-Yo] (Tall fo) satisfy his customers’ demands with 
a minimum inventory. 


To produce only those models of radios which 
* careful analysis on 


dealers’ floors has shown that 
the public wants. 


To franchise -with a line that will have continuous 
public demand because of well-developed sell- 
ing features and trouble-free ol lacelaulelila = 


& To insure public acceptance of our product through 
* liberal sales Promotion and advertising help. 







Whatever your post-war facilities or plans aang a 
the CLARION franchise has the necessary sei il- 
ity to meet your conditions. Read the aoe “a 
gram and see the advantages CLARION ™ ring 
to you in your particular territory or locality. 


PLAN WITH CLARION 













' 
WARWICK MANUFACTURING CORPORATION | 
- 4641 Nest Harrison St., Chicago 44, i. - 
d ! Please send information and a copy of your Radio ] 
Appliance distributors and dealers are urge FRws 
to send for the CLARION Pre-View. A = : ere 
i i hi om ame of Firm cnteicneamapeaesicmmanaanaccriam nai ' 
tributor franchise or a retail dealership re oF 
tained now will give you the advenange ” panne bb sili ieee - 
: ay when the race for civilian - 
quick get-away a je —— 
i ity. ——______———_— 
sales begins. ‘ “ 
. ONE TOO SOON TO 

RATION TODAY IS N : 
ania ee prt ; THINKING ABOUT YOUR POST-WAR PLANS ' 
4641 WEST HARRISO nena - Pi caraaaae’ , 

CHICAGO 44 all, ms me ep ee ee 
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This item 


sells itself 
AMMATE WEED KILLER 


IT’S A NATURAL 

FOR QUICK TURNOVER 
> Kills poison ivy and other 
weeds in one application. 
Thousands of farmers, vic- 
tory gardeners and home owners are telling 
their friends about this effective weed killer... 
and it is effective! 

HERE'S WHAT WE'RE DOING 
TO MAKE AMMATE A SELF - SELLER 

Advertising in farm, home and garden magazines 

Articles and publicity 

Colorful window streamer packed in every carton 
. Give-away booklets available for your own dis- 

tribution. 
Prepare now to handle the increasing demand 
for Ammate. If you're not stocking Ammate, 
write for our interesting dealer proposition. 
Order from your jobber today or send us your 
order to be filled through a jobber. 


“Ammate” prices are /air-iraded in those states 
that have fair trade laws. 


qi] JIIND 


DU PONT SEMESAN CO. (inc.) 
Wilmington 98, Del. 














Sell Plant Food 
For Victory Gardens 


Fulton's 


PLANTABBS 


insure 
good profit 








WEU EO!) ... garden 
Tablets ~ 

PLUS results 
rene | guaranteed! 


Here’s a clean, easy, all year ‘round 
seller. You can sell it to every person 
whose hobby ranges from a Victory 
Garden all the way down to a single 
potted plant. And PLANTABBS are 
sold all over the world on a money- 
back guarantee. Nationally advertised 
in the country’s foremost horticultural 


magazines and newspapers. If you 
haven’t stocked PLANTABBS . . . do it 
today! 

AT MOST WHOLESALERS .. . but 


if yours can’t supply you write 


PLANTABBS Co. 


| West Biddle St. Baltimore 1, Md. 
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Here's a part of the year ‘round inside display of wallpaper. This depart- 


ment is illuminated by fluorescent 


lighting and is equipped with 


chairs and tables for the convenience of customers making selections. 


are seldom called on to suggest 
patterns.” 

Wallpaper has a permanent dis- 
play section well toward the front 
of the store, under a fluorescent 
lighted canopy. A table is provided 
customers for examining the pat- 
tern books, table and chairs being 
mounted on a linoleum covered 
platform. Some of the more popu- 


lar patterns are displayed in back 
of the table and chairs, this show- 
ing being supplemented by some 
shown as the background of a 
paint window which is used much 
of the time by the store. As Mr. 
Crawbaugh puts it, “Wallpaper 
begins to sell in the spring. The 
second biggest season for this line 
is in the fall.” 





Outside Displays 


HE Serres Hardware, Algon- 

quin, Ill., displays some farm 
items outside the store on season- 
able days and finds that they at- 
tract the attention of farmers who 
are passing by on way to local feed 
mills and other establishments. Nu- 
merous sales are made because of 











Appeal to Farmers 


such displays. Large feed carts op 
wheels are of especial interest tv 
farmers in this corn raising area 
where a lot of hogs are fed. Als« 
shown in the illustration is a sig» 
which the store carries in its win 
dow, advertising a local event. Com 
munity doings are publicized on it 





These outside displays attract farmers and help increase sales. 
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“Start Your Canning 
Displays Early 
(Continued from page 61) 


are putting up fruits and vege- 
tables. As a result, we have sold 
several hundred dozen cans in the 
past year. Normally, the replace- 
ment market on cans furnishes a 
pretty good business, but this year 
those who had cans have bought 
more and others have gone into 
the home canning business. This 
has doubled and tripled the de- 
mand and we anticipate similar 
conditions during the 1944 sea- 
son.” 

This firm finds that advertising 
matter as furnished by the glass 
manufacturers, as well as govern- 
ment pamphlets and bulletins may 
be distributed to good advantage. 
All this helps to establish the store 
as headquarters for canning equip- 
ment, and this is the reputation en- 
joyed by Easterling which prides 
itself on being a farmers’ supply 
store. 

This firm could have sold thou- 
sands of pressure cookers during 
the past season, but unfortunately 
they were not available in volume. 


The Oldest Hardware Store 
in the United States 
(Continued from page 75) 


—four shillings.” The following 
year includes among receipts at 
the store for payment of a bill 
“eight Hoggs and one Heifer” 
valued at eight pounds, five shil- 
lings. Another barter transaction, 
the same year, was payment by 
Christian Booch, tailor, with a 
“blue Broadcloth Bigg Coat,” 
valued at three pounds, seven shil- 
lings and sixpence. And in 1762 
it is recorded that Jacob Immel, 
the schoolmaster, settled his ac- 
count “by schooling the three 
sons” of the proprietor, this ser- 
vice being considered worth one 
pound, nine shillings and ten- 
pence. 

Until April 16, 1834, when the 
former Philadelphia & Columbia 
Railroad was in service into Lan- 
caster all merchandise shipped to 
the store came by stage coach line. 
And it was not until 1857 that the 
Philadelphia & Columbia became 
part of what is now the Pennsyl- 
vania Railroad system. 
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CORD SETS aad 
CHRISTMAS OUTFITS 


Remember ROYAL — _, 
a good name to 


J 
“go buy” i" 


ee: Se 


ELECTRIC COMPANY, INC. 


95 GRAND AVENUE - PAWTUCKET, R. I. 





MANUFACTURERS of porcelain 
enameled utensils have been told by 
WPB to expect no further increases in 
their supply of steel. All second quar- 
ter space in the mills has been taken, 
and the larger mills are filled through 
the third quarter. However, there is 
still a little third quarter space open. 
The available supply uf steel will be 
limited by reduced ingot production 
and increased military requirements, 
according to WPB Steel Division 
officials, but they say it is probable that 
all allotments for this industry will be 
placed. 

nat ot 


TO CONTINUE SERVICE at its 
present levelp as machines grow older 
and need more repairs, the recent Jn- 
dustry Conference of Domestic Laundry 
Equipment Service Managers requested 
continued planning for increased re- 
pair parts production, WPB said. At 
an all-day conference, devoted to re- 
pair problems of domestic washing 
machines, it was reported that demand, 
in general, is being met. It was the 
view of the industry, however, that if 
the present rate of service is to be 
maintained, as existing machines grow 
older, a moderate increase in repair 
part production and manufacturers’ in- 
ventories will be necessary. 

The number of repair parts which a 
manufacturer can carry in his inven- 
tory at any one time is now limited to 
the number of such parts which he sold 
during the first half of 1943. 

WPB officials believed that some ad- 
justment can be made and stated that 
the relatively favorable materials situa- 
tion is due in great measure to the 
industry's cooperation with the salvage 
problem. The return of worn-out parts, 


in exchange for new ones, has resulted _ 


in as much as 90 per cent recovery of 
steel, aluminum, and copper, they said. 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 
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The importance of maintaining equit- 
able distribution of repair parts and 
of providing training facilities for ser- 
vice operators was stressed. In the 
opinion of the service managers, the 
number of repair shops is adequate, 
but additional training is needed for 
inexperienced operators. 


ee 


ACCORDING TO REPORTS pre- 
sented to the WPB at a meeting of the 
Machine, Wood and Sheet Metal In- 
dustry Advisory Committee, the use of 
triple alloy steel instead of single alloy 
for recessed-head screws has not yet 
been sufficiently tested. Products made 
with triple alloy must be subjected to 
use tests before final conclusions can be 
arrived at about the feasibility of using 
triple alloy, industry members said. 

The committee recommended that 
single alloy steel be provided until pro- 
duction problems arising from the use 
of triple alloy are solved and all neces- 
sary tests are made. The transition 
from single to triple alloy should then 
be gradual, the members said. 


x** 
A DECREASE IN OUTPUT of 


screw machine products as a result of 
manpower shortages was reported by 
members of the Screw Machine Prod- 
ucts Industry Advisory Committee at 
their meeting here, WPB said recently. 
Loss of men to the armed services and 
to other industries in 1943, coupled with 
recent induction of workers in the 18 
through 25 year age group, was re- 
ported to have curtailed production in 
some cases by as much as 20 per cent 
during the last six months. Further 





production loss is inevitable, industry 
members said, if men in the 26 
through 29 year age group are with- 
drawn. 

Approximately 82 per cent of the 
items used in military operations re- 
quired screw machine products, ac- 
cording to data presented at the meet- 
ing. The output of the industry is used 
almost entirely for direct and indirect 
military purposes. Consideration will 
be given to the manpower problem, 
Government officials said. 

xk 


STEEL SUPPLY, production of 
metal ice cream cans, milk can distri- 
bution, Conservation Order M-200 and 
Haulage Request TR-2, were the prin- 
cipal topics discussed at a recent meet- 
ing of the Fluid Milk Shipping Con- 
tainers Industry Advisory Committee, 
according to WPB officials. 

Sheet steel is still very tight, a gvuv- 
ernment representative stated, as a re- 
sult of military needs, but new plate 
facilities are expected to ease the situ- 
ation somewhat at a later date. The 
committee reported receipt of second 
quarter allotments, and said that, for 
the most part, they have already been 
placed on rolling mill schedules. 

Metal ice cream cans are considered 
as being under the milk can code in 
application for steel, and such applica- 
tions will be given favorable considera- 
tion, a government spokesman said. 

x *e 


BECAUSE SPECIFIED TYPES 
and sizes of wrenches are required con- 
stantly by the Armed services and their 
contractors, restrictions on the produc- 
tion and distribution of these wrenches 
were recently relaxed by WPB in 
amending Appendix A, attached to 
Schedule II to Order L-216. The num- 
ber of sizes of open-end, non-adjustable 
wrenches, box wrenches, and socket 
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OU can’t beat American Fence 
for farmer demand! 

Why? Top-notch quality, for one 
thing. Proven durability and econ- 
omy, for another. And not to be for- 
gotten is the fact that consistent, 
steady advertising to your customers 
keeps them sold on the name, quality 
and economy of American Fence. 

This advertising has recently been 
urging your customers to order fence 
now for future needs .. . to get their 
orders in, so that it will be easier for 


OPE they 
UO ERICAN FENCE 01 SE: 


Make Your, Fences Last Longer’ 
would be a good thing to send out to 
your fence customers. We'll be glad 
to send you copies if you'll just men- 
tion the matter to our representative 


you to distribute American Fence 
fairly as you get it. You’ve done a fine 
job on this so far. And we know it. 
But there still isn’t enough Ameri- 
can Fence being made to satisfy all 
demands. We know that, too. So 
maybe our free booklet on “How to 





> 


on his next call . . . or write direct 
to our nearest branch office. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


2) AMERICAN FENCE 
Vhewed move tn ude ean any hee brand 
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IN INDUSTRY 


On every battlefront our fighting men 
are depending on Justrite Safety Lan- 
terns, headlights, plastic flashlights, and 
penlights to see them through the “dark 
spots.” 

Tomorrow, when peace comes, these 
Justrite products are bound to be high 


on their “wanted” list . . . because these 
fellows know Justrite Products. Better 
plan your stock now .. . Justrite is sure 


to be first in peace, just as it is... 


First in Industry 
That’s because Justrite 
Safety Lanterns, Safety 
Cans, Safety Filling Cans 
and Oily Waste Cans are 
helping industry pre- 
vent costly fires and ac- 
cidents .. . helping con- 
serve vital materials .. . 
and helping safeguard 
the lives of American 





workmen. 


Today, there’s an unceasing demand 
for Justrite Safety Products. You can 
supply these items to priority customers 
... it’s a steady, profitable line that’s pre- 
ferred in peace, in war and in industry. 


Write today or see your jobber. 
y y } 


JUSTRITE MANUFACTURING COMPANY 
2063 N. Southport Ave., Dept. A-3, Chicago 14, Ill. 















wrenches permitted to be manufactured 
was increased. The schedule was 
amended to make clear that there is no 
option on the use of carbon or alloy 
steel in the production of permitted 
types of wrenches in cases where alloy 
steel only is specified. In other cases, 
producers must not make the same 
type wrench in both carbon and alloy 
steel unless specifically permitted to do 
so by Appendix A of the schedule. 


Table Display Brings 
Over 100 Jobs to 
Lawn Mower Repair 
Department 


(Continued from page 66) 


vice and suggest the name of a 
nationally advertised packaged 
commercial grass fertilizer. 

“The lawn mower sharpening 
and repair department,” says Mr. 
Wymore, “has grown steadily for 
us the past two years. At first, we 
had one repairman who worked 
«easonally for us. Last year it took 
two in the department for three 
months, and one part time man 
for the balance of the summer and 
fall. This season we expect to 
handle the work with two full 
time repair men. The profit from 
the department is extremely sat- 
isfactory and helps to make up the 
loss from other departments where 
stock replacements are now im- 
possible. Also, we feel that we are 
doing our customers a real Wwar- 
time service. 

“The tie-up of the service and 
repair department with the Victory 
Garden seed department, and the 
partnership promotion has helped 
both departments. [ think it is 
conservative to say that by this 
method we have increased our sale 
of packaged fertilizer and grass 
and seed foods by one third. We 
are finding that our customers are 
becoming ‘repair minded.’ We ex- 
pect to continue promoting the 
department in post-war years and, 
while it will not take the place of 
sales as today, it should furnish a 
good profit each year.” 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 114 

















We Sewe the OSA. 
WITH A COMPLETE MODERN LINE OF 
SPACE HEATERS 


USING ALL FUELS IN ALL PRICE BRACKETS 


Cole Hot Blast Space Heaters have 
National Consumer Acceptance, Fin- 
est Construction, Patented and Spe 
cial New Features. 


Attractively priced to compete favor- 
ably with all heaters on the market 
today. Write now for catalog illus- 
trated in full colors. 


Manufacturers of 


Gas—Oil— Coal— Wood Heaters 
Gas-Oil Fired Floor Furnaces 





COLE HOT BLAST 
MANUFACTURING CO. 


3108 W. 51st Street, Chicago 32, Ili. 








VICTORY HARDWARE 


RIM SCREEN DOOR 
LATCH SETS 








SERIES NO. 76-00-1 


A strong, well-designed latch that will give 
long service. Easy operating thumb but. 
ton locks latch securely. Furnished only 
in Parkerized Black. Packed one set in 
box with screws. For doors %" x I!" 
thick, opening out. Latch case, wrought 
metal. Knob, wrought face with cast back. 
Outside escutcheon, beveled edge, 4!/2" 
x A". 

For 46 years Shelby’s consistent record of top quality 
has earned Builder preference and Dealer loyalty. 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


chloe — since Mie 


EZ BUILDERS HARDWARE 
Geed Lovks — Beller Wem 
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Displays Help Relieve 
The Manpower Shortage 
(Continued from page 63) 


every kind of household mop. 
Here also is an effective showing 
of laundry and cleaning aids, in- 
cluding rope, clothes lines, 
brooms, sponges, and grass rakes, 
the display topped with a long row 
of different kinds of laundry and 
clothes baskets. 

With displays like this all over 
the store, a streamlined sales force 
is adequate, especially in the 
housewares department. Although 
no customer remains in the store 
more than a few minutes without 
receiving a friendly greeting, even 
though all the salesmen are busy, 
most of them are content when 
they are told: “I'll be with you in 
a few minutes. Won’t you look 
around and make yourself at 
home?” 


Does a Splendid Job 


The greatly enlarged house- 
wares department fills the space in 
the store formerly occupied by 
electrical appliances. It does a 
splendid job in replacing the vol- 
ume formerly delivered by re- 
frigerators and washing machines. 
But the Fort Smith Vehicle & Hard- 
ware Co. is not letting people for- 
get that they are still in the elec- 
trical appliance business. Two 
men are kept busy continuously on 
service for all sorts of electrical 
appliances. Good service, ren- 
dered as promptly as possible on 
all makes of electrical appliances, 
is keeping the home closely 
welded to the dealer who is pre- 
pared to supply so many home 
needs. 


Correct Answers 
to “Test Your 
Hardware Sense” 


(Questions on page 80) 


!—Answer: A margin of 32 per cent 
would have to be averaged in marking 
goods. 

2—Answer: Cash (10 per cent) 
$3000; receivables (40 per cent) $12,- 
000; and merchandise inventory (50 
per cent) $15,000. 

3—Answer: Five per cent. 

4—Answer: 1, price; 2, quality; 3, 
service; 4, reputation; 5, testimonials; 
6, style; 7, exclusiveness; 8, flattery, 
and 9, sentiment. 

5—Answer: Tax, 56 cents. 
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'Let’s Get Together 
~,,. And Make Things Move! 


Corbin Screws, on the essential list and being turned out by the million for 
war requirements, are still available to wholesalers and retailers. Why, 
then, should there be any great delay in deliveries? 

The answer is: There shouldn’t be! But, like other manufacturers, 
Corbin is swamped with the detail of small orders. A single gross order goes 
through the same clerical routine as a carload, and when production is split 
up into innumerable small outlets, deliveries are bound to suffer. 

The solution? . . . Teamwork. 





Retailers will get better service by 
ordering from their distributors. The 
jobber is nearby. He can fill orders 
more promptly — can combine Cor- 
bin items with other products in a 
single delivery — whereas an order 
for a few gross sent directly to us 
must go on the waiting list. 
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Wholesalers will give better service by shipping from stock. The govern- 
ment, in the interests of speeding production and distribution, has enabled 
the distributor to set up an essential inventory of screws, nuts, stove bolts 
and other Corbin products. 

Corbin will help him main: . 
tain that inventory. 








WHOLESALE 
HARDWARE 











One thing is certain: the 
regular trade channels 
are the best bet for 
everyone concerned. 
Let’s work together — 
for speedier service all 
around! 














Escutcheo : ge G 
peor i 
Cc 
. THE CORBIN SCREW CORPORATION 
"4 The American Hardware Corporation, Successor 


NEW BRITAIN, CONN. Warehouses: New York, Chicago 


SCREWS « NUTS « CHAIN 
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June Brides, Picnic Supplies and 
Glassware for Late June Displays 



































GIFTS 


JUNE 
BRIDES 
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GLASSWARE 


FOR EVERY 





OCCASION 











JUNE BRIDE 
GIFT WINDOW 
MERCHANDISE: 


Plaques, tea kettle. 
teapots, glass oven- 
ware casseroles, 
roasters, baking dish- 
es, cookie jars, drip 
type coffee maker, 
irons, flour sifters, 
canister sets, bread 
box, toaster, beater, 
vases, kitchen knives. 
kitchen utensils, din- 
nerware, glassware. 
stemware. 


BACKGROUND: 


Entire background of 
blue - whi'e  corru- 
gated board or paint- 
ed wallboard. Cut- 
out letters of bright 
blue. Artificial flow- 
ers also can be used 
in the background. 


PICNIC 
SUPPLY 
WINDOW 
MERCHANDISE: 


Fitted picnic baskets, 
plain picnic baskets, 
outside charcoal 
grills, wire grills, 
buckets for potate 
chips and popcorn, 
charcoal bricks, pa- 
per napkins, paper 
plates, and cups, as- 
bestos gloves, coffee 
pots, long handled 
utensils. 


GLASSWARE 
WINDOW 


MERCHANDISE: 


Stemware, water 
tumblers, iced tea 
sets, water pitchers, 
glassware luncheon 
sets, glass salad 
bowls, etc. 


BACKGROUND: 


Center panels of 
l'ght blue corrugated 
boord or painted 
wallboard. Dividing 
strips of rose. Cut- 
out letters in bright 
yellow. 
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F PAY MULTI-STAGE 
BJECTOR PUMPS 

Completely automatic, with self-adjusting control Vibes, assuring maximum 

efficiency at varying well depths, this new multi-stage pump is typical of the 


advanced engineering in the complete F & W line. We offer both centrifu- 
gal and reciprocating pumps in models for shallow, medium and deep wells. 





s<xxaaxx<x 78 Years’ Expertence ~r>r>>r> 


FLINT & WALLING MFG. CO., INC. 


KENDALLVILLE, INDIANA + BUY WAR BONDS 


ee 
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FRANK H. WILKOWSKE of 
Morristown, Minn., who has been in 
the hardware business fifty years, 
held so many positions of honor and 
trust during that time that he could 
easily be made the basis of the joke 
that is going the rounds, namely, 
‘What Did You Do With Your 
Leisure Time?” He was born on a 
farm near Morristown, September 
30, 1872, where he learned to milk 
and follow a walking plow on his 
father’s 280-acre farm at the age of F. H. WILKOWSKE 
eight. Early in life he took a course 
in commerce and business law to prepare himself for a 
business career and bought his present hardware store 
March 19, 1894. He entered politics in 1895, when he 
was elected village recorder, or clerk as they now call it. 
Then he became mayor for two years, recorder, treasurer 
of the board of education, treasurer of the creamery com- 
pany for 21 years, county commissioner, clerk of the Mod- 
ern Woodman Lodge 40 years and still holding the office, 
justice of the peace, a position he still holds and a notary 
public for 21 years. He also was elected president of the 
Farmers State Bank, which he organized, but. as he says 








in his own words, “I quit when | had trouble with my 
customers trading with me, as they said, ‘Wilkowske is a 
banker and does not need the money.’” Even with all 
these jobs on his hands for the last 50 years, Mr. Wil- 
kowske has had an opportunity to follow his hobby of 
traveling and spent his vacations that way. He has been 
in Old Mexico twice, Canada once and in 19 of the states. 
As a clincher he has been a delegate to the Republican 
State Convention 20 times, the last one just recently. 


GEORGE CHICOINE, 
vice-president of J. M. War- 
ren & Co., Troy, N. Y., is 
approaching his 69th _birth- 
day, has completed his 55th 
year in the hardware business 
and has spent all of that time 
with this firm which was found- 
ed in 1809. Mr. Chicoine was 
born June 12, 1875, and entered 
the employ of the Warren or- 
ganization on April 1, 1889. 
He passed through the suc- 
cessive stages of junior clerk, 
department manager and as- 
sistant buyer and in 1940 be- 
came vice-president in charge 
of purchases. Mr. Chicoine 
has for many years been a 
director and treasurer of the Athletic Club of Troy. His 
principal hobbies are music, golf and after dinner 
speaking. 





GEORGE CHICOINE 


MRS. KATHARINE DU- 
BELBEISS, head of the F. J. 
Dubelbeiss hardware and |} 
paint store, Rochester, N. Y., *§ 
is 82 years of age and has 
spent 57 years in the hardware 
business. Born August 9, 1861, 
Mrs. Dubelbeiss entered the 
business with her husband in 
March, 1887, five years after 
her marriage. Upon the death 
of her husband in 1898, she 
managed the business success- 
fully and alone until 1907, 
when her son, Fred M. Dubel- 
heiss, recently elected presi- 
dent of the Rochester Retail 
Hardware Association, became 
associated with her in the 
business. Since 1910, her son-in-law, William H. Brown, 
has also been a member of the firm. Mrs. Dubelbeiss has 
found time to engage in many philanthropic and church 
organizations. One of her principal hobbies has been 
traveling and she has visited nearly every state in the 
Union and Canada. The other has been watching her 
family of three children, two daughters and one son, grow 
to include two grand daughters and two great-grand 
daughters. 





MRS. KATHARINE 
DUBELBEISS 
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The Big Volume of Paint Business 
Will Always Be Done By Independent 
Dealers Handling Quality Merchandise 


As an independent businessman, you are a real institution in 
your community. Through long experience and intimate con- 
tact you have built a solid foundation of good will and con- 
fidence among your customers, so that when the better things 

come after the war—the great expansion in home building, new 
developments in architecture and decoration, the greater role 


of color—they will look to you for advice, service and paint. 


And, Martin-Senour will be ready to give you just what you 
need to sell more paint. For Martin-Senour has always molded 
its policy to serve the needs of the independent dealer. Right 
now Martin-Senour is working for you, developing sensational 
new materials, expanding its already outstanding contribu- 
tions in the field of color, preparing hard hitting, practical 
merchandising plans—all to help make your future secure 
and successful. Now is the time for you to be doing your own 
planning, before “tomorrow” becomes “today” and finds you 


unprepared. Talk things over now with Martin-Senour! 


2520 Quarry Street 


MAY 25, 1944 


Chicago 8, Illinois 
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The 
Dean’s Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


+6 a 
i | RSATZ"—1 have been inter- 


ested in the word. Just what does 
it meam@ I did not find it in a re- 
cent English dictionary. In a Ger- 
many dictionary I find it means “a 
substitute.” 

The war is developing many 
words our dictionaries have not yet 
assimilated. 

Many established military terms 
are from the French—caisson, gen- 
eral, lieutenant, bayonet, etc. These 
French words were absorbed into 
English through the wars of the 17th 
Century when the French armies 
overran Europe and were the mod- 
els of all other nations. This war 
will plant many new German words 
in our vocabulary. 

Recently chatting with the editor 
of a clothing (women’s) magazine 
[ asked what policy they were rec- 
ommending just at this time to their 
dealers. The answer was that on 
account of shortages in materials 
the industry had become loaded with 
lines of ersatz (substitute) merchan- 
dise. Not only had prices advanced 
to 100 to 150 per cent above nor- 
mal but the quality (ersatz) had 
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led to a great deterioration in qual- 
ity. So the poor civilian has been 
getting it both ways—up and down! 
This seems especially true in 
women’s, girls’, and babies’ gar- 
ments. , 

This editor remarked that as soon 
4s peace conditions returned deal- 
ers in their line believed consumers 
would insist upon a return—first of 
all—to standard quality. Therefore 
the magazine was now recommend- 
ing that merchants, as quickly as 
possible, clear their shelves of any 
surplus of ersatz goods. No doubt 
hardware dealers have noted adver- 
tisements stressing lower prices in 
these lines. 


“Refresher Courses” 


We have heard of “refresher 
courses” in the Army. Elderly, top- 
notch officers were attending these 
classes to refresh their minds and 
bring themselves up to date. It 
seems a very good idea. Most of 
us, as. has been well said, do not so 
much need instruction as to he re- 
minded. 





Here in New York, following this 
idea, the important Sales Executives 
Club in collaboration with National 
Federation of Sales Executives, Na- 
tional Society of Sales Training Ex- 
ecutives and the American Manage- 
ment Association have been holding 
weekly evening meetings at which 
nationally known sales managers of 
our great industrial corporations 
speak on their post-war plans of dis- 
tribution. These meetings have been 
enthusiastically attended by about 
1000 sales managers. Some of the 
subjects discussed have been—sales 
training, selection of staffs and sales- 
men, advertising and public rela- 
tions, designing, editorial writing. 
motion pictures and radio in selling. 
and last, but not least, a demonstra- 
tion of Television as an aid to post- 
war selling. 

These meetings have been held at 
the Hotel Roosevelt and a number 
of pamphlets have been .issued and 
others are in preparation. 


Post-War Distribution 


Probably this symposium of sell- 
ing is the last word of our best sell- 
ing minds in post-war distribution 
of the nation’s production in al) 
lines. It is noted that many sales 
executives from out of town have 
attended. Attendance of above men- 
tioned associations has averaged 
about 90 per cent and the interest 
in the addresses has been intense. 

I have had the pleasure of inter- 
viewing a hardware manufacturer’s 
salesman who has attended a num- 
ber of the recent hardware retail 
state conventions. He says that these 
meetings, notwithstanding transpor- 
tation difficulties, have been fairly 
well attended. Naturally, these deal- 
ers are first of all seeking supplies. 
He states they are interested in pres- 
ent and future developments and are 
surprisingly cheerful. As_ their 
young men have departed into the 
armed forces, the older men, the 
owners have buckled down to the 
daily tasks. They all admit that 
the help of women clerks has been 
important and efficient. 


The great increase in Victory Gar- 
dens all over the country has led to 
the finding and putting into use real 
and makeshift garden tools and sup- 
plies. Many dealers are stressing 
the greater care of garden tools un- 
der existing conditions and instruct- 
ing pioneer gardeners. 

But above all, this salesman 
states these meetings under condi- 
tions of common difficulties has led 

(Continued on page 137) 
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A MESSAGE TO MYERS DEALERS 


Wartime has emphasized the value of service and its 
influence on sales. Build up your service department 
now. Use the material we furnish that ties in with 
service — the sales and service decals—the news- 
paper ads on repairs and replacements — the handy 
care and maintenance book. With our complete pro- 
gram for local cooperation, you can let everyone in 
your territory know that you are headquarters for 
Myers Sales and Service. That’s the way to get full 
benefit from the unrivaled consumer acceptance for 
Myers products. Ask your Myers salesman, or write us. 


The F. E. Myers & Bro. Co., 1006 Church St., Ashland, Ohio 
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KLURITLES, disposition of sur 
Pi war goods and manpowe! 

problems of the present and 
tuture were among the topics dis- 
cussed from various angles at the 
war conference and 33rd annual 
meeting of the National Association 
of Sheet Metal Distributors, May 
9 and 10, at the Bellevue-Stratford 
Hotel, Philadelphia, Pa. More than 
100 members and guests, including 
representatives of distributors from 
the west and south, were present al 
the convention, all meetings of which 
were presided over by Eugene Foley. 
Bayonne Stee] Products Co., New- 


Sheet Metal Men Discuss 


tion and vice-president of the Na 


tional Wholesale Hardware Associa- 


tion. 


President Foley in his address, 
called for silence in honor of the 


late A. W. Howe, J. M. & L. A. 
Osborn Co., Cleveland, Ohio, past 
president of the association, and 
briefly extolled Mr. Howe’s services 

Thomas A. Fernley, Jr., secretary- 
treasurer of the association, outlined 





ark, N. J.. president of the associa 





WHEN YOUR CUSTOMER 


SAYS: 


“| NEED FENCE!” 








—he needs your help. For fence is mighty important to 
him in getting that tough food production job done. 

Help him out with Mid-States Fence. There has been 
no let-down in war production at Mid-States, but there 
has been a decided pick-up in the making of Mid-States 
fence and barbed wire—to help you help the farmer keep 
his fences fit. There’s not yet enough to go all the way 
*‘round—but we're doing our best to equalize its distribution. 

Mid-States advertising is broadcasting this news to thou- 
sands of farmers through leading farm magazines. So, you'll 
be hearing “I need fence” often, and will probably be able 
to do something about it with Mid-States. 

(Mid-States products are sold only through our dealers; 
no direct orders accepted.) 





Back of every foot 
of Mid-States Fence 
are many years of 
fence-making expe- 
rience—many years 
of fence satisfaction 
on thousands of 
American Farms. 








MID-STATES STEEL AND WIRE COMPANY « CRAWFORDSVILLE, INDIANA 


Barbed Wire + Steel Posts + Steel Braced Wood Gates 
Blue Ribbon Bale Ties and other steel . Ho for the farm. 
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association activities of the pas! 
year. Commenting on the organiza 
tion’s report on 1943 business condi- 
tions in the industry, he said that 
sales of those reporting were 84 per 





EUGENE FOLEY 


President 


cent of volume for 1940, with in 
ventories as of Dec. 31, 1943, 76 per 
cent of those as of the end of 1940 

Distributors today, said J. R. 
Stuart, chief, Warehouse Branch. 
Steel Division, WPB, are getting 
about one-third of all galvanized 
sheet now produced. He reviewed 
provisions of CMP Regulations, Ra- 
tion Order 9A and PR-19, all help 
ing eliminate much paper work in 
Washington. D. J. Roney, chief. 
Merchant Trade Products Section. 
Warehouse Branch, Steel Division. 
WPB, was introduced following Mr. 
Stuart’s remarks. 

Needs of civilian workers and 
those dependent upon them must be 
met in the greatest degree consistent 
with our other war needs said E. M. 
Lurie, chief, Construction Products 
Branch, Durable Goods and Prod- 
ucts Division, OCR. He told how 
OCR programs—estimating civilian 
needs and recommendations for the 
production of those goods — are 
made. It is the desire of OCR “from 
here on that its future programs. 
or estimates be based,” he said, “on 
production at the rate of unrestricted 
supply instead of minimum essential 
requirements.” Further its program 
provides “that all resources, above 
those necessary to provide for mini- 
mum essential requirements, which 
cannot be employed effectively to 


meet our,military and foreign policy 
needs, shall*likewise be utilized“to 


supply,civilians.” cas 
41. Norman Davies, .assistant chief. 
Industrial and Hardware Supplies 
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War, Post War Problems 


as in the same number of years 
before. 

The present and future copper 
situation were discussed by E. B. 
Humpstone, Copper Division, WPB. 
“The Outlook for the Asphalt Pre- 
pared Roofing Industry” was the 
topic of William B. Alexander, di- 
rector of sales, The Barrett Division, 
Allied Chemical & Dye Corp., New 
York City. 

V. J. Rader, Office of Civilian Re- 


quirements, War Production Board, 


Branch, Wholesale and Retail Divi- 
sion, Office of Civilian Requirements, 
War Production Board, said that any 
large scale lifting of WPB restric- 
tions is impossible at the present 





said there are not enough people 
available to meet all manpower prob 
lems and that manpower will be » 
more acute problem in the future. 
The War Manpower Commission is 
able and ready to help industry in 
better utilization of 4F’s, women and 
over age men. And there are thou- 
sands of returned veterans with 
whom contact may be made through 
WMC. Manpower is a sales problem 
—that of selling people in previous: 
ly unexpected sources of employees 
—on the idea of working at jobs 
new to them. Where legitimate 
claims for deferment are offered con 
cerns making application for irre 
placeable men must make clear t« 


(Continued on page 129) 





HOMER G. SNOOPSHAW SAYS: 


to help ’em understand.” 





THOMAS A. FERNLEY. JR. 


Secretary-Treasurer 


stage of the war. As soon as mate- | 
rial and manpower is available, re- | 


strictions on civilian items will be a ae 

withdrawn. A good example of this a ee 

has been in galvanized ware which BALLOON- 

was very tight last year. In the last \ RE BORNE WEATHER Spies 
quarter of 1943 production was step- PORTING VITAL DATA NEEDED 


ped up by 73 per cent. Prospects AVI 


for civilian needs are, he empha- 
sized, very hazy at this time. 

Howard E. Emmons, chief, Hard- 
ware Supplies Section, Wholesale 
and Retail Trade Division, Office of 
Civilian Requirements, War Produc- 
tion Board, outlined reasons for the 
revisions which resulted in the WPB- 
547 form used at present. (The form 
explained by Mr. Emmons is the 
same as that reproduced on pages 
110 and 111 of the Feb. 17, 1944 
issue of Harpware AGE, with which 
there was explanation of the various 
sections of the revision.) When the 
two basic reasons for WPB-547 
(PD-1X) no longer exist the form 
and procedure will be dispensed 
with by WPB. 

L. M. Cassidy, vice - president, 
Johns- Manville Corp., New York 
City, spoke on “The Future in the 
Housing Industry.” “We won’t have 
to meet a decline in population until | 
1950 when the 25- to 44-year old 
group, the biggest buyers of homes, 
will decline” he stated. It is esti- | 
mated that there will be from two | 
to three times as many houses built 
in the first 10 years after the war 
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“So folks won’t be ‘up-in-the-air’ about the scarcity 
of batteries, we’re running a series of ads 
like this in important magazines every month 
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WPB Asked to Restrain War Established 
Industries From Peace Time Products 
Manufacturing During Reconversion 


Hardware Manufacturers Statistical Association asks 
such delay at least until historical manufacturers of 
builders’ hardware products have adequate opportu- 
nity to reconvert, pointing out that pre-war capacity 
in this field was ample with sufficient excess capacity 
for all post-war volume. Recognizes that beyond re- 
conversion period no check should be placed on free 


competition. 


Ihe Hardware Manufacturers 
Statistical Association, represent- 
ing approximately 90 per cent of 
the builders’ hardware industry, 
has petitioned WPB and other 
appropriate governmental author- 
ities to restrain war established 
industries from the manufacture 
of peace time products during the 
post-war reconversion period, or 
at least until such times as his- 
torical manufacturers in the 
builders’ hardware field have had 
adequate opportunity to recon- 
vert. This action was taken, by 
a resolution unanimously passed, 
at the association’s meeting at 
the Illinois Athletic Club in Chi- 
cago on April 18, 1944. The re- 
solution recognizes that following 
the reconversion period there 
should be no check on free 
competition but takes this action 
in fairness to pre-war producers 
whose capacity was ample and 
whose excess capacity can handle 
all post-war volume. 

The text of the resolution and 
its preamble of explanation is as 
follows: 

“The following resolution is 
based on these premises, 

“a) That it is applicable to 
Builders’ Finishing Hardware, 
Rough Builders’ Hardware, Fin- 
ishing Hardware and Shelf Hard- 
ware, excluding screws, nails, 
bolts and nuts. 

“b) That it is applicable to 
the post-war reconversion period 
only, because it is felt that free 
competitive enterprise should be 
resumed at as early a date as 
possible. 
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“c) That it is applicable only 
to new industrial enterprises 
created to manufacture war prod- 
ucts. 

“d) That the capacity of this 
industry was ample in pre-war 
times and has excess capacity to 
handle all post-war volume. 

“e) That it would be an in- 
justice to saddle private industry 
established before the war with 
the competition of war established 
industries before such pre-war 
industry had adequate oppor- 
tunity to reconvert to historical 
manufacture. It should be noted 
that this is especially pertinent 
because this industry has so 
wholeheartedly converted and de- 
voted its efforts to war produc- 
tion. 

“Therefore, the Hardware Man- 
ufacturers Statistical Association 
representing approximately 90 per 
cent of this industry’s volume 
proposes the following resolution: 

“Resolved that the War Pro- 
duction Board or other appro- 
priate governmental authorities 
be requested to restrain war 
established industries from the 
manufacture of peace time prod- 
ucts during the post-war recon- 
version period, or, if less than 
this, at least until historical 
manufacturers have had adequate 
opportunity to reconvert.” 

J. C. Cairns, The Stanley 
Works, was chairman of the com- 
mittee which prepared this reso- 
lution and was assisted by leaac 
Black, Russell & Erwin Mfg. Co., 
and Hobart J. Hendrick, The H. 
B. Ives Co. 





W. C. Habbersett, WPB, spoke 
informally to this meeting on the 
progress being made in the pro- 
duction of vital metals still on 
the critical list emphasizing the 
continued great war needs for 
such materials. Homer McKee, 
vice president, Roche Williams & 
Cunnyngham, advertising agency, 
spoke on post-war problems of 
the country at large, and of the 
basic need of maintaining the 
American free enterprise system. 





WALBRIDGE ASS’T GEN. 
MGR. BUFFALO ARMS 


George B. Walbridge, formerly 
associated with the Walbridge 
Hardware Co., Buffalo, N. Y., 
has recently been appointed as- 
sistant general manager of the 
Buffalo Arms Corp., Buffalo, 
N. Y. For the past two years, 
Mr. Walbridge has been assist- 
ant to the general manager. 





CLEVELAND FIRM 
TO DISTRIBUTE 
BLACKSTONE WASHERS 


The Cleveland Distributing 
Co., 2323 East 67th St., Cleve- 
land, has recently been ap- 
pointed exclusive distributor for 
Blackstone washers and ironers 
in the Cleveland wholesale area 
covering 21 counties. Blackstone 
is one of the oldest washer 
manufacturers in the U. S., and 
at the present is devoting its en- 
tire facilities to producing war 


materiel. The company’s fac- 
tory is located in Jamestown, 
ef 





=—=—> 





E. W. (PAT) SMITH 


E. W. SMITH VICE-PRES., 
DIRECTOR OF SALES 
FOR PHILIP CAREY 


E. W. (Pat) Smith, formerly 
with Johns-Manville Sales Corp., 
has been named vice-president 
and director of sales of The 
Philip Carey Mfg. Co., and its 
subsidiaries, Lockland, Cincin- 
nati, Ohio. 

His appointment was recently 
announced by R. S. King, presi: 
dent of The Philip Carey Mfg. 
Co., as a part of a general ex- 
pansion program. 

An alumnus of the Universit) 
of Illinois, Mr. Smith has spent 
his entire business career in the 
building material industry, start- 
ing as a salesman in northern 
Minnesota, and serving as sales 
supervisor and branch manage! 
before entering executive sales 
work in New York. 

Mr. Smith served as an officer 
in World War I and has two 
sons, Pat Jr., in the Army Ai 
Corps, and Ed in the Navy os 
a destroyer escort. 

Mr. Smith will make his head- 
quarters at Lockland, Cincinnati. 
Ohio where the general offices of 
The Philip Carey Mfg. Co. are 
located. 


NAHILL SALES MGR. 
ACE MFG. CORP. 
Edward T. Nahill, formerly as- 
sociated with the General Elec: 
tric Co., has recently been ap- 


pointed sales manager of Ace 
Mfg. Corp., Philadelphia, Pa. 
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Manufacturers, 


Jobbers 


To Meet in Atlantic City, 
October 16-19, 1944 


\nnouncement has been made 
by the National Wholesale Hard- 
ware Association and the Ameri- 
can Hardware Manufactur- 
ers Association that their joint 
annual convention will be 
held this year from Monday 
morning, Oct. 16 to Thursday 
afternoon, Oct. 19, 1944 at the 
Marlborough-Blenheim, Atlantic 
City, N. J. In addition to the 
headquarters hotel, where the 
meetings will be held, the United 
States War Department has also 
released to their owners the 
Claridge, Brighton and Shel- 
burne Hotels, all of which will 
now operate on the European 
plan only. Each of the four ho- 
tels has been renovated and re- 
decorated. Total guest rooms 
allocated for the convention by 





hotels are as _ fol- 
lows: Marlborough-Blenheim, 
350; Claridge, 325; Brighton, 
175, and Shelburne, 150. 

This streamlined war-time con- 
vention, with entertainment fea- 
tures omitted, will be the 89th 
semi-annual convention of the 
American Hardware Manufac- 
turers Association and the 50th 
annual gathering of the National 
Wholesale Hardware Association. 
George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary- 
treasurer of the National Whole- 
sale Hardware _ Association. 
Charles F. Rockwell, 342 Madi- 
son .Ave., New York 17, N. Y., 
is secretary-treasurer of the 
American Hardware Manufac- 
Association. 


the four 


turers 








KELLEY APPLIANCE 
SALES MGR. FRIGIDAIRE 
DIV. GENERAL MOTORS | 


Harry M. Kelley has recently | 
been appointed appliance sales 
manager of the Frigidaire Divi- 
sion, General Motors Corp., Day- 
ton, Ohio. Paul H. Brennan has 
returned to his former position of 
commercial sales manager. Mr. 
Kelley has served in various 











HARRY M. KELLEY 
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PAUL H. BRENNAN 


sales capacities in his 12 years 
with Frigidaire. He was district 
sales manager for four years be- 
fore going to the factory as a 
specialist in the public utility 
sales division. He later became 
sales manager of special markets, 
which included farm, replace- 
ment, and multiple housing sales. 

Paul H. Brennan, who has re- 








turned to his former position of 
commercial sales manager, has 
been associated with the Frigid- 
aire commercial sales division 
for over 17 years. Joining the 
company as a commercial sales 
engineer, he was National Users 
& Apartment House representa- 
tive for nine years in New York 
City before going to Dayton 
where he was placed in charge 
of Frigidaires national users de- 
partment. Prior to the present 
time, both Mr. Kelley and Mr. 
Brennan had important respon- 
sibilities in Frigidaire’s war con- 
tracts division. 


WILSON SALES MGR. 
WESTERN DISTRICT 
PYREX HOUSEWARES 


C. A. L. Wilson has recently 
been appointed sales manager of 
the western district, Pyrex 
housewares’ division, Corning 
Glass Works, Corning, N. Y. He 
formerly represented Pyrex on 
the entire west coast, and at 
present will look after Oregon, 
Washington, Montana, and 
Idaho. Mr. Wilson has named 
R. A. Ristad to cover the north- 
ern California, Nevada, and Utah 
territory, while R. F. Barlow has 
been named to cover the southern 
California, and Arizona sales 
territory. Mr. Wilson’s head- 
quarters will be in Los Angeles, 
Cal. 


COBB ELECTED A VICE 
PRES. OF U. S. RUBBER 


Willard H. Cobb was recently 
made a vice-president and a mem- 
ber of the executive committee of 
the United States Rubber Co., 
Akron, Ohio. He was formerly 
general manager of the mechani- 
cal goods, general products, and 
lastex yarn and rubber thread 
divisions. Mr. Cobb joined the 
company as a sales representa- 
tive in 1914. 
dale, formerly director of pur- 
chases, was also elected a vice- 
president and a member of the 
executive committee. He entered 
the purchasing department in 
1920. Both Mr. Cobb and Mr. 
Tisdale were elected directors of 
the company at the recent annual 
meeting of stockholders held in 
Passaic, N. J. 


George M. Tis- | 





TANNER HEADS INLAND 
STEEL CONTAINER CO. 
Earl A. Tanner, president of 

the Milcor Steel Co., Milwau- 

kee, Wis., has recently been 





EARL A. TANNER 


elected president of the Inland 
Steel Container Co.,+ Chicago, 
Ill. Both Milcor Steel, of which 
Mr. Tanner will continue to be 
president, and Inland Steel Con- 
tainer Co., are subsidiaries of 
Inland Steel Co. 

Mr. Tanner joined the Milcor 
Steel Co., 24 years ago as job- 
bing sales representative. In 
1930 he was transferred to the 
then newly acquired Canton, 
Ohio, plant of which he eventu- 
ally became general manager. In 
1934, he was named vice-presi- 
dent of the cémpany. In 1936, 
he returned to Milwaukee, Wis., 
as executive vice-president in 
charge of sales, which position 
he held until elected president 
in 1938. 

The Inland Steel Container 
Co., formerly the Wilson & Ben- 
nett Mfg. Co., is one of the 
country’s largest manufacturers 
of steel barrels, drums and pails. 


YALE & TOWNE BUYS 
SCALE BUSINESS 
OF KRONE COMPANY 


W. Gibson Carey, Jr., presi- 
dent of Yale & Towne Mfg. Co., 
Stamford, Conn., has recently 
announced that the firm has pur- 
chased the scale business of the 
Krone Co., Bridgeport, Conn. 
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WAR 
MODEL 


Non-Auto- 
matic 


ELECTRIC 
IRON 


(615 Watts) 











TOP LINE Automatic 
ELECTRIC IRON 


(Thousand Watter) 


@ Tennessee Valley* is one 


of the plants authorized by 


W.P.B. to proceed at once 
with the manufacture of elec- 
tric irons . . . the first step in 


the new TOP LINE appliance 


program. 


‘Live Distributors—Write NOW! 





) AVE 


TENNESSEE VAL 








TOYS 


*tormerly a product of Brannon, Detroit 


ECONOMASTER IS THE TOP LINE HEATER 
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JOHNSON RESIGNS 
FROM P. & F. CORBIN; 
FORMS OWN AGENCY 


Walter S. Johnson has re- 
signed as of June 1 as general 
sales manager of P. & F. Corbin, 
New Britain, Conn., builders 
hardware manufacturers. Mr. | 
Johnson, whose present address 
is Windsor Road, New Britain, 
Conn., plans to make his home | 
in Florida and_ will travel | 
throughout the southeastern 
states as a manufacturers agent 
covering Florida, Georgia, South 
Carolina, North Carolina, Missis- 
sippi, Alabama, and part of the | 
state of Louisiana. He plans 
to cover only that part of Louisi- | 
ana which is below the state of 
Mississippi and which includes 
Baton Rouge and New Orleans. | 

Mr. Johnson began his hard-| FOR RYERSON & SON 
ware career with the Honeyman Harold B. Ressler, vice-presi- 
Hardware Co., Portland, Ore.,| dent who has been located at 
the Joseph T. Ryerson & Son, 
Inc., large steel warehousing com- 
pany, New York plant, will move 
to the executive offices in Chi- 
cago, Ill., where he will be in 
general charge of sales in all ter- 
ritories. Ainslie Y. Sawyer, for- 
merly assistant to the president, 
has been elected vice-president of 
the company, and will continue 
at Chicago in charge of pur- 
chases. Mr. Sawyer has recently 
returned from Washington where 
he had been as Deputy Chief of 
the Steel Warehouse Branch of 
the WPB. 

Harry W. Treleaven, formerly 
| assistant manager of the Ryerson 
New York plant, has been named 
| manager of that plant, which is 
|located in Jersey City, N. J. 
| Thomas Z. Hayward, formerly in 
charge of tubing sales and priori- 
| ties, is now assistant general 











HAROLD B. RESSLER 


RESSLER IN CHICAGO 








WALTER S. JOHNSON 


wholesalers, later going to In- 
dianapolis, Ind., with Van Camp 
Hardware & Iron Co., whole- 
salers. He left the Van Camp | 
organization to take charge of | 
the Corbin office in New York | 
City, later being tranferred from 
there to New Britain, where he | 
became general sales manager of | 


P. & F. Corbin. 


WARBURTON MOVES 
TO HUDSON, OHIO 


F. M. Warburton Associates, | 
manufacturers’ agents, recently | 
moved from Sagamore Hills, | 
Macedonia, Ohio, to Valley View 
Road, Hudson, Ohio. 


ISSERSON JOINS 
ARNESTO PAINT CO. 
AINSLIE Y. SAWYER 


Seymour Isserson, formerly as- | 
sociated with the Sherwin-Wil- | 
liams Co., 101 Prospect Ave.,| manager of sales. Mr. Hayward 
Cleveland, Ohio, has recently| has been with the company for 
joined the sales organization of | 27 years, and has also served as 
the Arnesto Paint Co., New York | assistant manager of sales of the 
City. Chicago plant. 
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Westinghouse Electric & Mfg. Co. 
Elects Four Vice-Presidents 


The election of four new vice- 
presidents of the Westinghouse 
Electric & Mfg. Co., Mansfield, 


Ohio, was recently announced by 





JOHN H. ASHBAUGH 


George H. Bucher, president. The 
new officers are: R. A. Neal, 
formerly manager of the switch- 
gear division at the East Pitts- 
burgh Westinghouse Works; J. 
K. B. Hare, formerly manager 
of the company’s central district 
sales activities with headquarters 
in Pittsburgh; John H. Ash- 
baugh, formerly manager of the 
Westinghouse Electric Appliance 
Division, and H. H. Rogge, who 
was manager of the company’s 
Washington Government Office. 
Mr. Neal, who joined Westing- 
house as an electrical engineer 
in 1910, has been named vice- 
president and sales manager, re- 
porting to B. W. Clark, vice- 
president in charge of all sales 
of the company. Mr. Rogge for 
the time being, will continue to 
make his headquarters in Wash- 


ington. The duties of Messers 
Hare and Ashbaugh are un- 
changed. 


Mr. Neal was made assistant 
manager of the company’s switch- 
board sales group in 1915, and 
five years later was appointed 
manager of the switch section. 
In 1926, he was appointed 
manager of the switchgear ap- 
paratus and in 1931, became 
manager of the central station 
department. He was advanced to 
the position of manager of the 
switchgear division in 1939. Mr. 
Hare joined the staff of the 
Pittsburgh sales office of West- 
inghouse Electric & Mfg. Co., 
in March, 1919, and in 1938, 
was appointed assistant man- 
ager of the central station and 
transportation divisions in the 
Pittsburgh central office. Trans- 
ferred to the company’s Buffalo 


office as manager in 1935, he was | 





| 
| 
| 

Mr. Rogge joined Westing- 
house as a supervisor of rates 
in the Brooklyn plant in 1922, 
later being transferred to the 
New York office as switchgear 
engineer. In 1925, he was made 
general engineer in that office. 
As a member of the Westing- 
house Electric International Co., 
to which he transferred, Mr. 
Rogge was assigned as special 
representative in the Philippines 
in 1926. He was appointed New 
York sales manager of this com- 
pany in 1934, and two years later 
was promoted to the position of 
manager of all sales activities 
for the company. In 1939, he 
was transferred to Pittsburgh to 
head an agency and specialties 
division of the Westinghouse 
Electric & Mfg. Co. In 1940 he | 
was named manager of that 
company’s office in Washington. 
D. C. 

Mr. Ashbaugh was transferred 
to the company’s electric appli- 
ance division in 1931, after work- 
ing in the East Pittsburgh works 
on aircraft wireless sets, meters | 
and relays, and development of | 
voltage control apparatus for 
power houses and industrial ap- 
plications. He was named assist- 
ant manager of engineering at 
the Springfield, Mass., plant. In 
less than a year he was ap- | 
pointed manager of engineering | 
at that plant. In 1941 he was | 
named manager of manufactur- | 
ing and engineering of the Elec- | 
tric Appliance Division. 








CENTURY DISTRIBUTES 
FOR EMERSON IN 
SOUTHERN CALIF. 


Emerson Radio & Phonograph 
Corp., New York City, recently 
announced the appointment of 
the Century Distributing Co., 935 | 
East Pico Blvd., Los Angeles, as 
distributor of Emerson Radio 
products in southern California 
and surrounding territory. This 
new company is headed by Louis 
R. Swenson, who has had 23 | 
years of wholesaling experience | 
in radio and appliances. 








FLORENCE STOVE MOVES | 
NEW YORK OFFICE 


The Florence Stove Co., Gard- | 
ner, Mass., has recently moved its 
New York City office to 1 Park | 
Ave. The new and larger quar- 
ters include, in addition to the | 
office, modern display rooms for 
Florence ranges and _ heaters. | 
This office is under the direction | 


of R. H. Taylor, who has been 


named manager of the central with the company for a number 


district in 1938. 
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This is the reason 
“es! your Patience 





If you’ve had to wait for 
goods from Briddell that you 
once got promptly, the “Bazooka” 
rocket projectile is the reason. 
We've been making it for the Army 
since back in 1942—along with 16 
other war-essential items. 

Making products to U. S. pre- 
cision standards has sharpened both 
our skill and our speed, raised 
Briddell craftsmanship to an even 
higher level. Our customers are 
benefiting from this already, in the 
goods we're able to allot to civilian 
use; as they’ll continue to benefit 
when we are back on civilian pro- 
duction only. , 

Thank you for your patience; it 
will be rewarded with more and 
better Briddell goods—when the 


war rockets cease to flare. 





le 


Chas. D. Briddell, Inc. 


Craftsmen in Metal since 1895 
CRISFIELD MARYLAND 
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Columbian Rope Names Bockstedt, 
Vice-Pres.; Mosher, Sales Mgr. 


Earl E. Bockstedt was elected | 
a director and vice president, and | 
Charles H. Mosher was appoint- 
ed general sales manager of the 
Columbian Rope Co., Auburn, 
N. Y., at the annual meeting held | 





recently. Mr. Bockstedt joined | 
the company in 1914 as traffic 
manager, and will continue to | 
direct the activities of that de- | 
partment along with his new 
duties as an officer of the com- | 
pany. 

Mr. Mosher became affiliated 


IDEAL POWER LAWN 
MOWER CO. OPENS 
PROVING GROUNDS 


The Ideal Power Lawn Mower 
Co., a division of Rogers Diesel 
& Aircraft Corp., 1120 Leggett 
Ave., New York City 59, has re- 
cently opened its new official 
proving grounds near Sanford, 
N. C. The grounds are in the 
Sanford Golf course in an area 
where various types of grasses 
are available and the growing 
season permits mower testing 
throughout most of the year. 


CARROLL N. E. SALES 
MGR. G. F. WRIGHT 
STEEL & WIRE CO. 


Marshall Carrol] has recently 


been appointed New England 
sales manager of G. F. Wright 
Steel & Wire Co., Worcester, 
Mass. Mr. Carroll is an en- 
gineering graduate of Lehigh 
University. Following World 


War I, in which he served as an 
officer, he was affiliated with the 
Bethlehem Steel Co., Bethlehem, 
Pa., in the Buffalo, N. Y., sales 
district, and later was distrib- 
utor out of Buffalo of welding 
rods for the Reid-Avery Co. For 
the past two years he has been 
in the Procurement Division of 


| the 


| the 
| partment. 


with the company in 1918, and 
as is customary before entering 
the sales department of this com- 
pany, spent several months in 
mills, learning from actual 
experience. He represented the 
rope company in New York state 
and adjacent territories and later 
covered the middle western states. 
After spending several years in 
the latter territory, he returned 
to the main office at Auburn, 
where he was made assistant 
sales manager. 


United States Treasury De- 
Mr. Carroll succeeds 
the late L. Arthur Burton. 
WHARTON RETIRES FROM 
REMINGTON ARMS CO. 
Thomas E. Wharton, formerly 


assigned to the Denver ordnance 
plant of the Remington Arms Co., 
. 





THOMAS E. WHARTON 


Bridgeport, Conn., has recently 
retired after having been with the 
company for 22, years. Mr. 
Wharton was employed as the 
company’s first cutlery salesman, 
establishing Remington cutlery 
products with many hardware 
distributors. In 1933 he was ap- 
pointed cutlery sales manager 
by the company, and while in 
this position developed new cut- 
lery items and dealer fixtures. 





Because of ill health, Mr. Whar- 
ton was transferred to the south- 
| west territory in 1938, to work 
| with the hardware jobbers in 
that section. When Remington 
discontinued the manufacture of 
cutlery in 1941, he was assigned 
to the Denver ordnance plant, 
| Denver, Colo., until his retire- 
ment. He is now living in San 
Antonio, Tex., route 8, and 
would like very much to hear 
from his friends while he is re- 
gaining his health. 








MARSHALL CARROLL 
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Ath 


E. H. ROBINSON 


ROBINSON EASTERN 
SALES MGR. FOSTORIA 
PRESSED STEEL CORP. 


E. H. Robinson, formerly con- 


| sulting engineer on illuminating 


problems for General Electric 
Co., Nela Park, Cleveland, Ohio, 
has been appointed eastern sales 
manager of The Fostoria Pressed 
Steel Corp., Fostoria, Ohio. He 
will be responsible for the Fos- 
toria Industrial Service Centers 
at Cleveland, Buffalo, New Haven, 


| New York, Philadelphia, and 
| Pittsburgh. Mr. Robinsen, who 

has been associated with General 
| Electric Lamp department for 
| the past 20 years, will make his 
| headquarters in Cleveland, Ohio. 





| GEO. ROPER CORP. WINS 
SECOND WHITE STAR 


The Geo. D. Roper Corp., 
Rockford, Ill., has recently won 
its second white star signifying 
| continued excellence in war ma- 
| teriel production. The original 
award was presented to the com- 
pany in March, 1943. This was 
followed by the first white star 
awarded in September, 1943. In 
peace time the company manu- 
factures gas ranges and pumps 
for all purposes, but since the 
start of the war it has concen- 
trated its manufacturing facili- 
ties on 75-mm. and 3-in. projec- 
tiles, aircraft landing gear, 
pumps for many types of naval 
vessels, pumps for the Maritime 
Commission, foundry castings for 
war purposes, and other war 
products. Since Jan. 1, 1944, 
the company has also manufac- 
tured a gas range built under 





the authority of the WPB. 





| MOORE ENAMELING & MFG. CO. WINS PRODUCTION 


“E"’: The Moore Enameling & Mfg. 


Ohio, recently was presented 


excellence in the production of war materiel. 


Co., West Lafayette, 
with the Army-Navy “E” for 
The ceremonies 


took place in the factory parking lot, and the program was 


broadcast over radio station WWVa, Wheeling, W. Va., 


| through a special hook-up. Col. H. M. Reedall, chief of the 


| ed the * 





army service forces in the Cleveland ordnance district, present- 
‘E” flag, and Walter B. Moore, president of the com- 
pany, accepted the award on behalf of the company. Lt.Com. 
J. A. Zurfluh, resident inspector of naval materials at Alliance, 
presented the individual “E™ pins to the plant's 1,100 war 
workers. He was assisted by Pvt. Robert E. Poe, a patient at 
Fletcher General Hospital, who was wounded in action in the 
Southwest Pacific. William B. oye Pittsburgh, vice-presi- 
dent of The Moore Enameling Mfg. Co., served as master of 
ceremonies. Left to right, Walter B. Moore, Esther Hall, 
representing labor, at the speakers’ stand is Col. H. M. 
Reedall, and seated in the front row at the Colonel's right is 
R. S. Cobb, works manager. 
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When they 
fold their tents 
you'll get more 
PURITAN cord! 


Even in frigid-zone outposts our armed 
services require tremendous quantities of 
sash cord for essential uses. They must 
have it! 

Round-the-clock production at PURITAN 
Mills simply can’t meet war’s demands — 
and yours, too! But, your patience and 
patriotism will be,rewarded .. . for when 
urgent war orders cease, you'll get more 
of PURITAN’S Sash Cord . . . when you 
want it! 


PURITAN CORDAGE MILLS, Inc. 


LOUISVILLE . KENTUCKY 


of sash cord, clothes line, 


Manufacturers 
and braided and twisted cotton cords. 








BUY MORE 
WAR BONDS 
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V-BELTS 


are vital today 


The demand for replacement parts is the greatest in 
history. Owners of home workshop equipment, oil 
burners, washing machines, and other household 
appliances have to fix °em and make ’em last, and 
the Gilmer “Eye-Ful” Tower has the answer to their 
V-Belt replacement needs. 


This compact assortment of 35 belts will take care of 
887 different light duty drive requirements and 
the attractive counter display helps them to sell 
themselves. For you it means an easy profit of 
$14.01 on a $21.01 investment. 
f} Don’t wait. Order yours today. 


L. H. GILMER COMPANY 


TACONY, PHILADELPHIA 35, PA. 


4 
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L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 


Send me the complete Gilmer “Eye-Ful” Tower Assortment 
No. 350 as follows: 


1—35 assorted V-Belts for household appliances 


2—Gilmer Handimeter (patented) for quick measuring of 
belt 


3—Display stand, sign, inventory form 
4—Gilmer Belt Catalogue, America's Belt Bible 


Bill me $21.01 through your nearest jobber. 


NAME 





ADDRESS 
a Re a iy meee col 
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FRED A. LAMBERTON 


Lamberton firm in April of this 


Make Your Store | CO. SUCCEEDED BY | year. 
, | LAMBERTON & ROSS | Mr. Ross started with Shap- Pi 
Waterproofing Headquarters The firm of Lamberton & leigh e 1913,.. and worked E. 
, through its stock departments, were 
Ross, manufacturers’ representa- 

ap nce 28 “| and later traveled for them. For year 

You can stand | tives, 407 Security Building, St. | the past 15 years, Mr. Ross has 

squarely back of been in the sporting goods buy- 

ing department, and has spent 

KAY-TITE a great part of his time in sales 

” aac promotion. 
pe Po patina Fred A. Lamberton, Jr., is at 


age of water. 
It’s guaranteed to 
do the job. 





| present an air cadet at Newport, 


Ark., but as soon as the war 
ends he will return to Lamber- 


For cellar walls 
and floors and all 
masonry surfaces. 

Any one can apply 








it. Goes on like | 
paint 
Users are always 






enthusiastic boost- 
ers. They will boost 
your store as the place 
to get real waterproof- 
ing satisfaction. 
Kay-Tite is packed in 10 lb. 
packages and 60 Ib. bags. 
It comes in Grey and White. 
A 10 1b. package will water- 
proof 100 to 150 sq. ft. 

















Write for complete in- SHELBY M. ROSS Wor 
formation. Send your 
Jobber’s name. | men 
KAY-TITE COMPANY Loni 2. Mo. succeeds the Fred eo 
\. Lamberton Co., which was 
West Orange, N. J. : , a - — 
9 | established in 1932 by Fred A. com 
Jobbers now selling Kay-Tite: Lamberton, Sr., who recently ra 
John Duer & Sons, tne... _Sulttinese, Md.; Frederick Yeading, Co., Sroderieh, passed away. Since his death, his the 
Md.; Martin Hardsocg Co., Pittsburgh, Pa.; Igoe Bros., Brooklyn, N. Y., . To ; serv 
New York, N. Y., Jamaica, N. Y., Stamford, Conn., Newark, N. J., Asbur widow, Nell R. Lamberton and ; ene 
Park, N. J., and Hawthorne, N. J.; May Hardware Co., Washington, D. C.; | Fred A. Lamberton, Jr., have FRED A. LAMBERTON, JR. 
delphia, 1 ~pemed Co., Newark, N. J.; Supplee-Biddle Hardware Co, Phila- | been conducting the business. . - 
| Shelby M. Ross, who was for-j| ton & Ross. The company will I 
—_—— — —_—_—__— —____————- | merly with Shapleigh Hardware | sell to the jobbers in Missouri, 
| Co., St. Louis, Mo., wholesalers | Kansas, Nebraska, Iowa, central 
for 31 years in both buying and | and southern Illinois, and west- 
selling capacities, entered the | ern Indiana. 








BOMMER | 


SPRING HINGES 


ARE THE BEST 


ESTABLISHED 1876 


While many of our products are still avail- 





















able, the main effort of our company is men 
devoted to the manufacture of items for the two 
armed forces. pan 
We will give you the best service under pa 

War Production Board Order L-236. 

TRAD 
— MARK N 
BOMMER c 
V 
The 
| MANCO AWARDED ARMY-NAVY “E”: The Manco Mfg. nn 
| Co., Bradley, Ill., recently was presented with the “E” pennant _ 
: | by representatives of both branches of our fighting forces. in 1 
’ | The company, manufacturers of Manco bolt cutters, won this cert 
! | award for outstanding achievement in the production of bolt the 
; and wire cutters, and other tools essential to the war effort The 
’ Double Action Single Action Howard Mann, managing partner of Manco, received the pen- kno 
Standard Type No. 29 Standard Type No. 0 nant for his organization and the presentation was made by Co. 
| Col. H. J. Woodbury of the U. S. Army Engineer Corps, and poe 
BOMMER SPRING HINGE Co., BROOKLYN 5, N.Y. | Lt. Comm. George B. Storer of the U. S. Navy. Left to right: prs 
ICAGO SALES OFFICE: No. 180 N. WACKER DRIVE | Col. Henry J. Woodbury, Capt. Conover C. Smith, Howard : 

— a | Mann, Lt. Comm. George B. Storer, and Lt. E. B. Bremer. the 
MA 
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CHRIST AND IRVING 
WIN 50 YEAR SERVICE 
PINS; STANLEY WORKS 
E. W. Christ and E. W. Irving 

were recently presented with 50- 
year service pins by The Stanley 





E. W. CHRIST | 


Works, New Britain, Conn. Both 
men started their careers with 
The Stanley Works on May 3, 
1894, and have served in various 
capacities since. Mr. Christ is 
vice-president and secretary of 
the company, and Mr. Irving has 
served the company as _ payroll 
accountant. C. F. Bennett, chair- 
man of the board of the company, 
presented the pins to the gentle- 





E. W. IRVING 


men. After the ceremony, the 
two men were guests of the com- 
pany officials at a luncheon held 
at the Shuttle Meadow Club. 


WALTER V. SMITH 
NOW WITH LA PORTE 
ON POST-WAR PLANS 
Walter V. 





Smith has joined 
The La Porte Corp., La Porte, 
Ind., as assistant to the presi- 
dent, a newly created position, 
in which he will be chiefly con- 
cerned with the development of 
the company’s post-war plans. 
The La Porte Corp., previously 
known as the Metal Door & Trim 
Co., made hollow metal doors 
and frames for skyscrapers, gov- 
ernment buildings, etc., prior to 
the war. Operations are now 





MAY 25, 1944 


| devoted 
materiel, 


to production of war 
including joiner doors 
of aluminum and steel, for de- 
stroyer escort, destroyers, LST 
boats, and metal lockers and sup- 
ply cabinets for troop transports, 
cargo ships, etc. The company’s 
aircraft division, builds parts for 
Flying Fortresses, Consolidated 
Liberator bombers, etc. 

Mr. Smith was prior to his 
new affiliation, president of the 
Junior Toy Corp., Hammond, 
Ind., and asociated companies, 





the Calumet Mfg. Corp., Ilam- | 


mond, and Playtime Products, 
Inc., Warsaw, Ind. 
SECOND MARITIME 
AWARD TO DEVOE 


In recognition of continued 
production achievement, the 
U. S. Maritime Commission has 
awarded Devoe & Raynolds Co., 
Inc., its first Gold Star to be 
added to the “M” pennant con- 
ferred on this company Oct. 6, 
1943. “In the seven months since 
receiving this first award,” El- 
liot Phillips, president, said, 
“Devoe employees have worked 
with ever-increasing enthusiasm. 
We are very proud of their rec- 
ord of achievement in contrib- 


uting to the Victory Fleet Pro- | 


gram. Our employees are play- 
ing an important part in the ad- 
vance toward Berlin and Tokio.” 





SOUDER SECRETARY 
TEXAS DEALERS’ 
ASSOCIATION 


Ray M. Souder, recently re- 
signed as secretary of the Indiana 
Implement Dealers Association, 
Inc., in which capacity he has 
served for the past four years, 
and has accepted a position as 
secretary of the Texas Hardware 
& Implement Association. Mr. 
Souder’s headquarters will be in 
the Texas Bank Building, Dallas, 
Tex. Mr. Souder has served as 
president of the Indiana Trade 
Executives Association, and also 


was president of the Retail Farm | 


Equipment Secretaries. The 
Texas Association moved its 
headquarters to Dallas about a 


year and a half ago, and Hugo | 
| Swan, 
| ceeds, has served in the capacity 
| of adviser to the trade organiza- 


Souder suc- 


whom Mr. 


tion. 
FARADAY ELEC. BUYS 
SCHWARZE ELEC. & 
STANLEY & PATTERSON 


The Schwarze Electric Co., 
its Stanley & Patterson Division, 


and | 


which has heretofore operated as | 


a limited partnership, will now 
be overated as Faraday Electric 
Corp., Adrian, Mich. There will 
be no change in ownership or 
operating personnel. 





You're all set to meet any removing problem 
with these three leading paint removers . . . 
And they’re products that are bound to please, 
for they do the job with the least fuss and 


bother. 
LINGERWETT—largest selling remover in Amer- 


ica—is recommended for all general removing. 


WONDER-PASTE —for upright surfaces and ex- 


teriors. 


NO-WASH— permits removing without the neces- 
sity of a wash-up. 


Profitable repeat sales are assured. 


If you are not now stocking these three re- 
movers, write us for complete information. 


WILSON-IMPERIAL COMPANY 
Dept. H-54, 115 Chestnut Street, Newark 5, N. J. 


















RIEGEL 


WORK GLOVES 


These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
controlled—in one plant—from raw cotton to finished 
glove. This single close supervision of every detail re- 
sults in unexcelled quality—durability—economy. 


en, 





“The Right Glove For Every Job” 





RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 7, N. 

















Cooking, Heating and Appliance 
Manufacturers to Meet June 7-9 


The mid-year meeting of the 
Institute of Cooking & Heat- 
ing Appliance Manufacturers 
will be held June 7-9, inclu- 
sive, 1944, at the Netherland 
Plaza Hotel, Cincinnati, Ohio. 
Samuel Dunckel, Shoreham Ho- 
tel, Washington 8, D. C., is man- 
aging director of the Institute. 
The tentative program calls for 
meeting of the board of trustees, 
Wednesday morning, June 7, reg- 
istration that afternoon and trus- 
tees dinner that evening. 

Thursday morning John E. 
Russell, president, Majestic Mfg. 
Co., St. Louis, Mo., and president 
of the Institute, will deliver his 
report. M. F. Cotes, vice presi- 
dent, Duo-Therm Div., Motor 
Wheel Corp., Lansing. Mich., will 
talk on The Stove Industry’s 
Obligation to the Public to be 
followed by an address by Wade 
T. Childress, Deputy Vice-Chair- 
man for Operations, WPB on the 
subject, Pulling the Load To- 
gether. 





The afternoon session will in- 
clude a talk on The Problems of 
Designing Cooking & Heating 
Appliances for Greater Consumer 
Acceptance by J. Gordon Lippin- 
cott, Dohner & Lippincott, prod- 
uct designers, New York City, 
followed by one on Business and 
Government by John W. Darr, 
vice president and general man- 
ager, Institute of Public Rela- 
tions, Inc., New York City. An 
open forum with six members 
of the Industry Advisory Com- 
mittees answering questions on 
L-23-c, Ration Order 9-A, MPR 
64, the materials situation and 
manpower will conclude the af- 
ternoon meeting. The president’s 
reception and dinner will be held 
that evening. 

Friday morning and afternoon 
there will be divisional meetings 
of the gas range, electric range, 
oil, solid fuel and kerosene stove 


divisions, 








RENSHAW SMITH, JR., 
HEADS N. Y. PAINTMEN 


Renshaw Smith, Jr., secretary 
and director, Devoe & Raynolds 


Co., Inc., was elected president 





RENSHAW SMITH, JR. 


of the New York Paint, Varnish 
& Lacquer Association, at the 
May 11 meeting, attended by 
more than 400 members and 
guests at the Hotel Biltmore, 
New York City. A. R. DeVos, 
Breinig Bros., Inc., Hoboken, 
N. J., retiring president, was 
elected vice-president in line with 
the association’s constitution. 
Harry C. Soffer, Paragon Paint 
& Varnish Co., Long Island City, 
N. Y., is the new secretary. 
Hendrick E. Hendrickson, S. 
Winterbourne & Co., New York 
City, treasurer of the association 
since 1928, was again re-electec 
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the executive committee are: C. 





to that office. New members of 
F. Garesche, Titanium Pigment 
Corp., New York City; Ed. H. 
Bucy, Atlas Powder Co., Stam- 
ford, Conn. and L. D. Eldot, L. 
Sonneborn Sons, Inc., New York 





City. 

Twenty-six materials suppliers 
showed new products and new 
uses of old products in the pro- | 
tective coatings field at an ex- | 
hibit in the form of a “What’s 
Cookin’” Symposium held that 
afternoon at the hotel, under 
auspices of the association. 

Hon. Owen Brewster, United 
States Senator from Maine, spoke’ 
on “The Economics of the Post- 
war Period,” at the evening meet- 
ing, and said we will have to give 
our returned soldiers, after the 
war, an accounting of what we 
have done. We will win the war 
but must make sure we will win 
the peace. America will need 
foreign trade after the war and 
must have its fair share of it. 
He urged establishment of a 
globe-girdling All-American. air- 
plane system, using air bases set 
up in connection with the war. 
Such a system would promote 
better understanding between the 
people of this nation and other 
nations. 


EXECUTIVE CHANGES 





MADE BY RYERSON 
Joseph T. Ryerson & Son, Inc.., | 
several changes in its executive 


structure. Harold B. Ressler, vice- 
president, who formerly was lo- 


Chicago, IIL, recently announced 
| 


| cated at the New York plant. 


will move to the executive offices 
in Chicago, where he will be in 
general charge of sales in all ter- 
ritories. Ainslie Y. Sawyer, for- 


, JOHNSON JOINS UTICA 


| DROP FORGE & TOOL 


Utica Drop Forge & Tool Cor- 
poration of Utica, New York, 
announces the addition to their 


merly assistant to the president, | 


has been elected vice-president. | 
He will continue at Chicago in | 


general charge of purchases. Mr. 
Sawyer has recently returned 
from Washington, where he had 
been serving the WPB as deputy 
chief of the Warehouse Steel 
Branch. 


Harry W. Treleaven, assistant 
manager of the Ryerson New 
York plant, has been appointed 
manager of that plant, which is 
located in Jersey City, N. J. 
Thomas Z. Hayward, who is now 
assistant general manager of 
sales, was formerly in charge of 
tubing sales and priorities. He 


has been with the company for | 


27 years, and has also served 
as assistant manager of sales of 
the Chicago plant. 


PARKER MFG. CO. SELLS 
WIRE GOODS EQUIPMENT 
TO HINDLEY MFG. CO. 


The Hindley Mfg. Co., Valley 
Falls, R. I., has recently pur- 
chased the Parker Mfg. Co.'s 
equipment for making wire hard- 
ware. The latter company has 
decided to discontinue the manu- 
facture of bright wire goods, and 
wire hardware so that it may 
devote its efforts to the expansion 
of its tool lines. 





E. L. JOHNSON, JR. 

| staff of E. L. Johnson, Jr. His 
| efforts for the present will be di- 
rected toward product engineer 
}ing and market research. To 
| accept this position Mr. Johnson 
| has resigned from the Shapleigh 
| Hardware Company where he 
was the tool buyer. 


| FARM EQUIPMENT ASSN. 
| MEETING, OCT. 10-12 


| 

The National Retail Farn 
Equipment Association will hold 
its second National Food Produc- 
ing Equipment Conference, Oct. 
10-12, 1944, inclusive at the 
Knickerbocker Hotel, Chicago. 
Ill. Paul C. Mulliken, 207 Hotel 
De Soto Bldg., St. Louis, Mo., 


| is executive secretary. 














ADMIRAL CORP. CELEBRATES 10TH ANNIVERSARY: The 
Admiral Corp, Chicago, Ill., recently celebrated its 10th an- 
niversary. Shown left to right is Irwin Mendels, chairman of 
the executive committee, presenting Ross D. Siragusa, presi- 


dent of the company, with a 


gold watch. All employees of 


10 years’ service were given similar gifts. 
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When peace comes... 


it will be Grand 


One important plank in the Grand 
postwar platform is concentration on 
a short line. There will be Grand Gas 
Range models, of course, in the most 
popular price brackets . . . but con- 
fined to three types which may be 
classified as grand, grander, grandest 
. . . all designed to help step-up your 
profits. Every model will be a live 
number. And every one will embody 
outstanding Grand features for effi- 
cient cooking service. 


There will be short, saleable lines, 
too, in Gas-fired Space Heaters, Wa- 
ter Heaters, and Complete Systems for 
Bottled Gas installations . . . to give 
you a compact but complete line of 
gas-fired appliances. 


GAS RANGES 


CLEVELAND, OHIO 





GRAND HOME APPLIANCE COMPANY e« 


1944 


MAY 25, 








-HARDWARE 
DEALERS 
WANTED 


TO SELL 
HOME INSULATION 














Here’s an unusual opportunity to realize big profits from a 
fast-selling product made solely of non-priority materials 


|... delivered to you in sealed, government inspected, easy 





to-handle cartons . . . really packaged home insulation. 


The product, Reynolds Process Cotton Insulation has already 
been accepted in thousands of homes as the best protection 
against hot summers and cold winters. There are still 
15,000,000 homes in the U. S. without insulation! 


Reynolds Process Cotton Insulation can be used in practi- 
cally all types of homes; easy to install; no special tools 
required. Fire-retardent and water-repellent. Provides home 
comfort at low cost; customer saves up to 30% fuel; builds 
good-will and opens door for the sale of other items in 
your store. 


Send today for complete information on how you can be 
come a Reynolds Insulation dealer. No previous experience 
in selling building materials necessary. We supply a com 
plete educational, advertising, promotional and merchandis 
ing program. 


REYNOLDS METALS COMPANY 
DEPT. H., INSULATION DIVISION 
RICHMOND 19, VIRGINIA 


REYNOLDS 


PROCESS 


COTTON 
INSULATION 
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TRI-M-ITE 





YOU CAN 


BUILD BUSINESS 


with your Rental Floor Sander! 


When the home sander does a good job with the floor 
sanding machine you rent him and the cut sheets you 
sell for use with it, the good word gets around fast. No 
money can buy that kind of advertising. 

Lay the foundation for more business every time you 
sell cut sheets for your rental sander, by furnishing only 


TRI-M-ITE FLOOR SANDING CUT SHEETS 
or THREE-M TEMPERED ' 
GARNET FLOOR SANDING CUT SHEETS 


Both of these cut sheets are made in a complete range of 
grits, and in sizes and shapes to fit all rental floor sand- 
ing machines. Specify them by trade name when you 
order from your jobber and give the name and model 

of your rental floor sanding machine. 


TRI-M-ITE-Floor Sanding Paper is also 
available in 50-yard rolls, from which 
you can furnish lengths or sheets. Ask 
your jobber for it. Specify the name 
— TRI-M-ITE Floor Sanding Paper 





Minnesota S&S 
Mininc anno 


Mi anuFacTuRING Co. 


SAINT PAUL 6, MINN 


BRANCHE N PRIN wl TIE 


GENERAL OFFICES 
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| of the Empire State Hardware & 


VERD-A-RAY SEPARATES 
FROM SAVE ELECTRIC; 
FORMS OWN CORP. 

The Verd-A-Ray Corp., To- 
ledo, Ohio, was recently issued 
papers of incorporation by the 
State of Ohio. The primary pur- 
pose of the new corporation is 
to manufacture and deal in elec- 
tronic devices. Verd-A-Ray, a 
type of color-correcting 
descent lamp, was originated by | 
the Save Electric Corp., Toledo, 
Ohio. 

Max Ettinger, long affiliated 
with the incandescent lamp in- 
dustry, has been elected presi- 
dent of the new corporation, and 
E. G. Kirby, Toledo banker, has 
een named treasurer. The sec- 
retary of the company is Jack 
Siegel, New York City account- 
ant, and W. Ira Merell is assist- 
ant treasurer and comptroller. 
H. J. Howard, Miami Fla., cor- 
poration lawyer, will serve ac- 
tively as assistant secretary and 
assistant to the general manager. 
O. J. Schroeder, formerly in 


| and 
| publicity committee as well as a 
| member of the board of direc- 


charge of Westinghouse Lamp 
Mfg., Bloomfield, N. J., is vice- 


president in charge of manufac- 
turing. M. J. Grosse, formerly 
sales manager for Save Electric 
Corp., is vice-president in charge 
of sales, and Ormonde Levi, in- 
ventor of Verd-A-Ray, is director 
of research. 
BUDA CO. AWARDED 
PRODUCTION “E” 


The Buda Co., Harvey, IIl., 
which has been devoting nearly 
all its production toward the war 
effort for the last four years in 
the manufacture of Diesel and 
gasoline engines, generator sets, 
fire pumps, lifting jacks, etc., 
was presented with Army-Navy 
“E.” An interesting feature of 
the ceremony was a product ex- 
hibit of from 20 to 30 representa- 
tive products which are supplied 
to the various branches of the 
armed forces. Col. Luke W. Fin- 


lay, executive to Chief of Trans- 


incan- | 





portation Corps, Washington, 
D. C., was the principal speaker, 
and the “E” pennant was accept- 
ed by J. S. Dempesy, president | 
of the company. Lt. Comm. Carl 
C. Stockholm, Commanding Off- | 
cer, Shore Patrol, Ninth Naval | 
District, presented the pins to the | 
five representative employees who | 
were elected by impartial ballot. | 


ACKER PRES. CHAMBER | 
COMMERCE OF QUEENS 
| 


Ambrose B. Acker, president | 


Supply Corp., 27-26 Jackson Ave., 
Long Island City, N. Y., was 
elected president of the Chamber | 
of Commerce of the Borough of 
Queens, New York City, at a 








recent luncheon meeting. Mr. 
Acker has been first vice-presi- 
dent of the chamber since 1939 
is also chairman of the 


tors. He is a former president 
of the Queens Rotary Club and 
director of the New York State 


| Crippled Children’s Association. 





CENTRAL STATES HOLDS 
TWO APRIL MEETINGS 


The Central States Hardware 
Club held a dinner-meeting in 
Chicago in advance of the Cin- 
cinnati Convention and also a 
Sunday night informal dinner 
meeting at Cincinnati at the 
opening of that convention. 
There were no speeches as both 
gatherings were intended to be 
entirely social and to afford an 
opportunity for manufacturers 
and their wholesaler friends to 
be together. The Chicago meet- 
ing was held Friday night, April 
21, a date selected to attract 
those going to the convention 
and those who were attending 
the builders hardware industry 
meeting in Chicago the previous 
day. 

CELEBRATES 75th 
BIRTHDAY 

On May 27th, 1944, Geo. H. 
Harper, National Enameling and 
Stamping Co., will celebrate his 


75th birthday. Mr. Harper is 
well known to all hardware 
manufacturers and wholesalers 


who have attended either the 
joint spring or fall conventions 
as he has long taken an active 
part in such gatherings. A past 
president of the Old Guard, a 
member of the HARDWARE 
AGE Fifty Year Club, His 
torian for the X Club, the man 
who worries most about the semi- 
annual X Club and Old Guard 
luncheon meetings Geo. Harper 
is a busy man at conventions. His 
mail address is care of his com- 
pany, 1901 Light St., Baltimore 
30, Md. 





GEO. H. HARPER 


HARDWARE AGE 
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DUNNINGTON & NIXON 
HONORED BY ATKINS 
Guy W. Dunnington, and Rob- 

ert B. Nixon were recently 

elected members of the 50-Year | 





GUY W. DUNNINGTON 


Pioneer Honor Club of E. C. 
Atkins & Co., Indianapolis, Ind. 
The former is sales manager of 
the hardware division, and the 
latter is a member of the sales 
force in the same division. Both | 








| trustees. 


| chemical 


Clarence S. Young- 
blood, J. Bryce Weaver, and C. 
G. Wrinkle were named to serve 
on the board along with six 
newly elected officers. Mr. Ber- 
lin outlined a plan whereby lo- 


' cal OPA officials would submit 


any violation of OPA rules and 
regulations of the retail hardware 
trade to a committee of hardware 


| merchants that would review the 


for OPA and recommend 
proper action. 


case 


SLOCUM RESIGNS 
FROM OPA UNIT 


| Clarence W. Slocum, director | 
of the Industrial Mfg. and In- | 


dustrial Materials Divisions of 
the OPA, resigned recently. Mr. 
Slocum, on leave of absence as 


| president of Beckwith-Chandler 
| Co., Newark, N. J., manufacturers 


of industrial finishes, has been 
with OPA in his present capacity 
since Sept., 1943. 
STEWART-WARNER CORP. 
RE-ELECTS DIRECTORS 


The annual meeting of the 
stockholders of the Stewart- 
Warner Corp., Chicago, IIl., held 
recently, was presided over by 
James S. Knowlson, president 
and chairman of the board. The 
following directors were re- 
elected by the stockholders: 
Robert J. Dunham, Irving S. 


| Florsheim, Frank A. Hiter, James 


S. Knowlson, William A. Patter- 
son, Ralph M. Shaw, and Gardi- 


ner Symonds. 


HOLD RECEPTION FOR 
PLASTIC-CHEMICAL 
DIV. OF GOODYEAR 

A newly created plastics and 

sales division of the 

Goodyear Tire & Rubber Co., 

Akron, Ohio, recently made its 


| bow to industry in the West ball- 


ROBERT B. NIXON | 


entered the employ of the con- 
cern in 1894, and have been with 
the firm continuously since that | 





room of the Commodore Hotel, 
New York City, in connection 
with the annual American Chemi- 
cal Society meeting. The division 
is headed by Herman R. Thies, 





time. | who will be assisted by Robert 
|D. Vickers. Among the guests 

| present at the reception were: 

DEL VECCHIO HEADS MiR. S. Wilson, Goodyear vice- 
D. C. HARDWARE ASSN. | president in charge of sales; Dr. 


Samuel Del Vecchio, owner f E 
and general manager of the | ‘ dd. : ij poe = L. =. 
4 | 2 ” 
Peoples Hardware Stores, was Judd, public relations director. 


recently elected president of the | 
Hardware Association of the | 
District of Columbia. Other offi- | 
that were elected at the 
same time are: 
first vice-president; Paul Moore, | Corning Glass Works, Corning, 
second vice-president; C. R.|N. Y., has recently been elected 
Harding, third vice-president; 


BARLOW MEMBER OF 
L. A. POT & KETTLE 


cers 


'a member of the Los Angeles 


Francis J. Kennedy, secretary, | Pot & Kettle Club. This makes a 
and Charles Elliott, treasurer. total of five members added this 
Mr. Del Vecchio was also | year. 

MAY 25, 1944 


j elected chairman of the board of | 





| R. P. Dinsmore, vice-president in | 
» 


| 


R. F. Barlow, representative of | 
. | o 6 8 
Alex J. Berlin, | the Pyrex housewares division, | 


| 





Here is the fast-moving “FD” assortment of Satintone footed 
cake plates . . . one of many tremendously popular groupings 
of Satintone hand-crafted glassware. These striking satiny- 
finish plates are delicately touched with pastel colors, come in 
smartly designed leaf and floral patterns, have an irresistible 
charm that appeals to customers at first sight. They are ideally 
suited for cakes, cookies, pastries, sandwiches, etc., so display 
and feature them as practical, decorative gifts and prizes. As- 
sortment includes 12 pieces of the five numbers shown above; 
totals $13.00 at suggested retail prices. (West coast slightly 
higher.) See your jobber about other profitable best-sellers 
in Satintone groupings . . . get details, too, on the rich ruby 
and silver line of Maestro art glassware. Available for im- 
mediate shipment. 






$960 BROADWAY, CHICAGO 40,1Lk, 
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The Plant and the Products 


that give f° 
“More Power to You 


BERNARD 


AARK REGISTERED 













OPEN THROAT 
PARALLEL ACTION 
COMPOUND LEVERAGE 


The Wm. Schollhorn Company 
NEW HAVEN, CONNECTICUT 


“Serving Industry for over Three Quarters of a Century” 


The 


FLETCHER 


MODERN 


WOOD SCRAPER 


PERFORMS BETTER 
EASIER e FASTER 












Unlike other wood scrapers, the 
FLETCHER will cut a deep shaving or a 
paper-thin shaving by simply changing the 
angle of the handle. 


MODEL 
250 


You can scrape close to an object or 
right into a corner by slightly extending the 
blade beyond the handle. 


The blade is held securely in position 
during use, but can be easily and quickly 
removed without force. Finest quality 
blades are inexpensive. Investigate the 


FLETCHER FIRST. 






FLETCHER, TERRY COMPANY 
FORESTVILLE, CONNECTICUT 


OSEPH 










TAY R & 
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N. Y. HARDWAREMEN 
PLAN GOLF PARTIES 


In place of the customary 
monthly luncheon meetings mem- 
bers of the Hardware Trade As- 
sociation of New York will hold 


| golf parties in June, July and 


August. J. B. Perkins, J. H. 
Williams & Co., is chairman of 
the golf committee; other mem- 
bers being H. L. Usher, Oliver 
Iron & Steel Co., and M. C. 
Harriman, American Steel & 
Wire Co. 

The June 23 golf party will 
be at the Upper Montclair 
Country Club, Montclair, N. J., 
the July 27 party at the North 
Hills Country Club, Douglas- 
ton, Long Island, N. Y., and the 
August gathering at a time to 
be announced later will likely be 
at the Knollwood Country Club. 





OCD TO PRESENT 
NATIONAL SECURITY 
AWARD TO 28 FIRMS 


The National Security Award 
for superior achievement in plant 
security organization has been 
granted to 28 additional facili- 
ties, the U. S. Office of Civilian 
Defense recently announced. 
Among the companies in hard- 
ware and affliated industries that 
are to receive the award in the 
near future are the folowing: 
Pittsburgh Screw & Bolt Co., 
Pittsburgh, Pa.; McCrosky Tool 
Co., Meadville, Pa.; Republic, 
Steel Corp., Cleveland, Ohio; 
Westinghouse Electric & Mfg. 


| Co., Nuttall Works, Pittsburgh, 


Pa.; Westinghouse Electric & 


| Mfg. Co., Sunbury, Pa.; West- 
inghouse Electric & Mfg. Co., 


Mansfield, Ohio; and Shell Oil 
Co., Norco, La. Presentation 
ceremonies have been held at the 
Lebanon Steel Foundry Co., Leb- 


anon, Pa. 


CAROLINA CONVENTION 
JUNE 6 AND 7 


In the May 11 issue on page 
144 the dates for the convention 
of the Hardware Association of 
the Carolinas were incorrectly 
stated to be June 8 and 9. The 
correct dates of the convention 
are June 6 and 7. 


NAT. PAINT ASS’N 
SPONSORS SERIES OF 
MARKET STUDIES 


The Postwar Planning Com- 
mittee of the National Paint, 
Varnish and Lacquer Association 
recently announced its plans for 
a series of market studies to aid 
the paint industry in the prac- 
tical program it has undertaken. 


| “Looking Toward Tomorrow” is 


the name chosen for the purpose 





and it will serve as a guide post 


to practical planning by the indi- 
vidual manufacturer. Various 
issues of the publication will re- 
port what other industries are 
doing and how it will affect the 
paint industry. The committee 
expects to report on new prod- 
ucts and new types of surfaces, 
some of which will require fin- 
ishes and some that will not. It 
will tell what is happening 
among makers of plastics, glass 
and chemicals and among the 
distributors of wood and light 
metals. 

The booklets will show the 
progress in the automotive field, 
what the railroads are planning, 
what the post-war prospects are 
for aviation and for ship build- 
ing. The committee also plans 
to check with the makers of fur- 
niture, of fabrics and various 
household appliances and dec- 
orative accessories. Other sub- 
jects will be‘covered and infor- 
mation will be given on the way 
electronic devices can be used 
to aid in the production of pro- 
tective coatings. 

The paint industry is planning 
to explore all methods for en- 
larging its markets so that it can 
do everything possible to aid in 
taking up the slack in postwar 
unemployment. 





CLAUSEN NAMED V.P. 
NATIONAL METAL PRO. 


W. T. Clausen, formerly with 
the National Electric Products 
Corp., for 17 years, has recently 
been appointed vice-president of 
the National Metal Products Co., 
1025 Chateau St., Pittsburgh. 
Pa. His duties will entail work 
for the post war market on 
weather stripping, and related 
products. 





ADMIRAL STORE 
MODERNIZATION PLAN 


Ross D. Siragusa, president of 
the Admiral Corp., 3800 Cort- 
land St., Chicago 11, II1., recently 
announced a store modernization 
program for radio and household 
appliance dealers. Research is 
now being conducted by _ the 
company in preparation for the 
articles on store plans. A na 
tionally known designer will be 
retained to develop a_ store 
modernization program that will 
be available to all radio and ap- 
pliance dealers without charge. 
Details of this program have not 
been completely worked out, but 
it will be based on a booklet of 
suggested plans which could be 
adapted to. any shape or size of 
store. The company intends to 
sponsor a contest among dealers 
to stimulate ideas that will be of 
value to all with complete store 
remodeling jobs as awards. 


HARDWARE AGE 
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Clover Mfg. and Dirats Mfg. 
To Sell Eachothers Products 


A new consolidation of selling 
interests has taken effect in the 
abrasive field between The 





E. B. GALLAHER 


Clover Mfg. Co., Norwalk, Conn., 
and the Dirats Mfg. Co., West- 
field Mass. The two companies 
have made arrangements to 
handle each other’s products in 
the field. 

The Clover Mfg. Co. founded 
in 1903, and making lapping 
and grinding compounds em- 
barked in the manufacture of 
coated abrasive materials about 
16 years ago, The company 
makes sandpaper, emery cloth 
and all of the technical coated 
abrasives where garnet, silicon 
carbide and aluminum oxide are 
employed. A full line of sheet 
goods, rolls, belts and dics is 
made by Clover. From a small 
beginning 40 years back the 
business has grown to be a mil- 
lion dollar concern. 


The Dirats Mfg. Co. is only 
three years old, but there is ro- 
mance connected with it. Prior 
to the war Janik Dirats was 
the largest manufacturer of 
abrasive wheels, stones and 


coated abrasives in France, with | 


sales running into many millions 
a year. His properties were 
swept away by the German in- 
vasion and Mr. Dirats came to 
this country, establishing a small 
but very efficient abrasive wheel 
plant at Westfield. About that 
time, E. B. Gallaher, Clover 
Mfg. Co. and Mr. Dirats met and 
became interested in each 
other’s activities. Mr. Gallaher 
bought an interest in the Dirats 
Mfg. Co. and assisted that or- 
ganization. 


its facilities. 
About a year ago Mr. Dirats 


erected a fully-equipped research | 
including | 


laboratory building 
fully equipped chemical, phy- 


sical, metallurgical and synthetic | 


resin laboratories. These labora- 


tories supply all processes and | 
technical data for operation of | 


the Dirats wheel plant, which is 
a separate institution, and it will, 
in future, supply technical data 
for Clover Mfg. Co. Mr. Gallaher 


has become associated with Mr. | 


Dirats in this laboratory, which 
is a separate and distinct entity. 
At the same time he has been 
elected to the boards of both 
the Dirats Laboratory and the 
Dirats Mfg. Co. 

Mr. Dirate has had 25 years’ 
experience in the manufacture 
of glue-bonded abrasive and has 
had vast experience in produc- 
tion of resin bonded coated 
abrasives, all of which will now 
be available for Clover products. 








A. C. Kammeier, Managing-Director 


Southern California Association 


A. C. Kammeier has been se- 
lected to serve as managing- 
director of the Southern Cali- 
fornia Retail Hardware Asso- 
ciation, succeeding the late Jos. 
V. Guilfoyle. Mr. Kammeier has 
been associated with hardware 
association activities for several 
years, and for the past five years, 
has been at National Retail 
Hardware Association headquar- 
ters in Indianapolis, Ind. He 
will take up his new duties. in 
June and will have offices at 112 


West 9th St., Los Angeles, Cal. | 


Since the passing of Mr. 
Guilfoyle, past president Maurice 
J. Hellman, Los Angeles hard- 
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ware merchant has been acting 
as secretary pro-tem. 





LUHRS AND HULTQUIST 
MEMBERS OF GOV’T 
SPENDING COMMITTEE 


Henry E. Luhrs, president of | 
the Beistle Co., Shippensburg, | 


Pa., and past president of the 


Toy Manufacturers of the U. S. | 


A., Inc., and Earl O. Hultquist, 
president of the Jamestown 
Royal Upholstery Corp., James- 
town, N. Y., have recently ac 
cepted membership in the new 
Government Spending Committee, 
launched by the National Asso- 
ciation of Manufacturers. 


During the past two | 
years Dirats Mfg. Co. has tripled | 





Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 
duction difficulties. 


it is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 


distributors’ needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 


and in every far-flung outpost of the world. 


THE DRAPER-MAYNARD CO. 


400 VORK STREET 





CINCINNATI, OHIO 














"Better hole up— a guy just got 
my uncle with a 30-30 Marlin!” 


FRANK BEAVEN’S amusing drawings remind sports- 
men—through leading outdoor magazines—of the ac- 
curacy and dependability of Marlin Guns. This orig- 
inal campaign looks forward to the time when you'll 
be showing Marlin’s bright new post-war line. 


The Marlin Firearms Co. 


New York Sales Office: 17 E. 42nd St., New York 17, N. Y. 




















A Good 


You can 


products 
needs of 
perience 
struction 
ucts fulfil 
ments. 


WHEELBARROWS — LAWN ROLLERS 

CONCRETE CARTS—SALAMANDERS 

DRAG SCRAPERS — MORTAR PANS 
MORTAR MIXING BOXES 


LINE and on one source of supply for 


Ask for the name of the nearest 
Jackson Hardware Wholesaler. 


JACKSON MANUFACTURING COMPANY 
Harrisburg, Penna. 


Line for 68 Years 


depend on the JACKSON 


that will fully meet the 
your customers. Long ex- 
proves that in design, con- 
and long life, Jackson prod- 
1 the most exciting require- 


Est. 1876 
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From WTCHEN 
EQUIPMENT 
ESTERDAY 


To 
VITAL WAR 
MATERIELS 

TODAY 


Back 
TO YOUR 
LAMOROUS 
ITCHEN 








WALTERS te an no's 


STEEL FASHIONED | 


HOME EQUIPMENT | 


| active participation in the com- 


Industrial plants are putting 
their entire effort into cease- 
less production for War, just 
80 must we, as people, put our 
dollars into War Bonds. 


Buying Bonds is the way to 
Victory, and Victory is cheap 
at any price, but in buying 
Bonds we are only lending to 
our own United States Gov- 
ernment. 


WICC 
¢ Cy 
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OBITUARIES — 


H. D. FAIRWEATHER 


Harold Davis Fairweather, 58, 
a vice-president of the Colt’s 
Patent Firearms Mfg. Co., former 
treasurer of the Manufacturers | 
Association of Connecticut, ond | 
a member of the Colt’s board of | 
directors passed away at his 
home in West Hartford, Conn. 
Mr. Fairweather was active on 
the Colt’s board of directors until 
his recent retirement because of 
ill health. He is survived by his 
widow Mrs. Maude Fairweather, 
his father, three daughters, and 


one son. 


JOHN F. HAZEN 


John F. Hazen, formerly mana- 
ger of sales, wire and wire prod- 
ucts, Bethlehem Steel Co., Beth-'! 
lehem, Pa., passed away recently | 
after suffering an illness of sev- | 
eral months. Mr. Hazen spent his 
entire business career in the 
steel industry, and was especially | 
identified with the development | 
and sale of wire and wire prod- | 
ucts. After attending the Uni- 
versity of Cincinnati, he joined | 
the Riverside Iron Works in | 
1897, and in 1900 became af. | 
filiated with the American Sheet 
Steel Co. In 1902 he was em- 
ployed by the Pittsburgh Steel 
Co.. where he served as general 
manager of sales from 1919 to 
1926, when he became associated 
with Bethlehem Steel. 

\s manager of sales for Beth- 
lehem Steel, he had a prominent | 
part in the promotion of many 
wire products for the company, 
and was especially identified 
with the development and mar- 
keting of electrolytically coated 
zine wire, and other special wire 
products. He had retired from 





pany on Dec. 1, 1943. 


HENRY C. GEORGE 
Henry C. George, 61, secre- 
tary-manager, Texas Hardware | 
Mutual Fire Insurance Co. and | 
the Mercantile Mutual Fire In- | 
surance Co., Dallas, Tex., passed | 

away May 1 in Dallas, Tex. 


FRITZ H. BEHRENDT 


Fritz H. Behrendt, president | 
and founder of The Recoton | 
Corp., New York City, passed | 
away recently after an illness ex- | 
tending throughout the last three 
years. Mr. Behrendt established | 
the Recoton Corp., eight years | 
ago. and although he had been 
ill, remained in active control of | 
the business until his passing. | 
Mr. Behrendt was also the active 


head of the Selectar Mfg. Corp., 
which he founded shortly after 
the Recoton Corp., was founded. 
Mr. Behrendt was held in high 
esteem by the 600 employees ef 
the companies he guided. 


W. M. WHEELER 


W. M. Wheeler, secretary and 
director of American Chain & 
Cable Co., Inc., Bridgeport, 
Conn., passed away recently. He 
started in 1906 with the Weed 
Chain Tire Grip Co., one of the 
predecessors of the present 
American Chain & Cable Co., Inc. 


| For many years, up to 1934, he 


directed the sales activities of 
Weed tire chains. 


HANFORD J. MOHN 


Hanford J. Mohn, 56, who was 
a member and director of the 
Northern Wholesale Hardware 
Association and a member of 
the Hardware Dealers of Oregon 
and Washington, passed away at 
his home in Bothell, Wash., re 
cently. 


HOWARD S. BLUM 


Howard S. Blum, 31, sales rep- 
resentative in Connecticut for the 
Sechtman Hardware Co., whole- 
salers, Hartford, Conn., passed 
away in Italy recently. Pfc. Blum 


| graduated from Weaver High 
| School in 1931, and before en- 


tering the service in April, 1942, 
was connected with the Secht- 
man Hardware Co. He had been 
stationed at Camp _ Claiborne, 
La., before going over seas 20 
months ago. He had served in 
England and North Africa with 
the U. S. Army Engineers. 

He is survived by, besides his 
parents, a sister, and a brother 
who is also in the army. 





HOWARD 8. BLUM 


HARDWARE AGE 
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JOHN LONGACRE 


John A. Lonagcre, for many 
years resident vice-president of 
the American Equipment Divi- 
sion of the Pittsburgh Screw & 


Bolt Corp., Norristown, Pa., 
passed away recently. Mr. Long- 
acre had recently retired from 


active duty with the company. | 
Prior to his vice-presidency he | 


had been president of the Amer- 
ican Equipment Corp., of which 
he was one of the founders. 





WILLIAM F. FLYNN 
William F. Flynn, 79, retired 
hardware merchant, passed away 


recently at his home following a | 


short illness, although he had 
been suffering with heart trouble 
for some time. At an early age, 


he learned the trade of tinsmith | 


and plumber and went to Attle- 
boro, Mass. He later opened his 


WESTERN ART & GIFT 
SHOW OPENS IN SAN 
FRANCISCO MAY 29 


The Western Art & Gift Show, 
to be held in San Francisco from 
May 29 to June 2, opens in a 
new centralized location. The 
displays will be housed in the 
permanent showrooms of art and 
giftwares’ dealers in the West- 


ern Merchandise Mart, and in 
special display rooms in the 
Whitcomb Hotel, a half block 


from the Mart. This art and gift 
show which is sponsored jointly 
by the San Francisco Chamber 
of Commerce, and the Western 
Merchandise Mart, is being di- 
rected by Kay Leber. 





PITTSBURGH DEALERS 
HEAR TALK ON CREDIT 


Credit sales and credit bureau 
operations were discussed at the | 
April meeting of the Pittsburgh | 
Retail Hardware Association held 
at the Roosevelt Hotel, Pitts- | 
burgh, Pa., in a paper prepared | 
by T. L. Ford, The Credit Bu- | 
reau, Inc., Pittsburgh, Pa.. and | 
read by one of his associates, E. 
4. McDermott, because Mr. Ford 
was unable to attend due to ill 
ness. Dealers were told of the 
operations of Credit Bureaus, and | 
were reminded that it is rather 
dificult to say txactly what is | 


the basis for credit, but char- 
acter enters into it to a large 


degree. There are different re- 
quirements and policies by many | 
concerns, but every credit man- 
ager wants to know if the debtor | 
can pay, will he pay, or can he | 
be made to pay. No one should | 
grant credit on friendship or on | 
a guess that the debtor will pay. 

Dealers were also urged to 
make their stores more attractive 
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| Committee. 


own tinsmith business, which 
eventually developed a hardware 
line. 
hardware store in Attleboro. His 
sons, William and Harry became 
associated with him in his busi- 
ness. In 1940, he retired from 
active business. 
| two sons survive. 





| FRED G. BATCHELLOR 


Fred G. Batchellor, Genesco, 


|N. Y., passed away April 19 at | 
Until his retire- | 


the age of 78. 
ment in 1940 he had been active 
|in the retail hardware business 
| for more than 57 years. He be- 
gan his hardware career in 1883, 
having been in business in De- 
| troit, Houston, Tex., and Buffalo. 
| From 1920 to 1940 he had oper 
ated a store in Geneseo. 

| Mr. Batchellor was a former 
mayor of Geneseo. 


shoppers, to have more 
efficient operation and to concen- 
trate their buying with wholesale 
organizations prepared to keep 
them competitive and able to 
assist in merchandising, advertis- 
ing and store arrangement. He 
quoted an address by Charles J. 
Heale, vice-president and editor 
of Harpware AGE, who stated, 
“To compete with the mass mer- 
chandisers, the independent mer- 
chant must have a close tieup 
with an aggressive wholesaler, 
able and willing to help him 
bring his merchandising and man- 
| agement right up to chain store 


| efficiency.” 


| to 





CENTRAL N. Y. ASSN. 
HEARS SENATOR ON 
TRADE DIVERSION 

Senator Frank G. Wallace ex- 
| pressed his opposition to the New 
| York State Trade Practice Bill 
(Trade Diversion) at the April 
10 meeting of the Central New 
York Retail Hardware Associa- 
tion held in Syracuse. N. Y. The 
bill which had passed the Senate 
was killed in the Assembly Rules 
War films concluded 


the session. 


ROCHESTER DEALERS 
HEAR TALKS ON 
BUSINESS CONDITIONS 

R. O. Roberts, Weed & Co.., 
Rochester, N. Y.. addressed 65 
members and guests at the April 
meeting of the Rochester Hard 
ware Association on the subject 
Hardware Business, Present and 
Future. Andrew J. Sheerin. 


Pittsburgh Plate Glass Co., dis- | 


cussed the present situation as to 
paint and brushes. 


Mr. Flynn opened a new | 


Mrs. Flynn and | 
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CABINET HARDWARE * BUTTS AND HINGES 


SCREWS AND BOLTS * CABINET LOCKS 


CHEST HINGES AND HANDLES 


NATIONAL LOCK COMPANY 


ILLINOIS 


ROCKFORD, 















YOUR CUSTOMER 
WILL WHEN HE 
ro eer SEES THIS 


J Bled MILFORD 


NM Aimee COUNTER - DISPLAY 


Its free booklets, “TRICKS 
OF THE TRADE” tells how 
to use hacksaw blades 






FOR EVERY CUTTING NEED 
IN OWE HANDY ASSORTMEN 


HELPFUL MINTS 





~ 
WACKSAW ESERS 





and explains labor sav- 

ing methods used by 

master craftsmen. Only 

MILFORD BLADES have EASY-STARTING TEETH. 
* * * 


Taha Onn 





Twenty-four booklets free with each assortment of six 
dozen blades. 
The only blade sold under a Fair Trade Contract. 
* * * 
NO PRIORITY NEEDED 
WRITE FOR FURTHER INFORMATION. 








THE HENRY G. THOMPSON & SON CO. 


CONNECTICUT 


> NEW HAVEN 5, 
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ISSUE SWPA REG. NO. 1 TO GOVERN 
ARMED FORCES SURPLUS SALES 


TREASURY UNIT TO SELL CONSUMER GOODS 


Eight different selling agencies to deter- 
mine own methods of sale of goods they 
offer as surplus. Agencies not covered by 
this regulation continue to follow estab- 
lished procedure on unassigned property. 


(Washington Bureau 
of HARDWARP AGE) 

W. L. Clayton, SWPA Admin- 
istrator recently announced the 
issuance of SWPA Regulation 
No. 1 governing declaration of 
surplus property by the Army, 
Navy, and the Maritime Commis- 
hion. Included in the regula- 
tion is a list of selling agencies, 
the locations of regional offices 
and the Standard Commodity 
Classification showing what prop- 
erty is to be handled by each 
selling agency. 

The regulation adds three new 
selling agencies to the five rec- 
ommended by the Baruch-Han- 
cock report. Agencies now au- 
thorized to sell property are: 
Procurement Division, Treasury; 
RFC; Maritime Commission; 
FWA; FEA; NHA; WFA, and 
the Navy Department. 

Selling agencies will be held 
responsible for all the property 
turned over to them. They are 
to determine methods of sale, the 
identity: of the purchasers and 
the price, the execution of all 
documents in connection with 
disposal. 

The Army, Navy and Maritime 
Commission are permitted to sell 
termination inventories, and nom- 
inal quantities. Also, these agen- 


cies which have the duty of de- | 


claring goods surplus, may 
withdraw such property as they 
desire even after they have de- 
clared the property to be sur- 
plus. 

The regulation provides that 
sale or other disposal of sur- 
pluses in active theaters of opera- 
tion may be made by the mili- 
tary or naval commanders. Pend- 
ing further regulations the Army, 
Navy and Maritime Commission 
are authorized to sell surplus 
property in those areas abroad 
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where FEA, has no local office, | 
and in any of the territories and 
possessions of the United States 
where the appropriate selling 
agency has no represeniative. 

Standard Forms, using the 
Standard Commodity Classifica- 
tion Code, have been provided 
for agencies to report surplus 
property to the regional office 
of the selling agency for the 
territory in which the property 
is located. 

The selling agencies and the 
categories of property assigned 
to them follow: 

Procurement Division, Trea- 
sury Dept.:—-Consumer goods. 





RFC (which may act directly 
or through any of its subsidiary 
corporations) :—Capital and pro- 
ducer goods. Industrial real 
properties of every kind, build- 
ings and fixtures, except real 


property assigned to the Mari- 
time Commission, NHA, and 
FWA. Personal property, ma- 


chinery and other equipment, 
materials and products finished 
or in process reported by agen- 
cies in conjunction with the 
plant which can be disposed of 
as a unit. 

Maritime Commission:—Mari- 
time property. Real property 
such as ship yards, repair yards, 


similar 


marine terminals and 
property, including fixtures. If 
this property cannot be sold to 
be used for building, repair or 
operation of shipping, it is to be 
turned over to RFC. Ships of 
commercial design, or which can 
be converted into commercial 
use, 

Navy Department: — Combat 
ships or naval auxiliaries. 

WFA:—Food. 

NHA: — All housing except 
that under control of the War 
and Navy Departments. 

FWA:—Facilities financed by 
FWA not located on NHA proj- 
ects. 

FEA:—All property abroad, 
including property in territories 
and possessions. 

Subsequent regulations will be 
issued to cover property not 
governed by Regulation No. 1, 
particularly real property other 
than those types of real property 
now assigned to RFC, Maritime 
Commission, NHA and FWA. 
Meanwhile agencies not covered 
by the regulation will continue 
to follow established procedures 
on unassigned property, keeping 
SWPA advised of plans, policies 
and procedures. 








Schedule 5,000, 


000 Alarm 


Clocks for 1944—Allocate 
75% for Use of Civilians 


(Washington Bureau 
of HARDWARE AGE) 

Total alarm clock production 
for 1944 as now scheduled by 
WPB is approximately 5,000,- 
000 units. About 75 per cent of 
this, or approximately 3,750,000, 
have been allocated for the use 
of civilians. The remainder will 
go to the Army and Navy and 
for export to our allies and other 
countries, 

For example a sizable por- 
tion of the clocks to be ex- 
ported has been allocated to 
Australia. Representatives of 
General MacArthur's staff and 
the Australian Foreign Economic 
Administration mission approved 
a minimum requirement of 100,- 
000 clocks for Australia. This 


requirement was cut by FEA 





and WPB to 70,500. Of this 
number, 18,000 had already been 
shipped in mid-March. At that 
time it was expected that the en- 
tire shipment will have already 
been completed. 

Australia has no alarm clock 
industry. Before the war, there 
was little need for alarm clocks 





since the country was largely 
agrarian. The war necessitated 
industrialization which has re- 
sulted in the transfer of large 
numbers of the population to the 
cities for employment in fac- 
tories where rotating shifts, long 
and irregular hours and Home 
Guard activities have made 
alarm clocks a necessity, accord- 
ing to an official Lend-Lease re- 
port. 

The distribution of the clocks 
is controlled by the Department 
of Supply and Shipping and an 
essentiality certificate is issued 
before a clock can be purchased. 








Higher Alloy Steels Now Allowed 
For Mechanics’ Hand Service Tools 


Use of higher alloy steels in 
the manufacture of mechanics’ 
hand service tools is permitted 
through action, May 13, by the 
War Production Board. 

The change was made by 
amending Exhibit B attached to 
Preference Order E-6, governing 





hand service tools. The order 
provides that no producer shall 
manufacture any mechanics’ hand 
service tools out of any alloy 
steel except those which are in 
the series specified in Exhibit B 
or except pursuant to specific 
permission of WPB. 


HARDWARE AGE 
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Some Small Plants May 
Soon Make Civilian Goods 


(Washington Bureau 
of HARDWARE AGE) 


\fter prolonged pressure from 
the House and Senate Small 
Business Committees, the Smaller 
War Plants Corporation, and its 
own Offite of Civilian Require- 
ments, WPB has finally given 
small plants a break in .permit- 
ting them to resume or increase 
production of essential civilian 
eoods. 

WPB Chairman Donald M. 
Nelson announced the plan on 
May 9. The plan restates the 
WPB policy that civilian produc- 
tion should not interfere with 
military programs, but also pro- 
vides a system whereby such 
interference will be determined 
on a local basis by the Area 
Production Urgency Committees. 


In general civilian production 
will be placed in Group 3 and 4 
labor areas (non-critical). How- 
ever, the plan is flexible in that 
it provides for the utilization of 
available facilities and manpower 
in tight labor areas after the 
programs are properly screened 
to make certain that there will 
be no interference with military 
plans. Small manufacturing 
plants are exempt from all of the 
restrictions which are set up for | 





|-programs in the critical labor 
areas, Groups 1 and 2. 

Small plants will also be al- 
lowed to use surplus raw ma- 
terials that are now piling up. 
Mr. Nelson has assured a group 
of Senators that if sufficient ma- 
terials are available small plants 
allowed to disregard 
present WPB quota limitations. 

The policy was embodied in a 
staff memorandum to WPB 
Bureau and Division directors re- 
placing the now defunct Staff 
Memo No. 42. Under the plan, 
substantial reconversion will be 
underway by the time Germany 
is defeated. Previous plans 
would have held up any large 
scale resumption of civilian pro- 
duction until the war in Europe 
was over. This plan will also 
permit plants that are released 
from war production to manu- 
facture their peace time produc- 
tion without the necessity of 
waiting for the entire industry to 
make an equal start as had been 
suggested. 

A provision of the policy ex- 
empts from the civilian produc- 
tion freeze small plants which 
employ less than 50 persons in 
the critical West Coast labor 
area or less than 100 persons in 
any other area. 


will be 








Provide for 376,768 


Additional Electric [rons 


Another additional quantity 
of electric irons, 376,338 in all 
has been authorized for produc- 
tion by the War Production 
Board. ‘This additional! author- 
ization brings the total up to 
769,338 irons, out of the entire 
program for 2,000,000 which is 
the ultimate goal for this year. 
These irons will not be in the 
hands of dealers for several 
months, 

Newest quotas on electric irons 
and the manufacturers who will 
make them are:— 





Firms Irons 
Cissell Mfg. Co., Louis- 

ville, Ky. 7,500 
Knapp- Monarch Co., 

Dover, Ohio .. 192,000 
Metalware Corporation, 

Two Rivers, Wis. .. 16,500 
Reimers Electric Com- 

pany, West New 

(A ny 2,100 
Rutenber lectric Co., 

Marion, Saat 4,600 
Verplex Company, Es- 

sex, Conn. (For Lan- 

ders, Frary & Clark, 

New Britain, Conn.) 97,868 
Waverly Tool Co., San- 

dusky, Ohio. (For 

Titeflex, Inc., New- 

at ae ee 31,200 
Winsted Hardware ne. 

Co., Winsted, Conn.. 25,000 








Bleached Shellac Under “End Use’’ 


Control As MRO Supply Material 


WPB has amended Priorities 
Regulation 3 to place bleached 
shellac under “end-use” control 
as a maintenance, repair and 
operating supply. The new rul- 
ing prohibits the extension of 
AA-1 and AA-2 “blanket” MRO 
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ratings. 


Order M-106, which provided 


allocation control for shellac, was | 


revoked last month, now that all 
shellacs, with the exception of 
bleached shellac, are in good 


supply. 





-—and for Post-War, too! 


Today hundreds of different Hodell chain assemblies 
—some with attachments, some without—are play- 
ing a vital part in the production of America’s tools 
of war. If chains figure in your wartime production 
—or in your post-war plans—let Hodell engineers 


help you. Send ccc for a prompt estimate. 


The cutting capacity of Porter 
Cutters is amazing — but the 
fact that this is multiplica- 
tion of hand power, indepen- 
dent of any other power source 
is most important. It means a 
tool that can be used anywhere 
the work is — construction, 
| wreck, breakdown, emergency 
| repair, quick dismantling, etc. 
| Cuts 5%” soft wire, %” hard 
wire; other tools cut annealed 
bolts, rods, chain, — one handle move- 
ment with a maximum power increase of 
approx. 80 times. Fifty pounds pressure 
on the handles develops approx. 4,000 
Ibs, pressure at peak of jaw movement. 


A size and model for all normal requirements — 
special heads for special operations such as bend- 
ing, crimping, etc. Ask for catalog and free tool 
maintenance book 

INC. 


H. K. PORTER, 
EVERETT 49, MASS., U.S.A. 


a PORTER 20: 
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CS ALLIGATOR 


TIME! 


@ Year in and year out hardware and 

implement dealers have made money 
| out of Alligator Steel Belt Lacing—made 
{ money because Alligator is used every- 
where that belts are used—made money 
because a small stock of Alligator will 
show a remarkably good turnover. Don't 
let this profitable business get away, 
because you can’t deliver when the 
emergency calls come in. 
Check your stock of Alligator today and 
order from your jobber. 


FLEXIBLE STEEL LACING CO. 
4016 Lexington St., Chicago 


ALLIGATOR 


ADE MARK 


STE EL BELT ~ LACING 
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Procedure Changed for 


Determining Prices on 
New Kinds of Merchandise 


Several changes in methods of 
determining maximum prices for 
new kinds of merchandise under 
the General Maximum Price 


| Regulation were announced May 
| 13 by the Office of Price Admin- 


istration. 

The main effect of this action, 
which becomes effective June 1, 
1944, is to set up a more precise 
set of standards for selecting 
“comparable commodities” that 
can be used as the basis for 
computing mark-ups on items 
that are not similar to any 
handled by the seller or his com- 
petitor in March, 1942. The 
changes apply to retailers, whole- 
salers and manufacturers. 

This amendment affects the 
second pricing method, which a 
seller uses when neither he nor 
his competitor sold or offered to 
sell the same or a similar com- 
modity. Under this method, he 
refers to a “comparable” com- 
modity for the purpose of secur- 
ing a mark-up. Using his cost 
for the commodity he is pricing, 
applying the mark-up taken from 
the “comparable” commodity, he 
arrives at a ceiling price. 

By making the standards of 
comparability more exact and 
relating them more closely to 
current operations, rather than to 
operations during the March, 
1942, base period, OPA said that 
it expects to make the pricing of 
new merchandise easier for the 
seller and more readily enforce- 
able by the agency. 

Prominent among the advan- 
tages of the new criteria is that 
they will limit mark-ups that may 
be used for new commodities to 
those realized on merchandise 
that is actually comparable. Be- 
cause of the leeway formerly 
present in methods of choosing 
a comparable commodity, it was 
sometimes possible to claim for 
the new item a mark-up appli- 
cable to a much higher-priced 
line of goods or to goods with an 
exceptionally high mark-up. 

For wholesalers and retailers, 
the “most comparable com- 
modity” must meet these tests: 

1. It must be currently offered 
for sale by the seller and must 
be currently replaceable. 





2. It must belong to the nar- 
rowest trade category that in- 
cludes the commodity _ being 
priced. 

3. Both it and the commodity 
being priced must have been pur- 
chased from the same class of 
supplier. 

4. Both it and the commodity 
being priced must belong to a 
class of commodities to which, 
according to the seller’s practice 
in March, 1942, an approxi- 
mately uniform percentage mark- 
up would have been supplied. 

Where more than one com- 
modity meets all of the above 
tests, the one selected must be 
the one with a replacement cost 
nearest to the cost of the com- 
modity. 

For producers or manufac 
turers, the “most comparable 
commodity” must meet these 
tests: 

1. It must belong to the nar 
rowest trade category that also 
includes the commodity being 
priced. 

2. It must have a current unit 
direct cost varying from that of 
the commodity being priced by 
not more than 25 per cent of the 
latter cost. 

3. It must be currently pro- 
duced by the seller or, if he is 
not currently producing a com- 
parable commodity, it must have 
been produced by him within 
the 12 months preceding his use 
of this pricing method. 

Where more than one com- 
modity meets all of the above 
tests, the one selected must be 
the one with a current direct cost 
nearest to the current direct cost 
of the new commodity. 

Retailers, wholesalers and 
manufacturers are still required 
to report to the nearest OPA 
District Office their maximum 
prices, computed according to 
these provisions, in those cases 
where they produce or sell a 
“comparable commodity.” 

. Wholesalers and retailers who 
have no comparable commodity 
must secure maximum prices for 
new merchandise by application 
to their OPA District Office. 
Manufacturers, however, submit 
their applications directly to the 
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national office. The procedure 
has been speeded up so that the 
applicant, whether a_ retailer, 
wholesaler or manufacturer, sub- 
mits a proposed maximum price 
which automatically becomes ap- 
proved unless contrary action is 
taken by OPA within 20 days. 
Included in this action is a 
delegation of authority to OPA 
regional administrators to pass 
upon prices reported or establish- 
ed except those manufacturers’ 
prices over which the national 
office retains control. Regional 
administrators are authorized to 
issue orders establishing prices 
or pricing methods for whole- 
salers or retailers within their 
respective regions. The Price 
Administrator reserves jurisdic- 
tion over manufacturers’ prices, 
which must be established upon 
application. He may also issue 
orders fixing ceiling prices for 


sale or resale of any commodity 
under the regulation, at any level 
either locally or on a national 
basis. 


Orders previously issued under | 
the General Maximum Price | 
Regulation remain in force. It is | 


not necessary for sellers to apply 


for new maximum prices if they | 


have already priced in accord- 


ance with the regulation or have | 
had their prices established by 


special order. 

Forms used for reporting 
prices computed by use of the 
automatic formula have been re- 
vised to bring them into agree- 


ment with the new criteria and | 


with other changes in the regula- 


tion. Retailers, wholesalers and | 
manufacturers may obtain these | 


forms from OPA field offices. 


Amendment No. 61 to the Gen- | 


eral Maximum Price Regulation 
will be effective June 1, 1944. 


Copper Materials for Repair 
Under CMP Reg. 9A Mast Also 
Comply With Order M-9-c-4 


(Washington Bureau 
of HARDWARE AGB) 

Repairmen are permitted to 
use up to $25 worth of material 
purchased under CMP Regula- 
tion 9A for the installation of 
cooking, plumbing, heating or 
used air conditioning or refrige- 
ration equipment only on condi- 
tion that the use of such material 
is not otherwise prohibited by 
WPB rules and orders. 

Use of such amounts of ma- 
terials so acquired for installing 
the various types of equipment is 
permitted under Direction No. 2 
to CMP Regulation No. 9A. In- 
terpretation No. 1 to the direc- 
tion, points out that restrictions 
on such use are contained in 
other WPB orders and regula- 
tions. If such other orders or 
regulations prohibit the use of 
such items for installation pur- 
poses, they may not be obtained 
or used under this direction. 


To illustrate this point, WPB 
pointed out that this interpreta- 
tion does not permit a repairman 
or plumber to install copper or 
copper base alloy pipe, tubing 
or fittings or building material, 
except for those uses allowed by 
Order M-9-c-4. Repairmen and 
plumbers are urged to consult 
Order M-9-c-4 and familiarize 
themselves with permitted uses, 
or call on WPB field offices for 
advice. Furthermore, a jobber 
who supplies repairmen with ma- 
terial is not relieved from the 
prohibition in Order M-9-c-4 that 
prevents his selling, delivering, 
or otherwise disposing of copper 
products if they are to be used 
for a purpose prohibited by 
Order M-9-c-4, regardless of the 
fact that the purchase order may 
carry a CMP allotment symbol 
and certification or a preference 
rating. 


Allow Metal Cutting Edge 
For Wax Paper Containers 


Restrictions on the use of 
metal cutting edges for house- 
hold wax paper cutter boxes were 
removed May 8, the Paper Divi- 
sion of the War Production Board 
announced. 

Paperboard and _ vulcanized 
fibre are now more critical for 
the manufacture of these boxes 
than such steel as exists in dis- 
tress stocks, and, therefore, the 
use of steel for cutting edges will 
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serve the war effort to better ad- 
vantage, it was pointed out. 

To this end, Schedude X of 
Limitation Order L-120, covering 
household wax paper rolls in 
cutter boxes, was amended. 

The clause covering a tempo- 
rary exemption for existing cutter 
box and paper inventories on 
hand when the order was amend- 
ed a year ago, has been removed 
and several editorial changes 
have been made. 


BUT what a difference 
... when you know them! 


rterS LOOK QI1IKé 
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LLOYD STARTERS 


embled by skilled workers, trained 
tandards. 
are checked and rechecked in the Lloyd 
{ . ] } 
factory and laboratory. 
EV acmmoropot-ie-b oth amos ol ctod a clo ME-) oo ME: 09) 9} coh 'Z-1e I obs 
nationally known laboratories. 


ire superior in quality ...in performance 


in length of life. 


F 
bi 


LLOYD POLICY INSURES QUALITY 
Lloyd Starters Are Listed and Approved by 
Underwriters’ Laboratories Inc. 
Canadian Engineering Standards Assoc. 
Certified by 
Electrical Testing Laboratory - Spec. 6 
Certified to Fleur-O-Lier Standards 


LLOYD PRODUCTS Co. 








THE ONLY 
HOUSEHOLD REPAIR 
CEMENT THAT 


qi te ig 


Epa 
X-PANDOTITE 


You ct can be sold { Immediate deliveries 


to the American and Canadian trade — no priorities 
required . . . permission has been granted us to 
manufacture X-Pandotite in increasing quantities 
and to pack it in metal containers. Until now pro- 
duction has, of necessity, been limited. The au- 
thorities ok’d production for X-Pandotite because 
X-Pandotite is a repair cement that replaces new 
materials and because it is so easy to use that it 
saves calling in skilled repairmen. X-Pandotite is 
the only cement that expands as it sets. The ex- 
peace action causes a permanent, perfect, strong 

nd. No other cement has this amazing advantage. 





FOR THOUSANDS OF PERMANENT 
HOME AND BUILDING REPAIRS 


t's Easy fo Use _ Mold it, trowel it, or 


pour it. Use X-Pandotite in any desired consistency. 
It’s so simple to use that home repairs become a 
pleasure. 


9's Economical — You won’t have to make 


repairs a second time. Anyone can use it. A little 
goes a long way. 


Wakes repratrs last because it is leak- 


proof, moisture-proof, vibration-proof, and water- 
proof. It completely fills cracks in marble, plaster, 
tile, concrete, terrazzo and wood. A perfect anchor- 
ing material. It’s guaranteed not to shrink. It 
expands! X-Pandotite is unaffected by heat, oil, 
soap, or caustic solutions. 










Order from your nearest job- 
ber. If his stock is short, write 
vs and we'll arrange for 
delivery. 





X-PANDOTITE 


A High Profit, Quick 
Selling Repeat Item! 


Accredited Jobbers 


please write! 





X-PANDO CORPORATION 


roe oe 36th Street . N.Y 





Long Island City 1 


118 











Predict Ammunition for 
Hunters for Next Fall 


Bureau 
AGE) 


( Washington 
of HARDWARE 
The WPB ammunition 
gram continues in high gear. 
Production authorizations are so 
far ahead of minimum essential 


needs that WPB officials are pre- | 


dicting that ammunition will be 
available for hunters by fall, 
barring any cutback in facilities 
or resumption of military pro- | 
grams. 

Total 1944 minimum United | 
States requirements, estimated by | 
the War Food Administration, | 
for farmers and ranchers, are as | 
follows: shot shells, 122,537,000 
rounds; center-fire cartridges, | 
16,848,000 rounds; and .22 long | 
rifle cartridges, 139,362,000 
rounds. Since the authorized | 
production for the first two quar- | 
ters exceeds these figures, no} 
rationing of ammunition will be | 
necessary. However, a reserve of 
about 15 per cent is being con- 
sidered in case supplies in a par- 
ticular area. 


In addition to the original 
allotment of 3,000,000 lb. of strip 
copper for the second quarter 
program, a supplemental allot- 
ment was also granted. This 
allotment is expected to total 
about 2,200,000 Ib.; a large por- 
tion of it was made available | 
from contracts terminated by the | 
Ordance Department. This total | 
additional amount was opposed | 
by the Army, but WPB officials 
told Harpware AGE that its dis- 
tribution was proceeding accord- 
ing to plan. 

WPB representatives have 
pointed out that L-286 does not 
now permit the purchase of am- 
munition by hunters. Therefore, 
regardless of the method of dis- 
tribution, farmers and ranchers 
have the first option on supplies 
now available. Although the 
order requiring reports on dis- 
tribution of this type is soon to 
expire, it would probably be 





possible to extend it until 
Sept. 15, a provision that 
would be more liberal to 
this group of purchasers and 


continue their preferred position. 
To provide for the hunting sea- 
son, the order could again be 
amended as of Sept. 15, accord- 
ing to WPB. While hunters 
might then be permitted to buy 
ammunition, a limitation could 





pro- | 


be placed on the amount of their 
purchases so that farmers would 
still have some opportunity to 
get ammunition. 

Although production is still 50 


| per cent less than a _ normal 
year the authorized programs 
| present a _ substantial increase 


over last year. A certain amount 
of the current production will be 
arbitrarily set aside to fill the 


| legitimate back orders of the 65 


Defense Supplies Corp. jobbers. 
But WPB does not intend to 
supply the DSC jobbers with 
enough ammunition to enable 
them to solicit orders and inter- 
fere with normal distribution 
channels. 

Distribution of the remainder 
of the current production will be 
handled by the companies them- 
selves through their normal sales 
outlets in such a way that na- 
tonal coverage will be provided. 
Producers have been asked to 
notify WPB of the basis on which 
they will apportion the supply to 
their sales outlets and to give a 
list of them to guide WPB in 
allocating the reserve. A 15 per 
cent reserve will be set up, which 
producers will hold and ship on 
WPB instructions. This would 
be apportioned among the com- 
panies in accordance with their 
1941 sales. 

The authorized production of 
shot shells for the first two quar- 
ters is about 276,000,000 rounds 
of all types. About 50,000,000 
of these will be allocated to DSC 
and 25,000,000 set up as a re 
serve. The remaining 200,000,- 
000 rounds which will be avail- 
able for regular distribution con- 
stitute about one-third of the 
annual domestic requirements in 
normal times if skeet and trap 
loads are excluded. WPB 
officials have predicted that 50 
per cent of the usual demand 
might be met before the hunting 
season and that the total might 
perhaps be as high as 75 per 
cent. If the supplemental second 
quarter program is fully realized 
about 95,000,000 additional 
rounds of shot shells will be 
available. 

The authorized program for 
centerfire cartridges amounts to 
about 30,000,000, which repre- 
sents slightly more than one-third 
of the normal requirements. The 
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what the market can absorb, 
and despite DSC’s contracts with 
Army Ordnance, allotments 
should not be reduced for nor- 


industry has recommended that 
5,000,000 rounds be allocated to 
DSC and 2,500,000 be retained 
as the reserve, leaving 23,500,- 
000 to be distributed by the in-| mal civilian purchase. 
dustry. The supplemental pro-| About 4,000,000 
gram calls for about 9,000,000| Army surpluses of 
additional rounds. | cartridges have been made avail- 
The second quarter production | able during the last 17 months, 
of .22 long rifle cartridges is| WPB has had no commitment as 
273,000,000 rounds, of which| to what might be available. 
17,000,000 have already been allo- The third-quarter program may 
cated to DSC. However, DSC! run into some difficulty in the 
has contracted for 349,000,000 | way of copper allotments, since 
from Army Ordnance | permitted users are already being 
and for this reason no more rim-| cut 10 to 25 per cent. There- 
rifle cartridges will be allocated | fore. it is doubtful whether ap- 
to that agency. The amount al-| peals for additional production of 
ready allocated will be con-| civilian ammunition would re- 
sidered as the reserve, and 226,-| ceive too much _ consideration. 
000,000 rounds will be left avail-| However, lending one ray of 
able for the producers to dis-| hope is the necessity for keep- 
tribute. The supplemental pro-| ing these plants in the industry 
gram would add an additional | intact so that they will be avail- 
81,600,000 rounds. WPB says| able again if the production of 
there is practically no limit to| military ammunition is resumed. 


Some Furniture Makers 
May Advance Prices 


Manufacturers of household| Under this order, retailers and 
furniture whose overall opera-| jobbers of furniture may pass on 
tions are unprofitable and who | the dollars-and-cents amounts of 
have been told to grant wage in-| the increase that may be granted 
creases by the War Labor Board,' to manufacturers. Retailers are 
may apply to the Office of Price | already absorbing the 5 per cent 
Administration for price relief, | manufacturers’ increase and fur- 
that agency announced May 11.| ther absorption is not generally 

Although furniture manufac-| possible without hardship, OPA 
turers were recently granted a| said. This action is in Amend- 
general price increase of 5 per| ment No. 5 to Order No. 1052 to 
cent by OPA, a substantial num- | Maximum Price Regulation No. 
ber of them have granted wage | 188 Manufacturers Maximum 
increases approved by the WLB.| Prices For Specified Building 
Current operations in many of | Materials and Consumers Goods 
those factories are being con-| Other Than Apparel--effective 
ducted at a loss, OPA said. May 11, 1944, 
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Ease Provisions on Metal 
Jackets for Water Heaters 


The prohibition on the use of | facturers in obtaining sufficient 
metal jackets for water heaters | material to produce needed water 
has been relaxed to permit the | heater jackets, WPB said. 
use of steel in manufacturers’ in- | 
ventories on May 8, 1944, and 
such steel as may be obtained 
from frozen, idle and excess in- | 
ventories, the War Production | 
Board reported. Because the 
sheet steel supply is still tight.| Cleveland, Ohio, forecasts a 
use of steel from rolling mill sup- | post-war market for 12,900,000 
plies is still prohibited for water| new gas ranges. This total is 
heater jackets, WPB said. arrived at by figuring approxi- 

Previous restrictions prohibited mately 6,900,000 new ranges 
the use of any metal jackets, ex-| Will be needed for replace- 
‘ ment, 4,500,000 new ranges 








AM. STOVE FORECASTS 
POST-WAR MARKET FOR 
12,900,000 RANGES 


The American Stove Co., 


cept for oil fired units, and manu- 


: ’ rad is aking | Will be required by war 
ae d _ os — "E | brides, and nearly 1,500,000 
rboard jackets as substitu: | new ranges will be required 


tions. Fiberboard is not readily | for yew homes to be built 
obtainable at present, so this | during the first six months of 
action was taken to aid manu-| peace. 


MAY 25, 1944 


| = 





TREE TANGLEFOOT 





Topping all previous sales records by per- 
centages too large to seem credible, TREE 
TANGLEFOOT is going places as never 
before in its more than 40 years of affording 
perfect protection against the ravages of 
crop and foliage-destroying tree-climbing 
insects. A national advertising campaign 
reaching millions of shade tree owners and 
commercial growers is making America more 
and more TREE TANGLEFOOT conscious. 
Every orchardist, every residential tree 
owner is a potential customer; 
and they’re banding in ever 
increasing numbers. Get your 
share of this profitable business. 
Call your jobber, NOW! 





25 1b. PAIL 


For more than forty 
years a band o 









TREE TANGLE- 
FOOT has been 
an insurmountable 
barrierto all 
climbing insects. 


Conveniently Packaged 
for All Types of Trade 





DISPLAY BOX f : 
7. OF pot. bor. , 
- CARTONS 2 


| THE TANGLEFOOT COMPANY 
{ 


356 HEMLOCK ST., S.W., GRAND RAPIDS, MICH. 
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PR 19 Amendments Increase Number 
Of Items and Raise Some Ratings 


NOW COVERS ABOUT 300 ITEMS 


Priorities of certificates raised to AA-2X excepting 


some building materials. 


May buy up to $50 worth 


of any item on list without getting Ration Committee 


approval. 


Amendments have been made | in the purchase of all listed items, 


to Priorities Regulation 19 to aid 
farmers in obtaining available 
supplies necessary for farm op- 
eration, the War Production 
Board announced May 11. 

The amendments, issued May 
6, also expand the list of items 
affected, and raise the priority 
of certificates 


covering those 
items from AA-5 to AA-2X, with 
the exception of a few building 
materials, 


Under the terms of the amend- 
ed regulation, dealers are re- 
quired to give farmers preference 


upon written certification by the 
farmer that the supplies covered 
by the order “are needed now 
and will be used for other than 


| household purposes in the opera- 


tion of a farm.” Such certifica- 
tion will carry the priority of 
A A-2X. 

Dealers may use such farmers’ 
certificates to replace merchan- 
dise sold, or to replace supplies 
for which they have orders. How- 
ever, the amended regulation 
does not provide a priority rating 





that can be extended by the 


wholesale supplier to the manu- 
facturer. Wholesalers and oth- 
ers buying from manufactur- 
ers should apply on WPB Form 
547 for ratings to be used in 
obtaining supplies. In some in- 
stances, WPB may decide to 
extend special help on WPB 
Form 547 to suppliers and direct- 
buying dealers serving the farm 
trade. 

The new regulation contains a 
list of approximately 300 items 
of farm supplies, other than those 
for household use. Following is 
a partial list of the more impor- 


tant items added to PR-19 by the 
amendments: 


1. Hay stacker cable 

2. Fire extinguishers 

3. Flashlights 

4. Funnels 

5. Grinders for sharpening 
tools 


6. Harness repair tools 

7. Concrete mixers 

8. Metal fence posts 

9. Tire pumps 
10. Fly screen 
11. Building blocks 
12. Portland cement 
13. Insulating materials 
14. Lumber substitutes 
15. Roofing and siding 

16. Field drain tile 

17. Truck and machinery jacks 
18. Tire pressure gages 

The new regulation provides 
that the farmer may use his cer- 
tificates and the AA-2X priority 
for having his equipment re- 
paired. When a farmer wishes 
to use a certificate to buy more 
than $50 worth at one time of 
any item on the list he has to 
first get his certificates approved 
in writing by the County Farm 
Rationing Committee. Prior to 
the amendment this limit was 
$25. 








Propose Reorganization 


Smaller War Plants Corp. 


Proposed bill would divorce Smaller War Plants 
from WPB and would also provide for Assis- 
tant Secretary of Commerce for Small Business. 


(Washington Bureau 
of HARDWARB AGE) 

A bill proposing reorganization 
of the Smaller War Plants Cor- 
poration was introduced in both 
houses of Congress on May 11. 


The purpose of the bill is to en- 
sure the survival of small busi- 
ness in the post-war era. 
Perhaps the most important 
provision of the bill, in the eyes 
of the hardware trade, is the 


section which would broaden the 
scope of the organization to in- 
clude aid to small distributive 
and service trades that have been 
badly hit by the war. These 
would include distributive con- 
cerns that handle tires, petroleum 
products, radios, refrigerators, and 
other goods that have practical- 
ly disappeared from the market. 

The bill was sponsored in the 
Senate by Senator Murray, 
Democrat, Montana, and Sena- 
tor Wherry, Republican, Nebras- 
ka. Senator Murray is Chairman 
of the Senate Small Business 
Committee and Senator Wherry 
is one of its most outspoken 
members. It was introduced in 
the House by Rep. Robinson, 
Democrat, Utah, a member of the 
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House Small Business Committee. 

The important provisions of 
the proposed bill are: 

The Smaller War Plants Cor- 
poration would be made indepen- 
dent of WPB and function as a 
separate agency. 

It would be empowered to ac- 
quire surplus government prop- 


erty to assure small business 
getting a fair share of such 
property. 


Credit would be available for 
the re-establishment of small 
business by giving the corpora- 
tion the power to guarantee loans 
made by private banks. Its own 
capital would be increased from 
$150,000,000 to $1,000,000,000. 

The corporation would be au- 
thorized to grant non-exclusive 
licenses to small concerns to use 
the numerous patents that have 
become government property since 
the outbreak of war. 

Research facilities would be 





made available, through the cor- 
poration, to small businesses, not 
able to maintain their own re- 
search staffs. 

The bill also creates an inter- 
departmental committee to work 
with the corporation on small 
business problems, and_ gives 
the corporation representation on 
various government boards con- 
cerned with post-war problems. 
The name of the agency would 
be changed to “Small Business 
Corporation.” 

Senator Murray said that re- 
sponse to the bill had been over- 
whelmingly favorable. A draft of 
the bill had been sent to hun- 
dreds of business men and indus- 
try groups throughout the coun- 
try, for comment, prior to “its 
introduction. The Senator point- 
ed out that final draft of the 





bill incorporates many of the sug- 
gestions that came from these 
sources, 

The bill also broadens the 
scope of the Department of Com- 
merce by setting up an Assistant 
Secretary of Commerce for Small 
Business; and establishing a field 
consulting service in the depart- 
ment comprised of men familiar 
with small business problems; 
utilizing the department’s re- 


search facilities and empowering - 


the department to use other re- 
search facilities; and authorizing 
the department to prepare and 
distribute, without charge, books 
and pamphlets, based on the re- 
search reports made under the 
bill, to small business, and to 
set up an organization for the 
dissemination of such informa- 
tion. 








Customs Bureau Auctions Not 


Generally Subject to Ceilings 


With two exceptions, seized, 
unclaimed and abandoned articles 
sold at auction by the Bureau of 
Customs were exempted from 
price control by the Office of 
Price Administration on May 14. 








The exceptions are (1) distilled 
spirits and wines and (2) on 
general class of merchandise 
offered at a single auction that 
has a domestic value of $500 or 
more. The general’ exemption 
became effective on May 18, 1944. 

Supplementary Order No. 88— 
Exemption of Unclaimed or 
Abandoned Commodities Sold at 
Auction by the Bureau of Cus- 
toms—effective May 18, 1944, 
made these decisions. 
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Specific Dollars, Cents Ceilings 
On Radio Tabes—Provides Testing 


Specific dollars - and - cents 
wholesale and retail ceiling prices 
for new standard radio replace- 
ment tubes for civilian radios and 


phonographs were announced 


May 15, by the Office of Price F 


Administration. These specific 
prices effective May 20, 1944, re- 
flect those prevailing in the in- 
dustry during March, 1942. 
Wholesalers and retailers may 
charge less than 
prices listed. 

OPA’s action also specified 
maximum service charges for 
testing radio receiver tubes when 
brought to a shop. No charge 
may be made by a dealer or re- 
pairman for testing tubes when 
they are brought to his shop by 
a customer, because no charge 
was customarily made for this 
service. However, when a cus- 
tomer brings a portable or table 
model radio or phonograph to a 
dealer’s or repairman’s shop for 
tubes to be tested or replaced, 
the dealer or repairman may 
charge a maximum of 50 cents for 
testing all of the tubes in the set. 

If the radio or phonograph 
mechanism has to be removed in 
order to test and replace the tube, 
the dealer or repairman may 
charge a maximum of $1.00 for 
testing all of the tubes. 

This provision reaffirms the cus- 
tomary 90-day guarantee given by 
the industry against defects in 
material or workmanship. In 
addition it calls for posting of 
ceiling price lists in the dealer’s 
or repairman’s place of business. 


the ceiling 


Charges in Some Instances 
MEMGE .casenscecestdss 1.00 
DEE ésekcknctonacsses 1.10 
MEE ccartdeareitortuce 85 
BMT ps csducasassercas 1.10 

ConsoLe AND Auto Rapios 
ON gcnneebabae in es-s:cinve $ .70 
RRS RACE Eee e 90 
EGET Se jidoik Sukie Wimeae a avece- 1.10 
DEE cincaenneandncte> 1.10 
DEE seuhstondnec tases 1.10 
SR en ore ere 85 
Tt xv ameasieaaaemeladmass .70 


PorTABLES 
Types Prices 
DEG pncens.cndaetnae ease $1.10 
BE cnc edaacacslemea 1.30 
MEE * écassaedeccceaaed 1.10 
EEE icckteaneschemeatin 1.30 


TaBLeE Mopets (A.C.—D.C.) 
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These prices include the 10 | 
per cent manufacturer’s Federal 
excise tax which became effective 
on Oct. 1, 1941. The April 1, 
1944, Federal excise tax does not 
apply to radio receiver tubes. 

Dollars-and-cents prices which 
retailers will pay as set in the 
new action are computed on the 
basis of discounts off the retail | 
price list and are graduated ac- 
cording to the quantity sold. This 
system was found to be most 
generally prevalent in the trade, 
and therefore was adopted by the 
Office of Price Administration. | 
This means that a retailer buying | 
a large quantity of tubes from a | 
wholesaler would pay less pet 
tube than another retailer buy- 
ing a smaller quantity. 

In selling to retailers it is pro- 
vided that wholesalers must make 
out sales slips, receipts, invoices 
or some other evidence of sale 
showing the name and address 
of the seller, the purchaser, the 
date of sale and the quantity, 
type and price of the tubes pur- 
chased. Purchasers are required 
to keep these receipts and sellers 
to keep copies of them. 

These provisions are in: 
Amendment No. 134 to Revised 
Supplementary Regulation No. 
14 to the General Maximum 
Price Regulation—effective May 
20, 1944. 











Heating Stove Makers 


Mast 


Continue Fall Datings and 
Anticipation Discounts 


Manufacturers of domestic 
heating stoves must continue 
their pre-war practice in quot- 
ing fall datings and anticipation 
discounts on sales of stoves, the 
Office of Price Administration 
said on May 5. 

Inquiries received by the OPA 
indicate that some manufacturers 
of stoves are uncertain about the 
relationship of ceiling prices to 
these practices. The maximum 
price regulation covering do- 


MAY 25, 1944 


mestic heating stoves requires 
manufacturers to continue “all 
the greatest discounts, freight 
and other allowances and price 
differentials quoted during the 
period January 15 to June 1, 
1941, to each class of purchaser.” 
Accordingly, OPA said, a manu- 
facturer who quoted fall datings 
and anticipation discounts in 
connection with the sale of heat- 
ing stoves during the base pricing 








period must now quote them. 


This advertisement 
will appear in: 


THE LADIES’ HOME JOURNAL 
fetolo} ome. 12)8h13.433 41, [C7 
BETTER HOMES & GARDENS 
THE AMERICAN HOME 
HOUSE BEAUTIFUL 
THE PARENTS’ MAGAZINE 


] 
pesenve 4 special Freeno 


Give American Women a special freedom — 
FREEDOM FROM TRUDGERY 


5 eee and thousands of American 
women, in wartime jobs, have learned factory and 
office efficiency. In the post-war years, they will 
appreciate and demand this same-efficiency in 
their kitchen routine. 

The “Freedom from Trudgery” idea will be 
featured in Youngstown Kitchen National Ad- 
vertising. YPS dealers can have the advantage 
of coupon returns in their own | 
territory. Br 





YOUNGSTOWN PRESSED STEEL DIVISION 
Mullins Mfg. Corp., Dept. HA-544, Warren, Ohio 


Please send me ¥PS booklet, “Get Ac- 
quainted with Your Kitchen Business.” 


BE aisiinstcsecniscinconciouial 





ES 
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closes i cchntanstansibaoennapntectileeiiaas 
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ARMSTRONG-BRAY 


Prompt deliveries 


STEELGRIP 


ARMSSE ONG - BRAY 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss— ever) 
hook saleable and usable. Made in 
6 sizes. 
STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins 

Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 


















HANG IT 
*FASTER 
*BETTER 


with PAINE 


PIPE STRAPS 


Available in f >, 702 
5 Ib. Cartons & \ 
y 


100 Ib. Bags 
Guaranteed Number Of Pieces To The Pound. 


on Low Priority 

A FAST-TURNING SHELF ITEM 
For fastening thin wall pipe, BX, rigid 
conduit, and non-metallic sheathed cable. 
Made of uniform gauge Galvanized with 
rounded edges. Beaded for extra 
strength. 14 different sizes in each style. 
Meet all Government specifications. 

Ask your Jobber and write for Catalog. 


THE PAINE CO. 
2963 Carroll Ave. 












Chicago 12, Ill. 


Offices in Principal Cities 


‘PAINE - 


and HANGING DEVICES 
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Selling Service Not a Stop-Gap 


By GEORGE E. HOPF 


Manager of Sales 
Hardware Division 
Henry Disston & Sons, Inc., 
Philadelphia, Pa. 


HE hardware retailer has proved 

himself a sound, down-to-earth 
businessman in the way he has kept 
his feet on the ground and his mind 
alert through the past few years of 
decidedly tough going. His clear- 
headed thinking has shown him 
that emphasis on service could mean 
the difference between the death of 
his business or its survival. 

He has turned to selling service 
on lawn mowers and skates and 
door checks and window glass and 
saw sharpening, realizing that such 
selling attracts new customers into 
his store and helps him hold his 
trade. And, in addition, he knows 
he is doing a patriotic job. By en- 
couraging customers to take care of 
their possession, he is aiding in con- 
servation which indeed has proven 
a most important part of America’s 
war effort. 

All this is well and good. and 
the retailer is to be congratulated 
upon the fine work he is doing now. 
But-—and this is a big BUT, how 
many of such retailers have been 
looking at this service as a stop-gap 
until product selling returns with a 
rush immediately upon the close of 
the war? How many have been 
overly optimistic in view of an early 
end to the conflict? How many 
have said to themselves—“T’ll play 
this service game for all its worth 
now, but the war will be over soon. 
and then I'll have plenty of goods 
to sell, and I'can put all my time 
on that kind of selling”? 

In that sort of thinking lies 
danger. 

Of course, some items will appear 
at once when the war is over, but 
the retailer will be far from finding 
himself in a position of complete 
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product-selling for a long time after 
hostilities have ceased. There will 
be a period of readjustment in in- 
dustry. Some manufacturers will 
swing back into their former produc- 
tion channels with the minimum of 
time, but the great majority will find 
that it will not be a matter that ean 
be accomplished overnight. 

The retailer must face the facts 
realistically. He should look upon 
service as a definite, valuable and 
permanent part of his business, not 
a stop-gap for wartime. 

And he should remember another 
thing—service-selling is good will 
selling, because the customer has 
always had a psychological feeling 
that perhaps he is not as welcome 
in a store if he is there merely to 
get something fixed or serviced than 
if he were there buying a new prod- 
uct. Perhaps this attitude has been 
engendered by the past actions of a 
few unthinking retailers. Neverthe- 
less. it has been the customer’s gen- 
eral feeling. How much valuable 
good will can the retailer build by 
actually proving he wants that cus- 
tomer’s service business? That sort 
of good will building has a value 
that cannot be overestimated. 


Continue Price Control With Changes 
H. H. Morse Tells Gas Appliance Group 


ONTINUATION of price con- 

trol with fundamental changes 
which will allow business to operate 
without hampering restrictions was 
urged by Henry H. Morse. vice-pres- 
ident of the Florence Stove Com- 
pany, Gardner. Mass., May 9, 1944, 
in Chicago before the annual meet- 
ing of the Association of Gas Appli- 
ance and Equipment Manufacturers. 


“Whatever success price control 
has attained may be credited to the 
cooperation of business which volun- 
tarily complied with regulations that 
could not otherwise have been en- 
forced.” Mr. Morse reminded the 
manufacturers. 

“Business -has demonstrated its 
willingness to forego its present 
rights to assure a post-war world of 
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free enterprise, limitless opportunity 
and the perpetuation of the demo- 
cratic way of life,” he continued. 
However, he pointed out, in setting 
up an office for the control of prices 
(O.P.A.), it was not the intention of 
Congress to have O.P.A. control 
profits. 

“Early in its career,’ Mr. Morse 
commented, “O.P.A. promised that 
competitive positions would be pre- 
served. The original intent of Con- 
gress was Clear, and the subsequent 
actions of Congress have made its 
position even more clear. 

“However, . . . O.P.A. has been 
so absorbed in its important job 
of holding down prices that it has 
been difficult for it to view the 
problem as a whole. Any virtue 
carried to excess becomes a vice, 
and when holding the line is more 
important than building construc- 
tively, we get mandates and inter- 
pretations that are detrimental rath- 
er than helpful. O.P.A. needs the 
salutary curbs of a carefully-written 
law.” 

Strongly affirming the need for re- 
enactment of a price control act. 
June 30 this year, Mr. Morse point- 
ed out that fundamental changes 
should be made in the Act so that 
it will accomplish its original pur- 
pose without hamstringing industry 
or changing business practices. 

He said, “I am convinced that our 
only hope of assuring an opportunity 
to business to return successfully to 
the production of civilian goods is 
a basic change in the Price Control 
Act—a change that will clearly de- 
limit the powers of the stabilization 
Director and the power of O.P.A. 

. a law that will say, ‘so far and 
no farther,’ and will protect the 
American manufacturer and_busi- 
ness man from unreasonable, im- 
petuous, star-chamber decisions of 
some authority who may not be 
wholly in sympathy with the Amer- 
ican way of life.” 


War Costs 


HE heavy financial burden 

which the United States is as- 
suming in the prosecution of the 
war is revealed in figures just re- 
leased by WPB. In February, the 
daily rate of war expenditures by 
the Treasury and Reconstruction Fi- 
nance Corporation reached an _all- 
time high of more than $312 million. 
compared with an average for last 
year of about $273 million and for 
1942 of $169 million. Total United 
States expenditures for war purposes 
from July 1, 1940, through March 
31, 1944, were $176.5 billion. 


—Business Action 
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This change is made solely because 


the new name expresses more fully 
the important expansions in Dazey 
operations—and their greater profit- 
significance to Wholesalers and 
Retailers. As such, it is a promise 
of things to come ... There is no 


change in management or person- 
nel. The same progressive sales 
and manufacturing policies will 
remain in force. And—as always— 
high quality, eye appeal and dis- 
tinct utility will continue to char- 
acterize all Dazey products. 


DAZEY CORPORATION 


WARNE & CARTER AVES. 


¢ $T. LOUIS 7, MO. 








YOU GET THREE WITH ONE 





Generous PROFITS 


AT YOUR JOBBERS—NOW! 


HILL-SHAW CO.,CHICAGO, ILL. | 


Recognized QUALITY 
National ADVERTISING 





































Yes! We are able to fill your 
order for original Minute 
Mops with the famous cellulose 
sponge head that absorbs 20 
times its own weight in water 
and gives such marvelous serv- 
ice. It’s priced to sell at $1.59— 
and how it sells! With women 
more and more forced to do 
their own work, the Minute 
Mop and Drainer is one of the 
hottest promotions you can 
possibly put into your house- 
wares department, so put it in 
—starting NOW!. Wire or 
‘phone your order TODAY as 
supply of sponge material is 
limited in accordance with 
present material restrictions. 


MINUTE MOP (0. 


i3 E.23-rd.St. 
CHICAGO 16 ILL. 
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Alabama Convention 


ALABAMA OFFICERS—Left to right, rear row: S. B. Martin, Wetumpka, retir- 
ing president; Mrs. J. H. Crowe, Birmingham, secretary-treasurer:; W. C. 
Martin, Aliceville, president. Front row: R. B. Green, York, director: C. W. 
Spradley, North Birmingham, director; O. E. Owens, Ft. Payne. first vice- 
president, and J. H. Crowe, Birmingham, secretary-treasurer emeritus. 


NAME & PLACE—Retail Hard- 


ware Association of Alabama 11th 


annual convention, May 8-9, 1944, 


at the Whitley Hotel, Montgomery, 
Ala. 


OFFICERS-—President W. C. Mar- 


tin, Aliceville, succeeding S. B. Mar- 
tin, Wetumpka; O. E. Owens, Fort 
Payne, first vice-president; F. O. 
Braswell, Demopolis, second vice- 
president; Mrs. J. H. Crowe, Birm- 
ingham, secretary-treasurer. Direc- 
tors: M. K. Lawrenz, Foley; R. B. 
Watson, Atmore; W. O. Stewart, 
Dothan; F. W. Thomas, Gadsden; 
Ralph Norman, Fort Deposit; E. M. 
Crew, Anniston; J. D. Bell, Clan- 
ton; C. W. Spradley, Birmingham; 
Bush Cox, Hartford; R. B. Green, 
York; B. O. O’Steen, Florence; L. S. 
Hunter, Alexander City. 

Tribute was paid Allen C. Rankin, 
Sr., absent for the first tinfe, and a 
resolution of regret was sent Mr. 
Rankin, who was ill in a Mont- 
gomery hospital. 


RESOLUTIONS —Pledged its all 
to win the war and to “preserve 
our way of life under a free enter- 
prise system” after the war. Favored 
protecting small business after the 
war to the end that monopolies and 
unfair competition should be abol- 
ished; enactment of legislation as- 
suring orderly disposition of govern- 
ment-owned surplus goods after the 
war to prevent them from falling 
into the hands of speculators and 
endorsed the plan of disposal devel- 


oped by the Central Council of Na- 
tional Retail Associations. 


ADDRESSES — All talks and 
round-table discussions stemmed 
from the convention’s main theme, 
“Post-War Planning or the Road 
Ahead.” 

Rivers Peterson, managing direc- 
tor NRHA, was present to report 
activities and bring the message 
from the national organization. P. H. 
Baker, district manager of the In- 
ternational Harvester Company, talk- 
ing on “Farm Equipment Produc- 
tion Order L-257, and Farm Equip- 
ment Rationing Order No. 14,” told 
the dealers that farm equipment 
manufacturers would turn all their 
production to war machinery until 
after the invasion and that all they 
could expect to get at home would 
be repair parts for the present. Some 
small equipment would be available, 
he said, under Order No. 14. 

In a post-war clinic, it was 
brought out that farming would be 
done almost wholly by machinery in 
the future, and possibilities for prof- 
its to the hardware dealer were out- 
lined. 

W. B. Creech, manager of the 
Electric Appliance Division, West- 
inghouse, gave a forecast of elec- 
tricity in the future home, opening 
another route to increased sales for 
hardware dealers. 

Others taking a part on the pro- 
gram were R. S. Bohannon, district 
manager of Pittsburgh Plate Glass 
Company, who talked on “What’s 
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CONFIDENCE 


The good mechanic handles 


Vichek Tools with the skill, 


efficiency, confidence, be- 
coming a fine tool. He gives 
them his best and they, in 


turn, never fail him. 


These superb tools are thor- 
oughly tested at our plant— 
for strength, hardness, size, 
breaking point. We are sure 
they have the quality that 


builds confidence—and sales. 


THE 


VLCHEK 


TOOL COMPANY 


3001 £. 87th ST. + CLEVELAND 4, OHIO 
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Ahead for Paints and Brushes?”; 
Luther R. Stein, vice-president of 
Belknap Hardware and Manufac- 


turing Company of Louisville, Ky., | 


whose subject was: “A Look Ahead,” 
and Sam Houston of Houston Bro- 
kerage Company, Birmingham, who 
talked on “Why Not a Victory 
Garden Department?” in which he 


showed such a department a gold- | 


mine of sales for the present period. 
A highlight on the program be- 
cause it started the men present 


thinking in terms of postwar devel- | 


opment and profits from two of 
Alabama’s most important crops, 


cotton and timber, was a talk by | 


M. H. Bruner, agricultural consult- 
ant of the E. I. duPont de Nemours 
Company, on “A Look Into the 
Future and What Chemistry Is Doing 
for the Farm.” 

Martin J. Lide of the WPB, Birm- 
ingham, was present to explain pri- 
orities in relation to hardware deal- 
ers. Round-table discussions on 
problems affecting the hardware 
trade interspersed the talk and were 
participated in by representative 
members of the Alabama associa- 
tion. 

Social activities were restricted to 
President S. B. Martin’s luncheon 
for officers, directors and members, 
and a banquet after the convention 


when members of the Montgomery | 


Wholesale Hardware Association 
were hosts to visitors and their 
wives. 





Unionization 

HE April issue of the Labor In- 
formation Bulletin of the Labor 
Department makes the statement 
that union agreements cover 13,750,- 
000 workers and that total—almost 
45 per cent of all workers in pri- 
vate industry—were employed under 
terms of union agreements last Janu- 
ary. Coverage extended to 60 per 
cent of all manufacturing wage earn- 
ers; over 95 per cent of coal miners, 
longshoremen and railroad workers; 
and less than 15 per cent of clerical, 
technical and professional personnel. 
Closed or union shop agreements 
covered about 6,500,000 workers and 
more than 3,000,000 union members 
were required by agreement to main- 
tain their membership as a condition 

of continued employment. 
—Business Action 
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PRIORITIES 
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Domestic stove prices—OPA 
has ruled that all manufacturers of 
domestic heating stoves must continue 
their pre-war practice as to quoting 
Fall datings and anticipation discounts 
on sales of stoves. 

* * * 

New pricing groups. -Sales by 
manufacturers, wholesalers and _ retail- 
ers of new house trailers and motor 
cycles, manufactured on and _ after 
August 12, 1943, now will be covered 
by MPR 136—machines and parts and 
machinery services, OPA has an- 
nounced. Among articles transferred 
from other regulations, to MPR 136 be 
cause its provisions are better suited 
for their pricing are: Marine equip 
ment, tackle blocks and sheaves, cer 
tain chains, chain fittings and assem 
blies, rope fittings, turnbuckles, mann 
ally operated winches and windlasses: 
industrial, technical, and scientific 
glassware, leather belting: concrete 
products machinery and equipment: 
and forged railroad axles and car 
wheels. 

+ * x 

Excise tax ruling Retailers 
will not be required to state separately 
the amount of the new 20 per cent 
federal excise tax on cash register sales 
receipts, OPA states. However. OPA 
made clear that the amount of the tax 
must be separately stated in radio as 
well as printed advertisements, and that 
the tax must be applied and stated by 
retailers on all non-alarm clocks. as 
well as on alarm clocks retailing for 
more than $5.00. 

¢ e * 

Work glove ceilings —Estab- 
lishment of dollar-and-cent ceiling prices 
fér cotton, jersey and leather-palm work 
gloves at the wholesale and retail levels, 
and a revision of the specific prices 
previously established for manufac- 
turers, have been announced by OPA. 
This action, effective May 16 for manu- 
facturers and wholesalers, and June 6 
for retailers, increases prices on ap- 
proximately 130 styles of staple work 
gloves, By this revision of the work 
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glove regulation staple work gloves at 
the wholesale and retail levels have 
been removed from the General Maxi- 
mum Price Regulation and the Fall and 
Winter Seasonal Commodity Regulation. 
Retail dealers are now required to mark 
each pair of gloves with the retail ceil- 
ing price. Manufacturers are required 
to furnish retail dealers with lists of 
the retail ceiling prices on these gloves. 
Manufacturers are also required to label 
work gloves with lot numbers. to assist 
in determining ceiling prices in cases 
where price depends upon the type of 
producer. These provisions are con- 
tained in Revised Maximum Price Regu- 
lation No. 506, Maximum Prices for 
Staple Work Gloves. It was effective 
May 16, 1944, for manufacturers and 
wholesalers and becomes effective June 
6. 1944, for retail dealers. 


* * * 


Four million radio tubes 
Shipments of radio receiving tubes to 
civilian channels in the first quarter of 
1914, when production of civilian tubes 
was scheduled for the first time, totaled 
more than 4,000,000 WPB reports. This 
was slightly under scheduled civilian 
tube production for the quarter, but 
second quarter shipments are expected 
to be higher as the result of carry 
overs of tubes. Civilian tube produc 
tion in the first 1944 quarter just about 
equaled the output for civilians in the 
last quarter of 1943. 


* x t 


Electrical conductor use 
Housing utilities standards, for the use 
of materials in construction of exten 
sions of electric, gas and water facili 
ties to war housing, recentiv were 
amendegl by the War Utilities Office. 
This permits the use of small addi 
tional quantities of electrical edn 
ductor where it will obviate the need of 
numerous small size transformers. 

* * © 
Aviation gloves and helmets 
Amending order M-310, to meeet es 
sential military requirements for avia 
tion gloves and helmets, WPB has con 


fined all suitable cabrettas and Spanish 
and Portuguese lambskins and sheep- 
skins to the manufacturers of these 
items. <A cabretta is defined as a skin 
of a sheep raised for its hair. All suit 
able skins of the above types must be 
processed to meet Army Air Forces 
specifications, or to fill a specific mili 
tary order. “Blackhead”  cabrettas 
which are used and finished for mocha 
leather are exempted, as are any cab 
retta, Spanish or Portuguese lambskins 
or sheepskin leather which cannot meet 
the Air Forces specifications. The esti 
mated suitable supply of these types o! 
leather during the next six months is 
expected to meet only about 75 per cen! 
of the Air Forces’ requirements. Thx 
balance must be supplied from Jeathe: 
of other types. 
* * > 

Mail-order and chain show- 
ings—Sears, Roebuck & Co. has re 
ported an increase in net sales both 
for April (2.9 per cent) and for the 
three months ended April 30, (8.4 per 
cent). Montgomery Ward & Co., sale- 
declined 20.5 per cent in April, from 
April, 1943. Sales for the three months 
ended April 30 declined 9.8 per cen! 
from the same period of the preceding 
year. Among the variety chains, Wool 
worth’s gained 1.3 per cent in April 
and 1.4 per cent in the year to date. 
over the 1943 comparisons. The W. T. 
Grant Stores lost 1.4 per cent in April. 
and 0.9 per cent in 1944 to April 30. 

* > +. 

Fighting equipment—tThe re- 
port on munitions production for 
March, issued by the War Production 
Board, shows that output of munitions 
during that month rose 3 per cent above 
the February level. ending a _ three- 
month downtrend. By comparison with 
the latest pre-war “par” (Nov. 1941). 
March output of war essentials was 6.6 
times greater. By major groups, March 
production included the following dol 
lar-value changes from February: Air 
craft up 10 per cent ‘(on schedule) : 
guns and fire control down 5 per cent 
(over schedule): ammunition down 3 
per cent (over schedule); combat and 
motor vehicles up 2 per cent (over 
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Show. Bathrooms 


to. Advantage 


Miami Wood Bathroom Cabinets are 
smartly modern in every detail—of trim, 
streamlined beauty, with mirrors framed 
in steel (by permission of WPB). These 
attractive Wood Cabinets, now available 
in quantity, are doing a real wartime job 
... ‘filling the gap" left by discontinued 
production of Miami Metal Cabinets for 





the duration. 
Prompt shipments. 


Write Dept. HA for details. 


3 ATTRACTIVE 


CABINET MODELS 


The MIAMI Line 
consists of three 
smartly designed, 
completely 
equipped wood 
cabinet models. 
Cabinet bodies are 
made of kiln-dried 
hardwood, with 
joints double- 
locked, glued, and 
tenoned; door 
back of moisture- 
proof composition 
board; mirrors 


framed in STEEL, 


finished to match 
cabinets. 


WOOD-FRAMED 











MIRRORS 


Available in six 
sizes. Mirrors are 
No. | plate glass 
with hardwood 
frame; mirror 
back of Carey 
Utilizit Board; 
finished in three 
coats of baked- 
on white enamel. 





MIAMI CABINET DIVISION 
The Philip Carey Mfg. Company 
MIDDLETOWN, OHIO 





MAY 25, 
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schedule) ; communication and _ elee- 
tronic equipment up 1 per cent (on 
schedule). At present, the munitions 
program 


divides two ways——(1) the 


rising programs—war materials for 
which there is an increasing demand 

for example, trucks, 
Naval combatant ships, landing craft. 
and heavy artillery, (2) The declining 
programs for which 
the demand is decreasing, due to ade- 


aircraft, large 


munitions items 
quate stockpiles or other reasons, for 
Army 
destroyer escort vessels, Liberty ships, 
Roughly four-fifths of the 
entire munitions program consists of 


example, most ground items, 


and radio. 


the rising programs. A_ challenging 
aspect of the future is that the most 
critical munitions items—the rising 
programs—are scheduled to rise 25 per 
cent by the end of 1944. Meeting the 
goal that lies ahead will tax the re- 
sourcefulness and cooperation of both 
management and labor. 


* * a 

Construction outlook — Suc- 
cess in cutting back construction proj- 
ects for 1944 to a larger degree than 
had been anticipated is reported by 
the War Production Board. Total 
volume of construction for this year is 
not now expected to exceed $3.5 bil- 
lion, as contrasted with the $3.9 billion 
last fall. The 
figure would be only 46 per cent of 
the 1945 and 26 per cent of the 1942 
volume. The 10 per cent reduction will 


estimate made lesser 


materially help to conserve scarce lum- 
ber, steel and copper, and is regarded 
by WPB as a welcome relief. The 
total volume of construction in the 
United States in the first quarter was 
under $900 million, less than 40 per 
cent of the volume in the corresponding 
quarter of 1943. 


activity is anticipated in all types of 


Further declining 


construction, with the sharpest drop in 
non-industrial military work. Govern- 
ment financed industrial construction is 
expected to reach only 30 per cent of 
the 1943 volume. Housing, privately- 
financed industrial work, and other 
types of construction probably will show 
more moderate declines. 

* * * 


Refrigeration parts — Ship- 
ments of combat material from 85 plants 
that were engaged primarily in the 
manufacture of domestic and com- 
mercial refrigeration equipment before 
the war reached an all-time high of 
almost $150,000,000 in the last quarter 
of 1943, the War Production Board re- 
ported May 4. Shipments of combat 
material have been mounting steadily 
since the beginning of the war, WPB 
added. Shipments of all products— 
combat material, refrigeration equip- 
ment, and other goods—from the same 


plants totaled more than $200,000,000 

































NOUS 


Gas Healers 
FOR LASTING QUALITY 


Post-war research data reveals that the greater 


part of wor savings and "pent-up" buying 
power will be used for building new homes 
and purchasing new household equipment. 


This evidence points’ to a huge market for 
America's most popular gas heaters—Temco 
and Circu-Ray. 


Compare these outstanding features and plan 
now for satisfied customers and “repeat” busi- 
ness by selling Temco or Circu-Ray Gas 
Heaters: 


A size and model for every heating require- 
ment. 12,000 to 90,000 B.T.U.—vented or 
unvented models. 

Beautifully designed cabinets finished in 
porcelain enamel, "the lifetime finish.” 
Scientific construction by experienced crafts- 
men assures the maximum in operating ef- 
ficiency and economy. 

Automatic controls provide a constant, 
healthful temperature at all times. Avail- 
able as optional equipment on all models. 
A.G.A. approval—your customers will recog- 
nize the seal of the American Gas Associa- 
tion Laboratories as the symbol of efficiency 


and high standards of safety. 


Tennessee Enamel Mfg. Co. 
Nashville 9, Tennessee 













RETAILS 


YOU CAN OFFER 


ABIG VALVE / 


... and a natural for your paint and brush 
department. “Little Doc” Brush Cleaner re- 
news old brushes and keeps new ones in top 
condition. Comes 24 to a colorful 
counter display. si 
Step up your volume with this 
and the four companion items: 
2 “Little Doc” Window Cleaner Con- 
& centrate Ten Minute Car Wash, 
- Rug and Upholstery Cleaner Con- 
centrate and the Refrigerator Clean- 

er. Write today. 


GUS. J. SCHAFFNER COMPANY 


534 CALIF. AVE., AVALON, PITTSBURGH PA 



































PURITOX— 


a tast working, 

















fast selling insect 
control that every 
V-garden owner 




















will appreciate! 

















NIPON— 
death to roaches, 


silver fish, ants, 











and ail house- 
hold insect pests. 























BOTH IN THE NEW PATENTED 
HANDY PUFFER BOXES! 


The CHAMBERLAIN-HABER 


CHEMICAL COMPANY + CLEVELAND, OHIO 


Manufacturers of Presto Scented Bowl 
Cleaner and Presto Drain Pipe Opener 


















































for the same period. Enough unfilled 
orders of all kinds were on hand at the 
end of 1943 to keep the industry busy 
for about a year at the fourth-quarter 
rate of production, WPB said. This 
does not take into consideration possible 
cutbacks in military programs. Ship- 
ments of certain types of pre-war prod- 
ucts, such as industrial and commercial 
refrigeration equipment and replace- 
ment parts for commercial and domestic 
refrigerators, have continued at a high 
rate. Though the total value of ship- 
ments of pre-war types of refrigeration 
equipment in the last three months of 
1943 averaged less than in previous 
months, it accounted for 18 per cent of 
the output in the 85 plants. 


Manila fiber for paper—WPB 
recently announced that the inventories 
of both Manila fiber and old Manila 
rope were in a serious, but not danger- 
ous, condition. The greatest danger to 
the paper industry was reported by 
Government officials to be the diversion 
of this old Manila rope for reuse in 
ships’ fenders, bumpers and cargo nets, 
and its conversion into twine. Manila 
fiber and old Manila rope is needed ex- 
tensively in the manufacture of highly 
essential papers such as insulating, con- 
denser and flour sack papers. There is 
a possibility that the War Production 
Board may amend Order M-294 to re- 
strict the use or sale of the limited 
supply of this essential material. Present 
ceiling prices on old Manila rope, in 
Price Regulation 47, do not cover sales 
of old rope for reuse in ships’ fenders, 
etc., therefore a profit incentive exists 
in selling it for purposes other than the 
manufacture of paper. Sales of old rope 
to consumers, however, are subject to 
the General Maximum Price Regula- 
tion. It has béen recommended that 
OPA rule that the maximum price regu- 
lation shall cover all uses of this ma- 
terial. The same general situation ap- 
plies also to sisal rope. 


Lamp production — Members 
of the Incandescent and Fluorescent 
Lamp Industry Advisory Committee 
have been told that the industry’s total 
production and shipments are well in 
line with essential military and civilian 
requirements, the War Production 
Board reported recently. IAC mem- 
bers estimated that total requirements 
for fluorescent lamps for 1944 would be 
about 40,000,000. This estimate corre- 
sponds very closely to the present pro- 


. duction program as determined by 


WPB. The supply of tungsten and 
molybdenum for incandescent and 
fluorescent lamps remains fairly con- 
stant, WPB officials said. Changes in 


allocations to the industry are not 


PERFECT COTTER PINS 





PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %” to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 

















The fastest-selling item in Ame ag 
teday!. The only “all-pt a 
guarcnteed apie“ wu 


ring mold, for making hot or cold 
dishes. One-quart capacity. Indi- 
vidually packed (12 in a carton). 
Prompt delivery. %, 


Retaite at $420 
HICKEY 
Gales Company 


Law & Finance Building 
Pittsburgh 19, Pa 
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No. 711 Hame Fastener 








To Assure 
BETTER 
SERVICE 


HE dealer who concentrates 

his harness hardware and 
chain business on the Midland 
trade-marked line profits in sev- 
eral ways. The Midland line is 
large and comprehensive — he 
simplifies his stock-keeping, re- 
duces his investment. He gives 
his customers better service. 
They, in turn, get tops in quali- 
ties of design, strength, ma- 
terials, and workmanship—the 
result of more than 30 years of 
“knowing how.” 


Specify MIDLAND from your jobber. 


* * * 


The MIDLAND COMPANY 


Manufacturers—Incorporated 1911 
South Milwaukee, Wisconsin 


MIDLAND 


HARNESS HARDWARE 
AND GHAINS 
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anticipated unless military require- 
ments increase unexpectedly. 


* - * 


Store sales—National depart- 
ment store sales were 8 per cent higher 
far the week ended May 6 than a year 
earlier, while for the four week period 
ended that date sales were unchanged 


from the 1943 figure, according to the 


Federal Reserve Board. 





Sheet Metal Meeting 


(Continued from page 97) 


the Selective Service Boards just 
why those men cannot be replaced. 
Often errors are made because terms 
not understood by board members 
are used. 

An incentive program of the Navy 
Department, such as is used to en- 
courage war plant men to greater 
production efforts, by showing them 
the need for their help, was present- 
ed following the banquet Tuesday 
evening. Lieut. R. B. Ivory, USNR, 
was in charge of the presentation. 
Two veterans, one wounded in action 


| and recipient of the Purple Heart, 


told of their experiences in battle 
in the Atlantic, Pacific and Medite- 
ranean. The service men who gave 
stirring and unvarnished comments 
on what they went through and why 
continued and greater help from 
civilians was and is needed were 
C. G. Wojnowski, Signalman, Ist 
Class, Coast Guard, and Robert 
Finger, Radioman, 2nd class, U. S. 
Navy. Films showing actual scenes 
of the Japanese attack on Pearl 
Harbor were exhibited. 

J. Joseph W. Palmer, Construc- 
tion Unit, Bureau of Foreign and 
Domestic Commerce, Washington, 
D. C., said in talk on “Materials 
and Post-War Home Building” that 
in the first five years after the col- 
lapse of Germany there will be a 
ready made market for 480,000 new 
non-farm dwellings. At present there 
are 520,000 new non-farm families 
per year needing dwelling quarters. 

Concerning disposal of surplus 
goods and materials, Albert W. Frey, 
special assistant to the Assistant 
Secretary of the Treasury, Procure- 
ment Division, Treasury Department, 
Washington, D. C., said that it is 
known that surpluses will be great 
and that industry will be disrupted 
if the disposal job is not well 
handled. In its disposal of such 
goods through the Procurement Di- 
vision, the Treasury Department 
wants to act in the best interests of 
the government, business and indi- 
viduals, getting surplus goods to ci- 
vilians as soon as possible and avoid- 
ing sales to speculators. Business- 
men in fields affected will be con- 
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CUTTERS 








Every one of your customers is a prospect 
for a Manco Cutter, for these powerful, 
portable cutting tools will save time and 
money on dozens of production and main- 
tenance jobs in any plant. 

Precision-built to close tolerances, and 
designed with a large safety factor, Manco 
Cutters will give years of satisfactory effi- 
cient service. 

Manco Cutters are available in a wide 
range of sizes and styles, center-cut, close- 
cut, angle-cut, nut splitter, end and close 
cut combination and with insulated handles. 

"Write for catalog and prices. 

























ome 
Awarded for 


Outstanding 
Production 


the 
Tools of War 


MANCO MFG.CO. 


BRADLEY, ILLINOIS 


















| WILL ORDINARY 
CASTERS SATISFY | 
YOUR CUSTOMERS | 





In less than a minute you can show your 
customers why Bassick ‘“Diamond- 
Arrow” casters offer smoother rolling 
and trouble-free operation for a long 
time to come. These are the finest furni- 
ture and office chair casters available. 


When you sell these better casters — 
you make a better profit per unit of 
sale, and you make a satisfied customer. 
Ask your jobber for Bassick ‘‘Diamond- 
Arrow”, the top-quality caster with the 
famous Bassick patented full floating, 
two level ball race construction. Re- 
member the name ‘“Diamond-Arrow’”’. 


Bassick Casters are available for 
replacement and repair purposes. 
Your jobber can supply you with 
a few of the more popular types 








MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 


THE BASSICK COMPANY 
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sulted before decisions are made as 
to disposition of goods in their in- 
Descriptions of 
items offered will be in regular 
trade terms with warrant descrip- 
tions. Lots will be in line with trade 
practices as to groupings and quanti- 
ties. Consideration is being given 
as to proper credit setup, packing 
and shipping facilities and at what 
trade levels various offers shall be 
made. Sales will not be made to 
household consumers. 

E. Raymond Scott, Reconstruction 
Finance Corp., said that carrying 
vut suggestions of the Baruch-Han- 
cock report disposal of excess goods 
will be planned through the Surplus 
War Property Administration. Most 
surplus goods will be disposed of 
in districts where the items are 
located. Food will be disposed of 
through the War Food Administra- 
tion, consumers’ goods through the 
Procurement Division, Treasury De- 
partment. 

In his report Thomas J. Quinn, 
W. F. Potts Son & Co., Inc., Phila- 
delphia, Pa., chairman of the asso- 
ciation’s War Service Committee said 
said that the industry had done its 
best to maintain inventories for gov- 
ernment and other needs. Reemploy- 
ment of former employees as they 
are released from the armed forces 
was urged. It was also recommended 
that as many employees taken on 
as replacements for those called into 
the armed forces be retained after 
the war as possible. 

Officers of. the association, who 
were elected last October during the 
joint convention of the American 
Hardware Manufacturers Associa- 
tion and the National Wholesale 
Hardware Association are: Eugene 
Foley, Bayonne: Steel Products Co., 
Newark, N. J., president, and Bruce 
Haines, E. E. Souther Iron Co., St. 
Louis, Mo., and James G. Beard, 
Braden Mfg. Co., Inc., Terre Haute, 
Ind., vice- presidents. Thomas A. 
Fernley, Jr., Philadelphia, is secre- 
tary-treasurer and George A. Fern- 
ley, secretary-treasurer, National 
Wholesale Hardware Association, is 
advisory secretary-treasurer. 


dustries or trades. 





Coming Conventions 
and Events 


American Hardware Manufac- 
turers Association meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. Charles F. Rockwell, 342 Madi- 


son Ave., New York 17, N. Y., is sec- 


retary-treasurer of the manufacturers’ 
association and George A. Fernley, 505 
Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the wholesalers. 











“Every dime and dollar not 
vitally needed for absolute 
necessities should go into 
WAR BONDS andSTAMPS 
to add to the striking power 
of our armed forces.” 
—President Roosevelt 
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New Goal for 
Payroll Savings Plan! 


Along with increased war produc- 
tion goals go increased costs  ¢ 3 
extra billions which must be raised, 
and raised fast, to win this war. 


That means we must raise our sights 
all along the line, with every firm 
offering every American with a 
regular income the chance to buy 
more War Bonds. YOUR help is 
asked in encouraging employees 
to put atleast 10 percent of their pay 
into War Bonds every payday, 
through the Payroll Savings Plan. 
For details of the Plan, approved 
by organized labor, write, wire, 
or phone Treasury Department, 
Section T, 709 12th St. N. W., 
Washington, D. C. 





| 3 “3 
U.S. WAR SAVINGS BONDS 
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Gos A COOD TACK 


(AND THEY’RE ALL STERILIZED) 
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Jacks and staples 


for new nequirements 
a specially ~ ~ ~ 


W.W. (ross & CO.INC. 


EAST JAFFREY. N.H. 
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WIRE IS OBLIGING! 


Wire takes any form from a graceful 
curve to the most acute angle. You 
can bend it into square, round or oval 
loops, eyes and hooks—in short, it will 
perform just about any function a 
product designed can conceive. And 
usually with a minimum of operations. 





Add to these advantages nearly a hun- 
dred years of wire-working experi- 
ence and you have the reason the 
Government utilizes the Brooks plant 
to full capacity in war production. 


M. S. Brooks & Sons, Chester, Conn. | 


Since 1848 


BROGKS / HOGKS* 


MAY 25, 1944 








Bicycle Institute of America, Inc., 
summer meeting, including als@ ses- 
sions of the Merchant Member Group, 
Bicycle Manufacturers Association and 
Cycle Parts & Accessories Manufac- 
turers Association, June 22, 1944. Head- 
quarters and sessions, Drake Hotel, Chi- 


cago, Ill. Miss Cecile Meehan, 122 E. | 
42nd St., New York 17, N. Y., is execu- | 


tive secretary of the Bicycle Institute | : 


of America, Inc. 


Carolinas, Hardware Association of | 
the, annual convention, June 6-7, 1944, | 


at Greenville, S. C. Sally Couch Mas- 


ten, 118 E. Fourth St., Charlotte, N. C., | 


is acting secretary. 


Eastern Hardware Golf Associa- | 


tion, golf tournament, June 8, 9 and 10, 
1944, at the Westchester Country Club, 
Rye, N. Y. H. L. Gilliam, Wood Shovel 
& Tool Co., 30 Rockefeller Plaza, New 
York City, is treasurer of the club. 


Institute of Cooking & Heating 
Appliance Manufacturers, mid-year 
meeting, June 7, 8 and 9, 1944. Head- 
quarters and sessions, Netherland Plaza 
Hotel, Cincinnati, Ohio. Samuel 
Dunckel, Shoreham Hotel, Washington 
8, D. C., is managing director. 


Louisiana Retail Hardware Associa- 
tion, Inc., annual conventions, June 14, 
1944, at the Heidelberg Hotel, Baton 
Rouge, and June 16, 1944, at the Vir- 
ginia Hotel, Monroe. David O. Mans- 
field, P. O. Box 1696, Jackson, Miss., is 
acting secretary. 


Mississippi Retail Hardware and 
Implement Association, annual conven- 
tion, June 12, 1944, Jackson, Miss. 
Headquarters and sessions at the Hei- 
delberg Hotel, David O. Mansfield, 
P. O. Box 1696, Jackson, Miss., is act 
ing secretary. 


National Retail Hardware Asso- 
ciation, Congress, July 25-27, 1944, at 
the Sherman Hotel, Chicago, Il. Riv- 
ers Peterson, 333 N. Pennsylvania St., 
Indianapolis 4, ind., is managing di- 
rector. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City. 
N. J. George A. Fernley, 505 Arch 
St., Philadelphia 6, Pa., is secretary- 
treasurer of the wholesalers. Charles 
F. Rockwell, 342 Madison Ave., New 
York 17, N. Y., is secretary- treasurer 
of the manufacturers’ association. 


Triple Mill Supply Convention, 
May 22-24, 1944, at the Palmer House. 
Chicago, Ill., comprising the Southern 
Supply & Machinery Distributors’ 
Ass’n, E. L. Pugh, 314 Volunteer Build- 
ing, Atlanta, Ga., secretary; National 
Supply & Machinery Distributors’ Ass’n, 
H. R. Rinehart, 505 Arch St., Philadel- 
phia, Pa., secretary, and American Sup- 
ply & Machinery Manufacturer’s Assn, 
H. Kennedy Hanson, 1108 Clark Build- 


ing. Pittsburgh, Pa., general manager. 











Cech THE 


BLUE END Now 


FOR SALES 





® For YEARS THE 
3 ‘MASTER Blue End has 
“ been a leader among 
wood folding-rules. The sections 
of the Blue End are made from the 
finest snow-white northern maple 
with long straight grain. Its simple 
patented two piece, metal joint is 
designed to give three times more 
wood at the swiveling point. Be- 
cause of its rolled shoulder bearing, 
the joint has withstood the strain 
of 10,000 twists with no wearing or 
loosening effect. There are no 
springs to wear out or soft pivot 
pins to loosen. 

Why not stock this fast moving 
MASTER wood rule now and reap 
generous profits today? 

la. Write for information on the com- 
= plete MASTER simplified line of 
wood and steel tape rules and at the 
same time replenish your supply of 


the free handy pocket sized manual, 
“Rules for Measurement”. 


t 





MASTER RULE MFG. CO., INC. 
815 E. 136th St., New York, N. Y. 


Ry 


@ 3746 
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And Still Available for Hardware Distribution 


Stebar Magna-Eye 
For Micrometers 


Development in light weight trans- 
parent Methyl-methacrylate, to enable 
tool and die makers, and inspectors to 





read micrometers easily and without 
eye-strain. Fits closely over the scale 
magnifying the numbers and divisions 
and giving them greater visibility with- 
out interfering with its use. Protects 
the micrometer from dust and dirt, 
which makes frequent cleanings un- 
necessary. Available for use with all 
standard makes of micrometers. Said 
to make use of all available light, thus 
rendering easy visibility in poorly 
lighted places. Stebar Co., 711 West 
Lake St., Minneapolis 8, Minn. 


Booklet on How War 
Contract Terminations 
Should Be Handled 


Booklet entitled “How One Company 
Organized to Handle War Contract Ter- 
minations” by Lyon Metal Products, 
Inc., Aurora, Ill., is a step-by-step, 
graphic presentation of the method 
used by this company to compile the 
necessary facts and figures so that 
claims may be presented and paid in 
the quickest possible time, without dis- 
rupting the flow of regular work in a 
busy organization. It gives a suggested 
breakdown of termination duties by de- 
partments, and sets time limits for each 
department. [Illustrates 14 practice- 
proved forms which the company de- 
signed to expedite the work. Prepara- 
tion of the book was suggested by the 
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Chicago Ordnance Army Service Forces 
in Washington, and the National Asso- 
ciation of Manufacturers, after they had 
reviewed the plan. 





Frozen Food 
Packaging Kit 


This kit is designed to provide proper 
materials for packaging everything in 
the home freezer, from juices and ber- 
ries to chicken and yoasts. All these 
packaging materials are said to be 
moisture and vapor proof. Material 
enough for approximately 175 items 
is contained in the kit. Ineluded are 
one 75 one-pint size, ard 40° one-quart 
size Cellophane-lined boxes, 100 ft., roll 
of 18 in. Cellophane, 15 large Cello- 
phane bags, 50 ft. roll of stockingette, 
and a ball of twine. Packaging instruc- 
tions are given in a folder which illus- 
trates each successive packaging step 
with a closeup photograph. Also in- 
cluded with the kit is an Inventory 
Record Book, which has ample space 
for recording the description of the 
food stored, the date, quantity, where 
stored, and removal record. Kit is pack- 
aged in a self-display, and is shipped 
in a corrugated carton which can be 
used for hand storage of the packaging 
materials in the home. Frigidaire Di- 
vision, General Motors Corp., Dayton, 


Ohio. 





Post-War Health 
Pressure Cooker 


With “Sure-Lok,” a convenient lever 
attached to the regular cooker handle, 
which with a flip of the finger locks the 





cover to the base. Also has the “In- 
stant Locking Ring,” which fastens 
cover without the use of thumb screws 
or lugs. Ring is forced into exact posi- 
tion by the Sure-Lok lever. Sealing is 
accomplished by a new Neoprene gas- 
ket. Cooker has a tested-weight safety 
valve, made in one piece. There is a 
safety plug which automatically re- 
leases pressure when it is too high. 
Cooker is constructed of polished thick- 
molded aluminum. New health cooker 
is available in 7 qt., and 14 qt., sizes. 
National Aluminum Mfg. Co., Peoria, 
Ml. 


Cory Issues 1944 
Supplement to Catalog 


As recent changes in the Cory line 
of glass coffee brewers apply only to a 
few of the models, it was decided to 
conserve paper by putting out a 1944 
Supplement to the 1943 Catalog. It em- 
bodies changes that have been made in 
fittings, gives up-to-date information on 
Cory replacement and supply parts, and 
announces the return of the “Standard” 
Royal, using a seal of new processed 
rubber. Copy may be had by address- 
ing the Cory Glass Coffee Brewer Co., 
Chicago 10, Ill. 
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Bizerte Gertie Game 


Board game involving a group of 
buck privates, each with a one-night 
pass. Awaiting them in a nearby park 
are three maids of Algiers, “Bizerte 





Gertie,” “Alice the Hound Dog,” which 
is “won” by the last man to leave the 
park. Many obstacles are encountered 
before reaching the beach club, the 
goal. Moves are accomplished by dice 
throws. Script money is included in 
the game. Board is 18 in. square, and 
the box cover is printed in full color. 
Milton Bradley Co., Springfield 2, Mass. 





Iron Glue Now 
In Bottles 


Iron glue, a liquid glue which dries 
into a tough elastic film, is designed 
for use in mending furniture cabinets, 
etc., said to mend wood, cloth, paper, 
leather, felt, glass, fibre, china, etc. Now 
available in bottles ranging from 4 
pt., to 1 gal. in size. McCormick & 
Co., Inc., Baltimore 2, Md. 





Booklet on Air 
Express 


“Vision Unlimited,” is the title of 
the booklet tracing the development of 
air express from the first day in 1927 
when Dean Smith took off with a Joad 
of packages and boxes into a gusty 
downpour, to the present day when the 
air express is doing such a splendid 
job with the cargo system of transport- 
ing war material. Containing 14 pages 
the booklet illustrates the early air- 
ports, and compares the airplane of to- 
day with those of yesterday. Also given 
is a page of maps showing the original 
domestic airlines and the present global 
lines. Railway Express Agency Inc., 
Air Express Division, 230 Park Ave., 
New York City, 17. 





Farm Power Sickle 
& Tool Grinder 


Extra heavy duty farm power sickle 
and tool grinder equipped with Wissota 
roller bearing, slide sickle holder, also 
the Wissota one-piece, adjustable, bab- 
bitted, mirror-finish bearing. Has large 
fast cutting vitrified wheels. The wheels 
are specially bonded and made for these 
grinders, and the type of tool grind- 
ing they are designed for. Vitrified 
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sickle wheel is 7 by 3% by % in., and 
the vitrified tool wheel is 8 by 144 by 
% in. Sickle holder is designed to 
carry up to 10 in. diameter wheels. Belt 
may be applied from directly under- 
neath, or from any angle. Has tight 
and loose pulleys, size 2 3/16 by 3% 
in. in diameter. Both pulleys are 
crowned for flat belt, one pulley 
grooved for % in. V belt. Loose pulley 
may be made tight with setscrew if 
desired. Has wide base spread, and 
pressure type grease fittings. Finished 
in two colors, the recommended spindle 
speed of the sickle and tool grinder 
is 1750 r.p.m. Wissota Mfg. Co., Min- 
neapolis, Minn. 


M.& H Brush Cleaner 


Liquid for restoring old, hard-dried 
paint brushes and for preserving the 
life of new brushes. Merely immerse 
brush in enough of the cleaner to cover 
the bristles completely and allow to 
soak overnight. Then rub brush vig- 
orously on an old board and comb to 
loosen bristles. For preserving new 
brushes, soak brush overnight in the 
cleaner after it has been used, then 
wash out thoroughly with clear water 
and hang up to dry. Non-inflammable, 
it is available in pint containers with 
illustrated instructions. M. & H. Lab- 
oratories, Chicago, Il. 

















This glue is making hardware history! 


Prove it for yourself! How many prod- 
ucts do you sell which, once tried, become 
the favorite of 9 customers out of 10? 


Few, if any. 


Yet, Weldwood Plastic Resin Glue 
topped even that landslide vote in a re- 
cent survey ...and among cash customers, 


too! 


Hundreds of glue-users compared its 
strength with other adhesives and were 


asked to choose. 


93% of the vote went to weatherproof 


Weldwood Glue! 


Carpenters, cabinet-makers, hobbyists . . . 
all are sold on its enduring bolt-like 
strength .. . the way it mixes cold, sets 
fast, and holds with the grip of a power- 
ful clamp! 





dealer plan— 





They’ve tested its strength Pe 


now q out of | 0 want to use this 


UNITED STATES PLYWOOD CORPORATION, Weldwood Glue Dept. 96, 
55 West 44th Street, 
New York 18, N. Y. Name. 
Please send literature, prices, 


discounts, samples and informa- Address. 
tion on WELDWOOD Glue 


Soe 2) eee 









Invisible Clamp! 


That's why customers all over America 


ing, high-profit best-seller! 


have made Weldwood Glue a fast-mov- 


Ask your jobber about Weldwood Glue 
or send the coupon below. Weldwood 
Glue packs plenty of profit for you in all 


Also 1 Ib. (85¢) and 5 Ib. cans. 


1. Tremendous strength. 


2. Waterproof, bacteria- and rot-proof. 
3. Quick and easy to use. No heating! 


4. Economical. 
&. Applied cold. Quick setting. 
6. Stain-free. 


New York 18,N. Y. 


LDWOO 


W PLASTIC RESIN 


WATERPROOF GLUE 


its convenient sizes — 10¢, 25¢, 50¢ cans, 
attractively packaged in display cartons. 


Here’s why Weldwood Glue sells fast! 


UNITED STATES PLYWOOD CORPORATION 
Weldwood Glue Dept. 96, 55 West 44th Street 


D 








Our jobber is. 











“Real Safety" 
EMBURY 
Luck-E-Lite 


HIGHWAY TORCHES 


Lowest Cost for Highest 
Dependability 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 


Leather 
and 
Saddle Soap 





A profitable seller. Conditions 
ALL kinds of leather and imita- 
tion leather except suede. Im- 
parts a soft fine finish—preserves 
the leather. In 6 oz. and 12 oz. 
cans. 


ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn, N. Y. 




















KEY BLANKS 


from 


“America’s Largest Exclusive 


Locksmith Supply” 


In ordering, use any stand- 
ard manufacturer's number. 
If the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 
J 
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Water System Booklet 
For Farmers 


“Step Up, Speed Up, Your Produc- 
tion With Runinng Water,” is the title 
of the 1944 promotional booklet issued 
by the Electric Water Systems Council, 
420 Lexington Ave., New York City 17, 
for distribution among farmers. At- 
tractively printed in three colors and 
containing many illustrations, this book- 
let brings to the attention of the 
farmer the many services a water sys- 
tem can perform in the home, and in 
the barn. Booklet incorporates the idea 
of food fighting for freedom and of 
allowing water to act as the wartime 
hired man. Points out to poultry 
farmers, dairy farmers, and meat rais- 
ing farmers the advantages of an effi- 
cient water system. Last pages of book 
are devoted to planning for future home 
comfort with running water. 


Hal Hull 
Drawing Book 


Containing 35 complete lessons and 
over 700 illustrations, this book is de- 
signed to be an introduction to draw- 
ing and cartooning based on lessons cov- 
ering various stages from the simple 
art of drawing lines to the .dvanced 
stages of lettering, cartooning, portrait 
drawing, caricacturing, and even the 
final instructions on the preparation of 
comic strips. Said to be helpful to art 
students, as well as persons in adver- 
tising, publishing, printing, selling and 
newspaper work. Created by J. A. Pat- 
terson, who is now serving in the AAF, 
it has 52 pages, and is album size 9 
by 12 in. Weight per dozen 8 lbs. Hal 
Hull Specialties. 316 N. Michigan Ave., 
Chicago, Hl. 


Tractor Chart & Guide 
Book for Apex Salesmen 


Envelope containing farmer tractor 
chart, and 1944 Lubrication Guide 
Book for the Apex Oil Products Co., 
100 North 17th Ave., Minneapolis, 
Minn., is being distributed to over 1500 
hardware jobber salesmen. Included are 
a number of penny post cards, upon 
receipt of which the company will send 
Book to the dealer without 
charge. Chart is printed in red, white, 
and blue, and has illustrations of the 
engine units, power control, wheel 
chassis, and crawler frame with arrows 
pointing out and naming the parts 
where lubrication is needed, and when 
and how it should be done. Right hand 
side of the chart lists other sections of 
the tractor, such as the crankcase, 
clutch pilot bearing, oil cleanef, ete., 
and states the oil capacity of each, plus 
some special points and directions con- 
cerning the cleaning. Chart has also 
illustrations of various Apex products. 
Lubrication record is supplied with the 
headings—Chassis_ lubricated, engine 
oil changed, transmission filled, differ- 
ential filled, and final drive filled, with 
spaces for the dates. 


a Guide 











Premax Solid Steel 


FISH RODS 


Will Be Best Sellers Again 


When Victory comes 
and the production of Sporting 
Goods is resumed, Premax will be 
right on the job with a better 
than ever line. 

Until then, it’s all out 
in the service of the armed forces 

.. a job we’re giving everything 
we’ve got to doing. 


Frhemax Froducts 


Division Chisholm-Ryder Co., Inc. 
4409 Highland Ave., Niagara Falls, N. Y. 
















( HERE'S WHAT \ 


FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
ase. Will not shrink. 
Sticks and stays put. 


WATER 
PUTTY 


WILL NOT SHRINK 

STICKS AND STAYS pur 

' 
TT a, 


















Your jobber con give immedicte 
delivery on Durhem's Rock-Herd 
Water Putty. Pocked twelve 1-Ib. 
cons or four 4-Ib. cons to cose. 
Also eveileble in 25, 50 and 
100-16 drums for industriel users. 


DONALD DURHAM CO. 
Des Moines lewe 





— 


The PLASTIC Repair Material 


in POWDER Form 








LETS ALL BACK 
THE ATTACK... 
WITH WAR BONDS! 
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Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
whieh it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 


Townsend Wire 











DETACHABLE BLADE 


K NIVES. . for HOBBYISTS 
& EVERY ART & 
CRAFT! 


No other item you've ever handled 
returns you so much sound, steady 
profit, or your customer such com- 
plete satisfaction . . . and that’s why con- 
stant repeats make your profits swell. Here's 
healthy prosperity just waiting to be asked 
. . « GRAB IT! 











Address inquiries to Alfred Field & Co., 


sole distributors in Hardware Field, 93 
Chambers Street, N. Y. 





Let Sharp-Edged Advertising Help 


A national ‘‘big push’’ in publications reaching the 
very people who buy from you . .. plus strong, 
compelling ‘“‘Dealer Helps’’ and this handsome 
time-proved display cabinet containing ample stock 
. « »_ these her make X-acto Knives with 8 
interchangeable blade types PROFITABLE. Get 
3 f° 


PCS 76m 


\ , mal RY “ 
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Ohio Products 
Mouse-Jinx 


Non-poisonous mouse killer that is 
guaranteed by the company to satisfy. 





No muss, fuss or bother. Packaged in 
convenient sized bags. The Ohio Prod- 
ucts Co.. North Madison, Ohio. 


National Victory 
Garden Booklet 
For Industries 


Offers a choice of several garden pro- 
grams which can be expanded or con- 
tracted to fit the needs of the company 
or individual. Plan was worked out for 
the Institute by L. A. Hawkins, orchard 
and garden advisor of the International 
Harvester Co., who had supervised the 
planting of company employee gardens 
during the depression. Andrew 5S. 
Wing secretary and manager of the 
National Victory Garden Institute stated 
that one of the first objectives of the 
Institute was the encouragement of em- 
ployee gardens among industrial con- 
Mr. Wing also said, that the 
vacant lands adjacent to industrial 
plants are ideal for victory gardens, and 
should be utilized for this purpose. 
Copies of the manual are available to 
executives and may be had from the 
National Victory Garden Institute 598 
Madison Ave., New York City. 


cerns. 


Goodman Mtg. Co.’s 


Broom Mit 
Broom mit features Jong staple, 
sheepswool shearling that will pick 


up the dust, and not scatter it, accord- 
ing to the maker. Fashioned with 
durable cloth it is equipped with sturdy 
tape ties. May be used for getting at 
and cleaning walls, pictures, ceilings, 
moldings, high corners, and venetian 
blinds, etc. Washable, it will fit any 
broom, and the maker states that it 
will not streak. L. A. Goodman Mfg. 
Co., 2249-53 S. Calumet Ave., Chicago 
16, Ill. 
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SEE YOUR JOBBER 


HANSON SCALE CO. 


525 N. ADA ST., CHICAGO 22, ILLINOIS 





BETTER BRAND 





see the 


HOME GUARD 


wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Iilinois 





















Write for details about 
letter and number dis- 
play assortments. 


Every Sale is 
Another Display 
REFLECTO LETTERS CO. 


12 W. 27th ST., NEW YORK I, N.Y. 


WOOD JOINERS 
THEY PULL—CLINCH—HOLD 


The outstanding fastener fer making, repairing 
sereens, furniture, frames, ete. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicago (18) Ill. 














CHAIRS 


FOLDING CHAIRS 
TABLET ARMCHAIRS 
CANVAS COTS 


PROMPT 
SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 


KEY BLANKS 


OF EVERY DESCRIPTION 
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GRAHAM MFG. CO. 


Derby, Conn., U. S. A. 











The Modern DOG Repellent 


“DOGZOFF” keeps 

dogs and other 

animals away from * 

pneee, not —— 

armless. annot 

“DOGZOFF” injure vegetation. 
Camere 1000 Non-poisoneus. 
Non-intlammable. Dealersareauthorized 
to sell “DOGZOFF” under money-back 
guarantee. Order now for Spring trade. 


BOHLENDER PLANT CHEMICALS, Inc. 


TIPP CITY, OHIO. 











STEEL MORTAR BODS 


Ne dripping onte 
the user's bach. 


Made entirely of 
steel) with wooden 
shoulder saddle 
and handle 
Edges are heav- 
219" tly reinforeed. 
alineoel The fork.is 
a 1% pressed from 
deep heavy gauge 


Write for prices, ™** 
The Cleveland Wire Spring Co. 
4 BR 88h St. and Hamilton Ave. 
* @ Cieveland, Ohic © * 






We. 158 
Mortar 
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Mini-Sac Bait 
Container 


Constructed of waterproof’ fabric, 
with top of strong, cotton netting. Also 
has steel rings at top and bottom to 





insure shape and durability. May be 
hung from the belt, shoulder or from 
side of the boat. May be used for 
keeping and carrying frogs, hell- 
grammites, crickets, grasshoppers, sala- 
manders, and soft craws. It is col- 
lapsible to 1 in. in height, and will re- 
main erect when full of water. Evap- 
oration through the bag is designed to 
keep bait cool, active and alive. Avail- 
able in 1 qt., 3 qt., and 8 qt. sizes, and 
in either green or field tan. M.-D. Mfg. 
Co., 609-11 South 8th St., Cambridge, 
Ohio. 


Brower’s Electric 
Brooder 


Canopy made of molded masonite 
with a heat retaining curtain on both 
sides. Has finger tip operation control 
and a sheath type enclosed heater. 
Canopy measures 32 by 48 in., has 
1536 sq. in. of floor space and has up 
to 250 chick capacity. Masonite canopy 
is said to be rust proof and weather 
proof. The 500 watt enclosed heating 
element is controlled by an automatic 
thermostat switch which, according to 
the maker, will cause no radio inter- 
ference. Also has a pilot light, exten- 
sion cord and thermometer. Brower 


Mfg. Co., Quincy, Ill. 





Simplex Lever, Screw & 
Hydraulic Jack Catalog 


New 60-page catalog and manual of 
Simplex lever, screw and hydraulic 
jacks, No. 44 is available from Tem- 
pleton, Kenly & Co., 1020 S. Central 
Ave., Chicago 44, Ill. Illustrations, de- 
scriptions, capacities, and weights of 
hundreds of jacks in sizes from 3 to 
100 tons capacity, and approved under 
Government Limitation Order L-322 are 
fully detailed in the booklet. Also 
contains operating and maintenance in- 
structions on many types of industrial 
jacks. Feature pages show jacks in 
war applications and lists of jacks by 
types for ready reference. 











per Clips 


large Registered U. S. Pat. Office 
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- 
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culars on request. 


s GIBSON GOOD TOOLS, INC. ¢ 
Box 26B Orange, Mass., U.S.A. 


SKILLMAN 


Manufacturers 


) BUILDERS HARDWARE 
ie Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 
SKILLMAN HARDWARE 
MFG. CO. 
Trenton 4, N. J., U.S.A. 


emer, TROY 
BEST 


FILE HANDLE (Patented) assures better workman- 
ship and safety to user. 





























FILE CARD—cleans files, taps, and dies quickly 
and thoroughly. 


TROY FILE WORKS 


Troy. Est. 1831 . &Y 


AGAIN AVAILABLE! 
A Much Wanted Item— 
To Drain: Cellars, 
Pools, Washing Ma- 
chines, CENTRO- 
DRAIN and FILLER 
Retails $1.50 
Write for details. 
Mention your jobber. 


CENTRAL RUBBER PRODUCTS CO., INC. 
821 Broadway New York 3, N. Y. 




















Calf & Cow 
WEANER 


SELLS ON SIGHT 





BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users from const te coast 
Weans Them the 
Humane Way 


AUSTIN MFG. CO. ROUND GROVE, ILL. 


Simplex 


LEVER SCREW - HYDRAULIC 


Jacks 


Made in many types and sizes for every 
lifting, lowering, pushing and wheel 
pulling requirement. 
























SOLD BY 
LEADING HARDWARE WHOLESALERS 
Templeton, Kenly & Co 
Chicago (44), Ill 
Better. Safer Jacks Since 1899 
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Are you gelling 
YOUR SHARE OF 
INDUSTRIAL | 


SOLDERING IRON | 
BUSINESS? ~ 






One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

Illustrated here is No. 600-10 (100 


watts, %& in. tip) from the line of 
DRAKE Industrial Soldering Irons. 






ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 






























A pliable plas- | 
tic that comes | 
all ready to | 
use. Just press 
into place with 
the fingers and 
it stays put. It | 
sets firmly, 
does not crack, 
chip or shrink. 
Can be painted. Unrolls like rib- 
bon and adheres to any clean, dry 
surface, inside or outside. 
© A good plugger-upper to seal cracks 
in plaster, woodwork, around case- 
ments, screens, etc. 
®@ Makes good packing and gaskets. 
Stops rattles. 
© Keeps out dust, dirt and vermin. 
© Superior for setting glass in wood 
or metal sash. 

Write for Circular 


J. W. MORTELL CO. 
Technical Coatings since 1895 
508 Burch St., Kankakee, Ill. 


your Jobber. 
Nationally ad- 
vertised at 
$1.25. 
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Bulletin on Gravity 
Feed Oilers 


Bulletin No. 26-B, which illustrates 
and describes a modernized, streamlined 
Oiler with a crystal-clear, re-inforced 
plastic reservoir that has no gaskets. 
Dust-proof type is designed with an 
oil filter that can be removed for easy 
cleaning in a very few seconds, without 
tools. Copy available upon request. 
_ Fuse Mfg. Co., 12, Milwaukee, 

is, 


General Box Co. 
Issues Booklet 


Book entitled, “The General Box,” is 
now available through General Box Co., 
Chicago, Il]. Contains illustrations, 
descriptions, and gives the measure- 
ments of many types of general boxes 
that were recently exhibited at the 
Packaging Exposition held in Chicago. 
Has included not only containers for 
domestic products, but also export boxes 
of nailed and wirebound construction. 





The Dean's Page 
(Continued from page 94) 


to the binding of these dealers into 
closer bonds of sympathy and 
friendship. Old time competitors 
have buried the hatchet and are in 
a cooperative frame of mind. 

An important idea that is being 
stressed is the value of community 
planning. One is reminded of 
Aesop’s fable whére the lion and 
the tiger were fighting over the kid 
when the wolf stepped in and car- 
ried away the prize. 

In discussing international cartels 
with a manufacturer he stated that 
none of the writers on the subject 
have brought out the idea that these 
cartels have also the object of con- 
trolling the international pirates 
who have been destructive to inter- 
national selling. ‘ 

I have always maintained that 
every forward step in life was based 
on agreements in some form. Civili- 
zation itself is based on fixed cus- 
toms that in essence are agreements. 

I believe the Anti-Trust Laws can- 
not destroy agreements and that the 
only workable plan is to regulate 
them. Among savages there are no 
agreements. A sensible and just 
agreement among nations and indi- 
viduals, lived up to, is the basis of 
our civilization. We see this funda- 
mental principle in the fears among 
the allied nations now that sacred 
agreements will be ignored. Wars 
are caused by broken agreements. 
A nation’s or an individual’s agree- 
ment, their pledged word, is the test 
of their honor and good will. 














J 


RIDSMEL 


AINT SMELL—INST 


of ANTLY! 
$To 


Never was a product better 
aimed to please paint users 
and promote paint counter 
sales. Magically quick-acting, 
Ridsmel kills paint odors — be- 
fore they start! Safe and effec- 
tive in any paint, varnish, 
enamel.. Economical, too! Only 
a few drops do the trick. 

25¢ to $5.00 Sizes 

Unusually Liberal Discounts 


Display Carton of 3 doz. 25¢ bottles, 
$5.40, F.0.B., N. Y. 


Order from Your Jobber Today — 
or write 


HOLLEY CHEMICAL CO. 


122 E. 25th St., New York 10, N. Y. 
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Where the Need is Greatest 


SAMSON 


BRAIDED 


CORD 


serves best — now and always — 


whether for the many uses to 
which it is put by our armed 
forces, or, in peace time, for 
sash cord, clothes line, awning 
line, small lines, etc. All kinds, 
sizes, colors, and qualities. 


Samson Cordage Works 
BOSTON 10, MASS. 


SAMSON SPOT SASH CORD 
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Everything You Should Know About 
BUILDERS HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases 





of this important and profitable basic hardware line. 


“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” 


PREPARE YOURSELF TO— 
@ Go after those big contract priority orders being placed 


every day for war-time requirements. 


@ Obtain V-Day delivery orders for jobs now on the dratft- 
ing boards of architects and builders. 


@ Have the knowledge necessary to get a big share of the 
expected volume in builders’ hardware following the War. 


@ Become a real specialist. Good builders’ hardware men 
are scarce now and will be even scarcer when peace 


returns. 








Here are some of the features and 
profitable ideas In this book that will 
mean more dollars for you! 


220 pages—page size 81/2 x Il’ inches— 
cloth bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you 
how to match different items. 

A working Blue Print, size 25 x 11‘ inches, 
Glossary of more than 300 Technical Build- 
ers’ Hardware Terms, Cross Reference Ir- 
dex, etc. 

Over 600 Illustrations, Charts and Diagrams. 

27 Illustrations of Different Builders’ Hard- 
ware Display Rooms 

Glossary of more than 300 Technical Build- 
ers’ Hardware terms—Cross Reference 
Index 








Tehing the 


. Ss’ 
—+ BUILDER: 
oot BARDWARE 


aDON anawNeh 





WAS $3.—NOW ONLY $2. 
Order Your Copy Now! 


If you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to make 
more profit from its sale—but could not, because of the lack of 
information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benefits of the author's, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all 
the needs of your community from the average home to schools, 
hotels, office buildings, churches, apartments, etc. 


You'll'also be shown how to read blue prints, and to specify 
jobs; how to work with property owners, contractors and archi- 
tects; how to use Builders’ Hardware to increase sales in your 


other departments. This book will bring you all you need to know . 


about this profitable, basic hardware line. 


The experienced architectural hardware consultant will want this 
book for its use as a handy reference work. The beginner will 
want it as a text book to use as the only complete home study 
course in this subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by reading 
and studying it. 


MAIL THIS COUPON TODAY! 


Please send me 


Hardware Age, 100 East 42nd St., New York 17, N. Y. 
copies of “Taking the Mystery Out of Builders’ Hardware” by Adon H. 











wD 





Brownell. I will pay the postman $2 each, plus a few cents postage. (Canada and Foreign Countries 


$2.50) 


[] Check here if you enclose payment, in which case we pay postage. 
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, Immediate Shipments | [7 onitors 
for Immediate Ring-Ups ; 


WITH AUTOMATIC WIND CONTROL 
Quick 5 Monitor answers the call for new wind- 


mills to keep farm wells pumping! Increas- 
ed manufacture has been officially author- 


‘ape diel 
WoL mn MOUSE ized, including new towers and replace- 
¢ 1110 NORE S ment parts to keep old windmills in serv- 
= =e aC td 





ice wherever possible. 
J j X The new Monitors are regulation mod- 
els with automatic Wind Governor —con- 
stant pumping speed and safe control in 
A non-poisonous mouse kil- varying wind velocity. This is the windmill 
ler, made from a fortified with Tobin bronze bearings and Ball-Bear- 
Red Squill formula. No ing turntable, sensitive to a slight breeze 
muss, fuss or bother. Twelve sa safe ne winds. . 
ibe ccles 10 tie cord 5 Windmill repairs are ration-free. New 
didi, coli ons aubete windmills require certificate MR-22, Your 
Spot 3 a 4 0 Paptetc 4 | nearest Monitor branch can help you keep 


your store for quick profits farm wells flowing for Victory! 


“Df Made by Buick Ie Does the Work"’ * BRANCHES « 


Sia, Sng es 





























BAKER MFG. CO.: Minneapolis, Minn.: 

Quirk's Quick-Death Rat Killer Quirk's Dog Repel 0 b Madison, Wis.: Fort Dodge. la: Cedar 
Quirk's Liquid Rat Poison Quirk's Soot Remover | “ . Rapids, la.:; Omaha, Neb.: Kansas City. 
Quirk's Moth Killer Quirk's Lacquer Thinner , ‘ Mo: Enid. Okla; Hutchinson, Kansas 
Ret | P P P Pp BAKER MFG. LTD., Winnipeg. Canada 

And Other Quirk Household and Auto Specialties AXTELL CO.: Fort Worth, Tex: Amarillo, 

Order Now from Your Jobber, or Write for Literature BA R : : : OME Tex:: Lubbock, Tex.: San Angelo, Tex. 


THE OHIO PRODUCTS CO., NORTH MADISON, OHIO 











War Work Limits Supplying Demand For 
CLARK GEM FLUE STOPPERS CHICAGO LOCKS 
~-- but... 
We'll Supply You . Long as We Can 


On Priority Basis Through Your Jobber 








=a v eS 


Remember, too, that All CHICAGO 


Locks lock BOTH SIDES of 
Shackle. . . . This ‘‘Double-Lock- 
ing — Double Security’’ promotes 
quicker, easier sales—with every 
sale winning extra Customer Good 


. 
a - i om RS 


“aim 4g 


Will—for YOU! 


There's a “CHICAGO” 
Lock for Many Needs 





Padlocks, ‘‘Ace’’ Locks, Cylinder 


F ° Locks, Single, Double Bitted 
at Locks for Burglar Alarms and 
e uring Airplanes 


, Attractive new 
£1 Gem series of pictures 
ee ee on #5 Flue Stopper 

metal blanks 
(changed to paper for the duration) permanently clenched | 
== into the face of the flue stoppers. Folding wire fasteners } 
attached to slots raised from the metal of the blank. 


Specifications for the complete line 








Blank Shipping Weight 
Diameter Fasteners Per Dozen Per Gross 
#3 Gem 8-17/64” 6” or 7” Wires 8 Ibs. 7 oz. 43 Ibs. 
H: 0 Rar aE We 4 me ~ "tien tal“ 
” F elie 8. 7 OZ. 8. , Si ; 

#0“ 5-3" 4” 2 Ibs. 98 Ibs. Cut Open View, Asta Bee Zone 14 
#5 Flue 8-17/64" Adjuctabte Bands 3 lbs. 13 oz 47 ibs. 

ak deh CHICAGO Teck CO ee eens iN 
PACKING—1 dozen per carton, case. Our metal allotments pe CHICAGO, ILL 


permit making the No. 8 Gem ay shy thie time and we are apportioning hae call 
our supply as equitably as possible on the basis of former consumption by 
our customers. 
Order from Your Wholesaler, or Write Us for 
Reference 


_| J. L. CLARK MANUFACTURING C0., Rockford, Illinois 


lp: 





























GE MAY 25, 1944 139 











LE ed W473 


AUTOMATIC GRIP, 
SCREWDRIVERS 











Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers are 
used. Gripper instantly released by spring 

action, sliding up out of way when not in use. High- 
est quality materials throughout. Order thru your jobber. 
UPSON BROS. INC., 84 Exc 








PATENTED 





HOL D- 
yo St., ROCHESTER 4, N.Y. , 








Guns Are in Style Now 
Xf So is HOPPE’S No. 9 


These are war days and in both war and 
— Hoppe's No. 9 gets the call with 

oth soldier and sportsman because it al- 
ways does a tip top job of gun cleaning. 
And—it gets the call and priority of the 
trade too because it always gets the 
consumer demand. Get the full facts— 
from your jobber—or from us. 


FRANK A. HOPPE, Inc. 
2314A North 8th St. Philadelphia 33, Pa. 




























D. * Eye-Appealing 
® Sales Getting 
© 5-Unit Cartons 


® Attractive 7- 
Color Display 
Box Free with 
Every 50 
Fuses. 


4sk your Jobber for 
COLORTOPS 
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3! FRAN KLIN! 
GENUINE HIDE sl, I 
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THE FRANKLIN GLUE CO. 


SS ee Columbus 3, Ohio 
















Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 











Give 7 to the 


age 
Red L! Cross 


War Fund 

















There are no substitutes for quality—buy RED DEVIL Modern-line 
GLASS CUTTERS, glaziers and paintery tools and 


LANDON P, SMITH Ine. Irvington, New Jersey, JU. $. A. 


machines. 


HARDWARE AGE 























| ’ SPRING HINGES 
Type 2001 The ‘'Triplex'’ 


Spring Hinges of Quality . . . correctly designed 
* and accurately manufactured of finest materials. 





. Used for many of our greatest war plants and ships 


Awarded of our Navy. 











a tor quality * over ae sag A al on bee Hardware 
THE COLUMBIAN VISE & MFG. co. Chica gS pine Hinae Tv. 
sor araseMen AVE. cxevenanp, onto | | Beating dial aaa Bvt Te 























DISPLAY 
BOARDS 


_ such as these.- 
normally seen on 
counters every 
where ~ tea to 
be again) he 
count for the great 


rity of Vaco 
popula ‘and small 


THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit ds 









VAC 





Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 


arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 








If you areanexecu- —msn HAND 

tive of a = SITAEW DRi¥ 

require special driv- AE ayy NV If your customers have war uses for 

ers or small tools to Pe Beas | FES PROOF Seas heavily demanded bits, you can 
—— speed production,or =~ get them with hand brace shanks, 

as equipment acces- from 4“ to 144" by sixteenths; with 

sories...let our machine shanks, from 154" to 3” 


creative department 
make suggestions, = 
without obligation. | 


VACO PRODUCTS CO. 


325 E. Ontario Street, Chicago 11, Ill. 
Canadian Branch Whse.— 560 King St. W., Teseato 


by eighths. 


Jhe PROGRESSIVE MFG. CO 


1. PRR SG FU Rese? COM RE ET Ce F 
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Classihied Opportumitien. 


Seckion... 








Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Wanted”’ 





NOTICE TO "HELP WANTED" ADVERTISERS 
A regulation by the War Manpower Commission requires that all 
Classified advertisements must include the following statement : 
“Persons in war work or essential activity not 
considered without statement of availability.” 


Positions Wanted 


(Special Rate) set solid, maximum, 
SO WEEE cccccccccccesctsecsneses 1.00 
Each additional word......... -05 


4llow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY ae 


One inch 


“Help 








MANUFACTURERS 
ATTENTION! 
We are CASH BUYERS 





for your surplus goods, or regular mer- 
chandise. 


Government cancelled or- 


ders, stock bought—Send samples. 


Write, Wire or Phone 
Phone Piqua 1580 


PETE JOHNSON 


P—J JOBBING CO. 


208 N. MAIN ST. 





LINES WANTED FOR EXPORT 


Well established Export Distribu- 
tors, with agencies in all Foreign 
Countries, interested in securing 
Hardware and House Furnishing 
items from manufacturers. All 
purchases paid for by us. Corre- 
spondence solicited from responsi- 
ble manufacturers of these com- 
modities. 


NOBLE PRODUCTS COMPANY, INC. 


101 West 31st Street, New York City 











MANUFACTURERS’ 
WITH EXCELI.ENT REFERENCES and well 
established with finest jobbing trade in N. E. 
Pennsylvania wants additional line on straizht 
commission hasis. Line allied with painting prod- 
ucts preferred. Address Box H-435. care of 
7 ee Ace, 100 East 42nd St.. New York 
Ae Ae # 





FOR SALE—ESTABLISHED HARDWARE 


& FURNITURE Business located in County seat 
Town in Central Texas. Good Schools and Col 
leges—Making Money—Just the proper set up 
for Post War period. Owner wants to retire. 
Address Box H-434, care of Harnware Ace, 100 
East 42nd St., New york 17, N.. ¥. 


REAL OPPORTUNITY FOR EXPERI- 
ENCED, capable, hardware men. Must be fa- 
miliar with hardware, paints, and house furnish- 
ings and be willing workers. Write fully stating | 
age, experience and references. Statement of 
availability required. Charles Librett Hardware. | 
184 Huguenot Street. New Rochelle, N. Y 





142 


REPRESENTATIVE 


SALE hardware firm in Mid-west. 





| facturer. 


PIQUA, OHIO 





ESTABLISHED UP-STATE NEW YORK 
FIRM with hardware, mill supplies, sporting 
goods and appliance departments wants merchan- 
dise manager for hardware department. Will 
direct sales of hardware, tools, housewares, paint, 
contractor and agricultural, supplies—both whole- 
sale and retail. Must know buying, advertising, 
store displays, sales promotion and sales training. 
Prefer man 38-40. State experience, education 
and salary expected. Opportunity for right man. 
Statement of availability required. Address Box 
H-420, care of Harpware Acer, 100 East 42nd 
Se.. New York 7. BH. Y¥. 


BUYER W. ANTED BY GROWING “WYIOLE- 
Will consider 
competent hardware buyer with either wholesale 
or retail background. For the man who really 
knows the hardware business this is an outstand- 
ing opportunity. Statement of availability re- 
quired. Address Box H-437, care of HarRpWARre 
Ace, 100 East 42 2nd St., New York 17, N. Y. 


| 


Distribution — Present and Postwar 
Established — Reliable - Aggressive 


Selling Agents 
ANCO CORPORATION 


Pittsburgh, Penna. 
Branch Offices 


New York — Philadelphia — Detroit 
Chicago = Cleveland . Louisville 
Covering all classes of jobbers. We will 


carry the accounts or you ean bill direct. 


Write for further information and 
references. 














ESTABLISHED ORGANIZATION OF LONG 
SUCCESSFUL dealing in Florida and Georzia 
with 400 to 500 credit approved hardware and 
furniture accounts, would like to negotiate with 
manufacturers desiring representation in this ter- 
ritory for present and post-war. Kindred hard- 
ware items, stoves, housewares, appliances, mow- 
ers. Complete warehousing facilities. Trade called 
on every 30-60 days. Write P. O. Box 1619. 
Jacksonville 1, Florida. 


MERCHANDISER AND ADVERTISING 
MAN ED for a chain of aggressive 
hardware stores. Should be able to take full 
charge of advertising and merchandising ads for 
these stores and must be familiar with printing 
methods, including preparation and writing of 
copy, layouts, etc. The right man will have a 
good future with this organization. Statement of 
availability required. Address Box H-426, care 
of Harpw are AcE, 100 East 42nd St.. New York 
a me 











SOUND INVESTMENT 

Retail business in small industrial town. Exclusive 
newspaper rights and exclusive Firestone Franchise. 
Light lunches, ice cream, stationery, and hundreds of 
fast moving items. Excellent post war possibilities 
te make money. 

Business may be purchased alone or with Real 
Estate consisting of three stores and one apartment. 

Approximately $10,000 to $15,000 cash required. 


ARTHUR M. FITTS, JR. 











Framingham, Massachusetts. 
aan WANTED FOR NEW ENGLAND 
NEW YORK STATE BY EXPERI- 


tNCED SALES-ORGANIZATION . . — 
TON SHOWROOM AND WAREHOUSE, . 
DUN & BRADSTREET RATE P 
FOR POST WAR NOW. ADDRESS PERKINS 
SALES CO., 610 NEWBURY STREET, 
BOSTON 15, MASS. 


DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s represeniative for New 
York City and any parts of the eastern seaboard 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
discussing post war representation. Address— 
Melville L. Wolff, 420 Lexington Ave., New York 
> oe 


MANUFACTURER’S REPRESENTATIVE 
TRAVELING CONNECTICUT CALLING on 
hardware and paint outlets able to deliver sub- 
stantial volume on 1 additional line handled by 
each of these outlets can secure details by writinz 
to C. J. Landen, 45 Irving St., Malden, Mass 
giving age, lines now handled, and how long each 
handled. 











CAN YOU SE A WAREHOUSE IN 
BOSTON, MASS? Distributor who acts as 
Manufacturers representative needs additional 
lines. We sell to Plumbing & Heating Supply 
Tobbers and Hardware Jobbers. For further in- 
formation write Box H-433, care of HARDWARE 

New York 17, N. Y. 


Ace. 100 East 42nd St., 

FOR SALE, WELL STOCKED HARD.- 
WARE Store & Plumbing Shop in thriving town 
of 5000 in Central Connecticut. Will sacrifice 
to right party on account of ill health. In busi- 
ness over forty (40) years, have good stock, 
good location. Included is 4 tenements, 3 garages 
& 3 stores. Address Box H-436, care of Harp- 
ware Ace, 100 East 42nd St., New York 17, N. Y. 








SALESMEN WANTED—SELL 100% PURE 
SHELLAC on Commission Basis, full line or 
side line. No priority required. Write giving 
full details as to territory you now cover, expe 
rience, etc. Statement of availability required 
Address Box H-429, care of Harpware Acr 
100 East 42nd St., New York 17, N. Y. 


WANTED: REPRESENTATIVES TO HAN- 
DLE well-established line of cast steel specialties 
—Crane Wheels—Sheaves—Wire Rope Fittings 
—etc. Many attractive territories all over U. S 
now open. Statement of availability required 
Address reply to Box H-423, care of HArpware 
Ace, 100 East 42nd St., New York+17, N. Y 








SALES MANAGER AVATLABLE—FORTY 
YEARS old, employed by nationally known mann- 
Excellent contacts with jobbing trade. 
Experience in ammunition, guns. flash lights, 
steel equipment and wire cloth field. Address 
Box H-419, care of Harpware Aceg, 100 East 
42nd St.. New York 17, N. Y 





GULF STATES. WEST OF Ai.A.—I want 
one manufactured line sold te hardware, mil! 
supply, chandlers and oil field supply stores to g« 
with one “old line” product. Have sold 14 years 
this territory. Address Box H-422. care of 
nae Ace, 100 East 42nd St., New Yort 


HARDWARE AGE 
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AUTOYRE 


MANUFACTURERS OF BATHROOM AND KITCHEN 
ACCESSORIES. NOW 100% IN WAR PRODUCTION 


THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 


Every youngster wants stilts. Our Junior 
Special is 6 ft. high, steps adjustable for 
four different heights. Varnished, trimmed 
in red. Fine profit margin. Write for 


prices. 

OTHER FAST SELLERS 
Potato mashers, rolling pins, house num- 
bers, Jr. rifles, toy pistols, knife racks, riding 
horse sticks, mail boxes, and other popular 
wood specialties. Send for illustrated price 


sah Industries, Ltd. cicomncia: tows ANIMAL picgigd eataie:saceil ~ — 
ail e553 Se PENNSYLVANIA 


THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS e 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 
Mill — Chatt tt ee OF: NUCORD 
SILVER LAKE C0. ac 99 a ss " 


, Boston BENGAL 


When Peace Comes 


—Many a young man in our Armed Services 
will recall the dependable performance and 
personal protection he found in... 


MARBLES Outing Equipment 


In the meantime, your patience and loyalty to 
Marble's is appreciated. 


MARBLE ARMS & MFG. CO. i z r i a A. Y. McDONALD MFG. CO. 


540 Delta Ave. Gladstone, Mich., U,S.A. Dubuque, lowa 


Makers of Pumps, Plumbers 
Brass, Oil Handling Equipment 


—— a 5 (a) TT, = ~ = a 

- Sa a € 2 6 ho 

Uo acUminum ORIGINATED 1896 AND ALUMINUM =a. 
MAYES GUARANTEES ACCU ee 


ASK YOUR DEALER *AND DURABILITY aN IN Mele FOR 
F 


maves Toots MAYES BROS.TOOL MANUFACTURING CO. Inc. PorrAusrin Micn. “°*!"° 
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A 
Accessories Corp. 
Adirondack Chair Co. 


Admiral Corp. 


Allen Mfg. Co., W. D. ..... 


Ondex-SJao Adwertisewr... 


43 
136 
79 


. 145 


Aluminum Company of America 


American Chain & Cable 
Inc. ; 


American Chain Div. 
American Fork & Hoe Co. 
American Mfg. Co. 
American Steel 
Bottle 


American Thermos 
Th 


Ames Baldwin Wyoming Co. 


Co., 


& Wire Co... 


Animal Trap Co. of America 


Apex Oil Products Co. . . 
Arcade Mfg. Co. 
Armstrong Bray & Co. 
Asco Chemical Co 

Atlas Asbestos Co. 

Austin Mfg. Co. 

Auto City Plating Co. 
Autoyre Co., The 


Baker Mfg. Co. 
Bassick Co., The 
Berea Abrasives 
Bethlehem Stee! Co. 


Bohlender Plant Chemicals, 
Bommer Spring Hinge Co. 
Boss Mfg. Co. 


Briddell, Inc., Chas. D. 
Brooks & Sons, M. S. 
Buffalo Bolt Co. .. 

Burgess Battery Co. (Battery 


c 
Central Rubber Products Co. 


Century Metalcraft Corp. ... 


Champion Hardware Co. 


Inc. 


Div.) 


, Inc. 


37 


52 
52 
67 

I 
87 


139 
130 


136 


. 109 
Chamberlain-Haber Chemical Co. 


Chicago Lock Co. ........... 


Chicago Spring Hinge Co. 
Chisholm-Ryder Co. 

Clark Mfg. Co., J. L. 
Cleveland Wire Spring Co. 


Coburn Trolley Track Co. ... 
Cole Hot Blast Mfg. Co.... 


Columbia Metal Box Co. 
Columbia Steel Co. .. 
Columbian Rope Co. 
Columbian Vise & Mfg. Co. 
Co. 
Corbin Screw Corp. 


Consumers Glue 


Cory Glass Coffee Brewer Co. 


Crescent Tool Co. 
Cross & Co., Inc. W. W. 
Cyclone Fence Div. 


D 


Damascus Steel Products Corp. 


Dazey Corp. .... 
Deming Co., The 


Detroit Vapor Stove Div., 
Warner Corp. 


144 


139 
141 
134 
139 
136 


141 


116 


. 123 


Borg- 


40 





Diamond Calk Horseshoe Co. ... 30 


Dixon Crucible Co., Joseph ..... 73 
Domes of Silence ..........++:- 145 
Drake Electric Works, Inc. ...... 137 
Draper-Maynard Co. ............ i 
Du Pont Semesan Co., Inc. ..... 84 
Durham Co., Donald ............ 34 
Duro Metal Products Co. ........ 46 
E 
Edison General Elec. Appliance 
Gs Mh ndecadcwceccuccdstaces 77 
Embury Mfg. Co. ...........+-+: 134 
Empire Level Mfg. Co. ......... 145 
F 
Fairmount Tool & Forging Co. .. 26 
Fletcher, Terry Co., The ......... 110 
Flexible Steel Lacing Co. ....... 116 


Flint & Walling Mfg. Co., Inc. 9! 


Forsberg Mfg. Co. .............. 74 
Franklin Glue Co. ............... 140 
6 
General Hardware Co. ......... 30 
Baphats Bile. Ge. occcccsccsccss 8 
Gibson Good Tools, Inc. ... ... 136 
gS ee oe 103 
Graham Mfg. Co. .............. 136 
Grand Home Appliance Co. ... 107 
Greenlee Tool Co. .............. 16 
a erererrery - 2 
H 
Hagn Co., Joseph .............. 145 
Hanson Scale Co. .............. 135 
SN ME NK, ones cccennteanan 5 
a re ere 128 
Hill-Shaw Company ............ 123, 
Hodell Chain Co. ............... 15 
Holley Chemical Co. ........... 137 
Hoppe, Inc., Frank A. ......... 140 

Horton Mfg. Ca, The—Bristol, 
BE” Seaccdchuneesandablaady.6%. 29 

Huenefeld Co., The ............. 148 

J 

Jackson Mfg. Co. ............00. 12 

Jennings Mfg. Co., The Russell 32 

Subd Go., Bnt., HE. B. ncccccccrcce & 

SU eR. bce ccsicectcudcs 88 


Kaul Importing Agency, Inc., Leo 42 


EE SL.  éucecadnccedassacnse 104 
Keystone Brass & Rubber Co..... 28 
L 
Lindemann, A. J., & Hoverson Co. 21 
Lloyd Products Co. ...........++- 117 
Reche Bewe Ge. ..ccccccccccecse 18 
Lockwood Hdwe. Mfg. Co. ...... 55 





M 

RIE GDS. eniscecckcpradoutescde 4| 
Roemew Be. Ge. .icccscccsssoce. 129 
Marble Arms & Mfg. Co. ...... 143 
Marlin Firearms Co. (Gun Div.) III 
Martin-Senour Co. .............. 93 
Master Lack Co. 2... sce cs 17 
Master Metal Products, Inc. .... 48 
Master Rule Mfg. Co., Inc. .... 131 
Mayes Brothers Tool Mfg. Co., 

Shy MiedadtGdasekcds Vaaxcwanays 143 
McDonald Mfg. Co., A. Y. 143 
McGill Metal Products Co. ..... 135 
McKee Glass Co. ............... 15 
McKinney Mfg. Co. ............ 22 
Meyercord Co. (Nameplate Div.) ? 


Miami Cabinet Div. 
Carey Mfg. Co.) 


Midland Co. Kdapeeaoges 
Mid-States Steel & Wire Co. ... 
Miller, Inc., Robert E. .......... 
Milwaukee Lace Paper Co. .. 
Minnesota Mining & Mfg. Co. 
Minute Mop Co. ............... 
Moore Push Pin Co. 
Mortell Co., J. W. 


Mullins Mfg. Corp. PnEoee 


Pressed Steel Div.) 
Myers & Bro. Co., F. E. ......... 


N 
National Brass Co. 
National Lock Co. 
National Mfg. Co. ........... - 
National Screw & Mfg. Co. ..... 
New Britain Machine Co. ........ 
Ltd. 


Nockonwood Industries, 


° 
Ohio Products Co., The............ 
Owens Corning Fiberglas Corp. 


The 
Patterson-Sargent Co. 
Pearl-Wick Corp. 
Peterman, Inc., 
Pioneer Gen-E-Motor 
Plantabbs Co. 
Wd Wt Mi co dcie sess ancond 
Div. 
Progressive Mfg. Co. 
Puritan Cordage Mills . 


Paine Co., 


Premax Preducts 


Raybestos-Manhattan, Inc. (iIndus- 
trial Sales Div.) 


Reflecto Letters Co. 
Remington Arms Co., Inc. 


Richards-Wilcox Mfg. Co. ....... 
Riege! Textile Corp. 
Royal Electric Co., Inc. 


(The Philip 
a 


. 


31 
147 
125 


. 143 


. 122 


W 
8! 
35 


115 
134 


. 41 





s 
Samson Cordage Works .......... 137 
Schaffner Co., Gus J. ........... 128 
AE I TE: ‘occene snaemaeds 34 
Schlueter Mfg. Co. ............. 44 
Schollhorn Co., William ........ 110 
Shelby Spring Hinge Co......... 88 
Sherman Mfg. Co., H. B. ....... 47 
Se IH . ac sndedes sccceus 143 
WD Eien des ctectncnsees . 
Skillman Hdwe. Mfg. Co. ...... 136 
Smith, Inc., Landon P. ......... 140 
Socony-Vacuum Oil Co., Inc. ... 14 
Solo Products Corp. ............ 128 
Southington Hdwe. Mfg. Co., The 48 
Se WEN, WD cen. asssccse 4 
CA ML. cosantesadiecnsenens 2 
Superior Fastener Corp. ...... 136 
T 
Tanglefoot Co., The ............. Wg? 
Templeton, Kenly & Co. ......... 13% 
Tennessee Coal, Iron & Railroad 
GDN becdu dn cakdbaroanecuanceents 

Tennessee Enamel Mfg. Co. ..... 127 
Tennessee Valley Associates .... 100 
Textile Mills Corp. .............. 20 


Thompson & Son Co., Henry G. .. 113 


wee,” We i ac dcccosaa wae ae 135 
Toxite Laboratories ............. 145 
Trico Fuse Mfg. Co. ............. 140 
Wee SE GR cc cinccccccccces 75 
i, a PT er 136 
’ 
U 
Union Hardware Co. ........... 26 
Union Steel Products Co......... 42 
United States Plywood Corp. 
(Weldwood Div.) ............ 133 
United States Steel Corp. ..... 7, 8&7 
SY IG « hcncstisscenses 45 
Upson Brothers, Inc. ............. 140 
Cem Gulley Ge. .ccceccases..s 1? 


Utica Drop Forge & Tool Corp. 72 


v 
Vaco Products Co. ............. 141 
Vaughan & Bushnell Mfg. Co. ... 70 
WHERGR THO) GO. onic ccscscnesses 125 
w 
WOE BER TR osc ncciecesicnce 112 
Werren Tool Carp. ....0606.ccccee 4 
Warwick Mfg. Corp. ........... 83 
Whitlock Supply Co. ............ 134 
Willard Storage Battery Co. .... 39 
Wilson-Imperial Co. ............. 105 
Wood Shovel & Tool Co. ...... 50 
x 
X-Acto Crescent Products Co., 
DM - ic dd a tidnss savadawsacbestmbes 135 
WiPGnds GOP .oncccccocsiscscaess js 
Y 
Yale & Towne Mfg. Co. ......... 3 


Youngstown Pressed Steel Div. ... 12! 
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FROM YOUR 
JOBBER 


‘ 
Throws a perfcet, flat-fan v 
like spray gardeners like. A 
Strong, light, colorful plas 

tic. No-clog slotted nozzle 
gives full unobstructed 
waterway—no back oe 
sure to weaken hose. 


sk s* 
a ey Fig ool Alten PATENTED ia GARDEN. ‘SPRAY 
. W. D. ALLEN MANUFACTURING CO. 


566 W. Lake St., Chicago 6 28 Warren St., New York 7 





ESTABLISHED 
IN 1887 





FILM-X « PROTEX 


Motor Oils and Greases 


Quality lubricants attractively packaged for fast, profit- 
able selling in 1 and 5-quart sealed cans, 5-gal. Utility 
can, 15, 30 and 55-gal. steel drums. Miscellaneous 
Farm Oils and Fly Spray in 1-qt., 1-gal. and 2-gal. 
oblong screw cap cans, 5-gal. Utility can and drums. 
Write, giving jobber’s name. 








APEX Ol) PRODUCTS CO. 


MANUFACTURERS F PETROLEUM 


7th AVENUE NO MINNEAPOLIS, MINN 








Toxit KILLS 


Red Mites 
This powerful dis- 





Bed Bugs 
" infectant also kills 


blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 


Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


ZTOXITE LABORATORIES 
BOX B CHESTERTOWN, MARYLAND 




















Push-Pins 
Push-less Hangers 


Sell them TOGETHER for every 
pin-up or hang-up need. 44 


years of dependable service. 
Ask your jobber. * 





Gerui"° DOMES of SILENCE 


SLIDE SILENTLY - SOFTLY- SMOOTHLY 


40c SET-10c SET-10c SET SAVE FURNITURE 
r=) eee CREATE QUIET 





Look for name 
“Domes of Silence" 


Domes of Silence — Insuleted Cushion Glides 








For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


If he is not supplied 


»U PP 


35 Pear! 


Ask your Jobber 


DOMES of SILENCE, Inc., 


MAY 25, 1944 





© WATCHES * DIAMONDS 
* OPTICAL, SPORTING 

AND LEATHER GOODS 
© CHINAWARE ® TEXTILES 
© NOVELTIES © GIFTWARE 


If you are in need of popular, timely items, you 
need the Hagn Flyer! Issued regularly, they show 
seasonable lines available for immediate delivery. 

WRITE FOR YOUR COPY TODAY 


YO sostr HAGN COMPANY 


| WHOLESALE DISTRIBUTORS SINCE 1917 
| 217-223 WEST MADISON ST., CHICAGO 6 











The Standard of 


ACCURACY... 
2% 


No. 151-E 
ALUMI york LEVEL 


INTERC HY ANGE ABLE 
VIAL CASES 


EMPIRE LEVELS 


05 SOUTH SIXTH STREET MILWAUKEE, WISCONSIN 











Sliding nati ——, 


A high priority 
item for contrac- 
fors engaged on 
large war proj- 
ects. Send us the 
orders. We can 
ship promptly. 
Dependable Products Since 1888 


COBURN TROLLEY TRACK CO. 
433 HARDING ST. HOLYOKE, MASS. 
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Famed Southern hospitality started 
with the latch string out . . . in 
fact all through the early days of 
this country the simple bar latch 
and latch string was popular. To 
lock the door one just pulled in 
the latch string. 



































“Even /know its easier 
to drilla round hole 
than to mortise a square one when new, progressive ways were available. In fact, it has been 


TER 
TUBULAR 


LOCKS and LATCHES 





























Was Whi! 


194¢¢ War Housing Calls for 
DEXTER-TUBULARS 


Americans have never been content with old-fashioned methods, 


the American tradition to originate new improvements, out of 
sheer dissatisfaction with the old. This is what lay behind the 
origination by Dexter — 20 years ago — of the Tubular lock and 
latch now accepted by builders as the "last word" in performance, 
and in the ease, simplicity and time-saving installation. DEXTER 
TUBULARS are backed with a written Lifetime Warranty. 


Now available in limited quantities as provided by Government 
regulations. Our regular established dealers come first. Write 
for your copy of the Commander Line Catalog, showing hardware 
conforming to WPB revised Order L-236. 


Manufactured by NATIONAL BRASS COMPANY 


GRAND RAPIDS, 


MICHIGAN 
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Postwar recommendation to Home-Crafters... 
the famous Phillips Recessed Head Screw. You'll 
get many a“Thank You’ for this friendly tip. 


MADE BY NATIONAL SCREW... 


The DEEP Phillips 
recessed head HOLDS 
the driver SECURELY 


FOUR WINGS GIVE GREATER 
DRIVING POWER 


Why Home-Crafters like the Phillips Recessed Head [ 


Your customers will give you many a “Thank 
You” in years to come if you insist on selling them 
Phillips Recessed Head Screws. They'll find Phil- 
lips far superior for faster starting, faster and 
easier driving, better workmanship. 

Here’s the sort of comments you'll hear: “Any- 
one who has ever used Phillips Screws in a home 
workshop will never use anything else.” And 
another: “I became acquainted with the advan- 
tages of the Phillips Recessed Head while on 
war production.” 


They'll be ready for your trade at the war’s close. 








THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 
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PRIZE “was STOVES BOSS OVENS 
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RANGES * STOVES + OVENS + HEATERS 
| THE HUENEFELD CO. . CINCINNATI, OHIO - 








